* 


Vol. XXIX, No. 3506 


The Newspaper of the Industry 


Published Weekly at 
2666 Penobscot Bidg. 


DETROIT, JULY 11, 1955 


Bootlegging on Increase, 


Congress Told by NADA 


Geen on Sa 
ASHINGTON.— NADA officials 
asserted before Congress last 
week that the association’s three- 


part legislative package is more urg- 


ently needed now than ever before. 
The testimony of top NADA lead- 
ers drew sympathetic comments 
from members of a House Inter- 
state Commerce subcommittee, 
which held a one-day hearing on 
anti-bootlegging, territorial securi- 
ty and “phantom freight” bills. 
Walter B. Cooper, chairman of 
NADA’s National Affairs com- 
mittee, declared that bootlegging 


is more severe in areas 
this year than it was last year. 
He was advocating passage of 
the Williams bill permitting fac- 
tories to ban bootlegging. 

A new measure, making manda- 
tory a bootlegging ban, was not 
brought up for discussion, however, 
although NADA spokesmen said the 
association still favored the man- 
datory bill as opposed to the volun- 
tary one. The House passed a vol- 
untary-type bill last year. 

* 


“paantce freight” was branded 
as a principal cause of boot- 
legging by Ray Wilson, southern 


St. Louis Dealers Donate Record Car— 


The 33 millionth Chevrolet, produced at the company’s St. 


Louis plant, has its 


future cut out for it. Chevrolet dealers donated the milestone car to St. Louis’ newly 
formed United Fund. Shaking hands with Robert L. Wolfson, vice-president of the 
Chevrolet Dealers of Greater St. Louis, left, is W. G. Power, Chevrolet advertising 
manager. In the dealer group, from left, are Les Francis, Frank Hauss, Vic Koenig, 
H. Z. Wellinger (Chevrolet Midwest region manager), Wolfson, Clif Placke, Art Meyer, 
Harry Oursler, G. M. Yates, W. J. Rasmussen jr. and George Gebhart. 


*56-Car Prices 
Due to Reflect 


New Cost Hikes 


PRICE increase for new cars— 
and for virtually everything 
else—took on certainty last week 
as steel costs went up a notch. 
off, U. S. Steel Corp. 
raised the prices of some 50 cat- 
alogued items by an average of 
58 percent, or $7.35 a ton. The 
action followed a wage boost of 
15 cents an hour to CIO steel- 
workers. 
For auto makers, the steel rise 
climaxes a spiral of ascending 


_ costs. However, it now appears that 


resultant new-car price boosts will 
be withheld until the start of the 
1956 model year. 
=e . +. 

a Ae car produced requires ap- 

proximately a ton of steel, much 
of it consisting of special shapes 
or content. Two important auto- 


motive items— cold-rolled sheets 


and hot-rolled sheets—were raised 
$5.50 a ton and $7.50 a ton, respec- 
tively, by U. S. Steel. Cold-rolled 
sheets now list at $86.40 a ton and 
hot rolled at $106.40. 

The auto industry, which itself 
has granted an additional 20 
cents an hour in economic bene- 


. fits to workers covered by UAW- 


CIO contracts, has faced increas- 


Nevertheless, new-car prices in 
this cleanup period have been held 
(See PRICES, Page 11, Col. 5) 


California director of NADA. He 
supported the Hinshaw bill out- 
lawing “phantom freight,” also ap- 
proved by the House last year. 

The subcommittee heard state- 
ments of opposition to the anti- 
bootlegging bills from the National 
Independent Automobile Dealers 
Assn., Washington Attorney Don- 
ald Webster and — surprisingly — 
the American Farm Bureau Feder- 
ation. Chairman Arthur G. Klein 
put into the record opposition 
statements from the Justice De- 
partment and the FTC. 


No factory representative ap- 
peared, although Klein said he 
would like to hear their views on 
the “phantom freight” issue es- 
pecially. 

Passage of the newest NADA bill 
—allowing restoration of territorial 
security—was urged by Alton M. 
Costley, NADA director for Georg- 
ia, who said smaller dealers now 
favored such protection by a mar- 
gin of 55 to 45. 

* * ” 


OOPER said less than one per- 
cent of new-car dealers engage 
in bootlegging but that it’s a na- 
tional problem because those who 
do bootleg do so in volume. Asked 
by Rep. John B. Bennett what per- 
centage of new cars manufactured 
are bootlegged, he answered that 
he didn’t know the national figure 
but cited statistics from his home 
state, Colorado, showing that 396 
units were bootlegged in May of 
this year and 367 in June. 

Klein asked the witness if the 
factories eee how cars get — 
una . he OD 
the 
the 

(Continued on Page 46, Col. 1 
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Socialized Del lerships? 


NIADA Warns Subcommittee Anti Bootlegging Bill 
Ushers In ‘Complete Regulation’ 


ASHINGTON. — Anti-bootleg- 

ging legislation is a step to- 
ward Federal regulation of the 
auto distribution business, the Na- 
tional Independent Automobile 
Dealers Assn. warned last week. 


NIADA’s position was given the 
House Commerce and Finance sub- 
committee Wednesday by Raymond 


Inside 
Standouts 


@ Punchy sales slants feature 
“Dealer Ad Ideas.” Page 37. 


Skirl of bagpipes sells cars 
for Oregon dealer. Page 30. 


Franchising of new dealer- 
ships irks Texans. Page 2. 


Auto credit up half-billion 
dollars in month. Page 38. 


New-car, truck registrations and new- 
car prices, Page 52. Used-car auc- 
tions, Pages 4, 42. Production 
by makes, Page 53. 


R. Dickey, of Danzansky & Dickey, 
general counsel for the association. 
Dickey’s statement observed 
that exemption of utilities from 
antitrust laws has led to Federal 
regulatory agencies designed to 
protect the public interest in the 
absence of competitive safe- 
Ss. 

“If the franchised dealers are so 
fearful of the competition of the 
independent non-franchised dealer 
and feel that the franchise system 
is the only proper method of new- 
car distribution,” Dickey asked, 
“why don’t they go the whole way 
in getting the Federal government 
to protect them and seek complete 
regulation of their business such 
as public utilities have?” 

oe * * 


ICKEY’S statement dealt only 

with the anti-bootlegging bill 
supported by NADA—HR 2688. The 
proposals to outlaw “phantom 
freight” and permit territorial se- 
curity were not specifically men- 
tioned by the NIADA spokesman, 
although his stand against restric- 
tions on new-car retailing in gen- 
eral appeared to blanket in the 
other NADA measures. 


“We feel,” Dickey declared, 
“that the American public has a 
right to buy its automobiles, new 
or used, from whatever dealer 

(Continued on Page 10, Col. 1) 
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First Half Car Output—'55 vs. ‘54 


(U. S. PRODUCTION) 


Ist Half, 
1955, 
Output 


ury 
GENERAL MOTORS 
Buick 
Cadillac 
Chevrolet 
Oldsmobile 


Total Little Three ...... Seoeis 


J 


Total Cars, U. S. ¥........... 


Pet. of 
ist Half 
Total 


lst Half, 
1954, 
Output 
378,781 
56,833 
37,600 
67,950 
216,398 
925,279 
750,049 
22,095 
153,135 
1,528,119 
287,042 
61,741 
760,769 
223,962 
194,605 


Pet. of Gain 
lst Half or 
Total Loss 


+5.84 
+0.71 

0.61 

1.92 
+2.60 
—4.26 
—4.33 
—0.24 
+0.31 


2,832,179 


50,135 
14,315 
35,820 
14,069 

5,788 

8,281 
62,136 
19,554 
42,582 


126,340 


2.72 
1.02 
70 


5.34 


4,258,603 100.00 2,958,519 100.00 


Chrysler Output Share Up; 


Industry Pace Rising 


By 


HILE both Ford Motor Co. and 

General Motors were smashing 
records during the first half, it 
wag’ Chrysler Corp. that gained the 
most percentage ground in total 
industry car output, an AUTOMOTIVE 
News analysis shows. 

Although Chrysler Corp. slipped 
B bit on the production front during 
he second quarter, it still man- 
aged to produce 793,591 cars for 
8.64 percent of total industry out- 
but during the first half. 

Chrysler’s first-half output gave 
the corporation a 5.84 percentage- 
point gain over that recorded 
on the 378,781 cars produced dur- 
ing the first half of 1954. It also 
surpassed the corporation’s old 
high of 750,591 cars erected dur- 
ing the record second half of 

1950. 

The Chrysler record—plus record- 
smashing Ford and GM _ perfor- 
mances and production increases at 
American Motors and Studebaker- 
Packard corporations—gave the in- 
dustry a new record of 4,258,603 
assemblies during the first six 
months of this year. That was 
nearly 20 percent higher than the 

(Continued on Page 51, Col. 1) 


U. C. Operations 
Holding Steady 


By Robert M. Lienert 
Associate Editor 
[/perts a stiffening used-car 

market and the torrent of new- 
car activity that has brought a 
flood of tradeins, reports from the 
field indicate that most dealers are 
doing a surprisingly good job of 
keeping their used-car operations 
in trim. 

Stocks are relatively low in 
number and well balanced, the 
offerings are reasonably clean and 
prices have not wilted appreci- 
ably in the July heat. 

Many dealers, however, say the 

(Continued on Page 6, Col. 3) 


L. Whitmyer 
Staff Writer 


JAMPERED by the loss of a 

work day because of July 4, 
the auto industry produced 140,892 
cars last week, 18,548 units fewer 
than were assembled during the 
previous week, but still well over 
the weekly average of strike-rid- 
dled June. 

The 140,892 cars produced during 
the first five working days of July 
were 137.9 percent of AUTOMOTIVE 
News’ three-year index and con- 
stituted a 28,178-car-a-day average 
for the industry. The previous 
week’s 158,440 cars represented 155.8 
percent of the index. 

The industry averaged only 
24,977 cars a day in recording 
649,420 cars during June, lowest 
output month of 1955 but still 
better than any month of 1954. 
Top output month last year was ' 
December’s 641,672 cars. 


Should the industry continue at 
(Continued on Page 53, Col. 3) 


Top Cars 


New-car registrations for four 
months plus 88 statés for May: 


1955 Pos. Make 1954 Pos. 
Ford 488,192— 2 
Chev. 493,5338— 1 
Buick 187,999— 3 
Plymouth 159,133— 4 
Olds. 134,2438— 6 
Pontiac  134,600— 5 
Mercury 114,270— 7 
Dodge 59,108— 8 
Chrysler 43,342— 9 
Cadillac 37,878—10 
DeSoto 31,603—13 
Stude. 36,959—11 
Nash 31,925—12 
Packard 18,655—14 
Hudson 12,545—16 
Lincoln 14,591—15 
Willys 


74,146—17 
18— 692 Kaiser 3,544—18 
14,517 Misc. 9,436 
Total All Makes 
2,018,711 
Further details on Page 52 


16— 11,102 
li— 3,607 
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Market Overestimated, Dealers Say... 
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Car Makers Accused 
Of ‘Packing’ Texas 


By J. H. Reed 

Staff Correspondent 
SAN ANTONIO. (UTPS) 
There ig a feeling here, particularly 
among the older dealers, that the 
auto manufacturers are proceeding 
too rapidly with the establishment 

- of new dealerships. 

Company officials, they say, 


Rambler Sales 
In 1955 Double 
1954’s First Half 


DETROIT. — Retail sales of 
Ramblers have more than doubled 
in the first six months of 1955 as 
compared to the 
same period of 
1954, according to 
George Romney, 
American Motors 
president. 

The Rambler 
also plays an im- 
portant part in 
the company’s 
new $60,000,000 
product develop- 
ment program, 
Romney added. 
He said Rambler production will 
be increased from its present level 
of 500 units daily to 800 at Keno- 
sha, Wis. 

Rambler sales from January 
through June were 40,604 units 
against 17,459 for 1954’s first half. 
Heaviest sellers, according to Rom- 
ney, were station wagons which 
accounted for 46.80 percent of the 
total Rambler sales. 

He said the rapidly rising ac- 
ceptance of the Rambler is evidence 
of the company’s success in devel- 
oping it as the firm’s basic volume 
car. 

It is sold and serviced by both 
Hudson and Rambler dealers. 
Scheduled for construction in Aug- 
ust, Romney said, are a separate 
final assembly line, new sub-as- 
sembly and feeder lines and new 
inspection and testing facilities for 
the Rambler. 


Auto Wheel Firms, 
Government Settle 


Antitrust Action 


WASHINGTON.—Attorney Gen- 
eral Herbert Brownell has an- 
nounced settlement of a four-year- 
old antitrust suit that originally 
charged three companies with try- 
ing to monopolize the manufacture 
of stamped metal automotive 
metal wheels. 


The settlement was contained in 
a@ consent judgment entered in 
Federal Court in Detroit. Defend- 
ants were Kelsey-Hayes Wheel Co., 
Detroit; Budd Co., Philadelphia, 
and Motor Wheel Corp., Lansing. 
The National Wheel & Rim Assn. 
was named in the complaint as a 
co-conspirator but not as a defend- 
ant. 

Under the judgment, the three 
firms must make their existing 
patents available on a reasonable 
royalty basis to anyone except a 
vehicle manufacturer. 





George Romney 





look at Chamber of Commerce or 

Bureau of Census figures and see 

that a certain city has grown 

from 300,000 to 500,000 population 
but still has only two or three 
auto outlets of a particular make. 

According to these older dealers, 
the factory men immediately con- 
clude that the city can easily sup- 
port another dealership and the 
old, faithful dealer finds himself 
faced, not only with competition 
from other dealers, but from his 
own manufacturer. 

Or, they say, the company officer 
may look over the total sales of a 

city, comparing the sales against 
those of other similar sized cities 
and, once again, conclude that an- 
other outlet is needed. 

A check of auto sales in four 
Texas cities—San Antonio, Hous- 
ton, Dallas and Fort Worth — 
against their population, per 
capita earnings, annual payrolls, 
bank deposits and bank clear- 

ings, however, reveals how wrong 
such “made in Detroit” decisions 
can be. 

Their populations are not too 
different. There are 507,000 persons 
in San Antonio, 723,000 in Houston, 
575,000 in Dallas and 343,000 in Fort 
Worth. Motor vehicle sales last 
year were as follows: San Antonio, 
12,500; Houston, 35,571; Dallas, 42,- 
700, and Fort Worth, 18,787. 

Thus, the ratio of vehicles sold 
per person was 1 to 40.56 in San 
Antonio, 1 to 20.32 in Houston, 1 to 
13.46 in Dallas and 1 to 18.25 in 
Fort Worth. 

If population is to be taken 
as the guide to sales, twice as 

many vehicles per person are 
being sold in Houston and Fort 
Worth than in San Antonio and 
three times as many vehicles per 
person are being sold in Dallas 
than in San Antonio. 


(Continued on Page 53, Col. 3) 
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Yankee Employes Go to Town— 


Employes of Yankee Metal Products Corp., Norwalk, Conn., board a bus for the 
Tri-State Automotive Show held in the Bronx, N. Y. Milton Putterman, Yankee mer- 
chandising manager, said that the company-sponsored trip gave 65 workers a chance 
to see how the firm's products are received by jobbers who visited the show. 





Lower-Priced Chevrolet Hardtop— 


A new Chevrolet hardtop coupe, featuring vertical two-toning, has been introduced 
in metropolitan areas throughout the country. The new model is in the company's 210 
Does this mean that San Antonio | series and carries an advertised delivered price of about $100 less than the Bel Air 


| hardtop. 





M. O. Anderson Sues GM for $4 Million 


By Martin Trepp 
Staff Correspondent 

SEATTLE.—A suit for $4,164,290 
against General Motors has been 
filed in U. S. Dis- 
trict Court by M. 
O. Anderson, for- 
mer Buick dis- 
tributor in Seattle 
and past presi- 
dent (1947) of 
NADA. 

Anderson is 
now a Packard 
distributor for 
western Wash- 
ington, Oregon 

SS. O. Aan and Alaska, and 
also is a Studebaker and DeSoto- 
Plymouth dealer. 

Anderson’s suit is brought 
against GM for loss of his Buick 
distributorship in 1953. He asks $3,- 
394,290.84 for loss of the business; 
$750,000 compensation for goodwill 
for Buick engendered by Anderson 
Buick Co., and $25,000 in renewal 
commissions for auto insurance 
written by the Motors Insurance 
Co. of New York, a GM subsidiary. 

The insurance firm is a co- 
defendant and A.B.C. Fairway, 


Business Barometer 


Auto Production—163,921 cars, 
trucks in week vs. 99,887 year ago. 

Business Failures—231 in week 
vs. 192 year ago. 

Department Store Sales—Up 6 
percent in week from year before. 

Jobless Ciaims—195,900 in week 
vs. 265,000 year ago. 

New-Car Sales — 2,595,883 in 
1955 to date vs. 2,018,711 year 
before. 

New-Truck Sales — 320,038 in 
1955 to date vs. 321,363 year earlier. 

Steel Output — 98.7 percent of 
capacity estimated vs. 60 percent year 





0. 
Treasury Bilis—1.541 percent per 


year discount vs. 1.401 week before. 
Used-Car Prices—$805 in July to 
date vs. $810 in June. 
Wholesale Prices—110 of 1947- 
49 index vs. 110.3 week earlier. 
+ * * 


Common Stocks 


July June 1955 
6 29 High 


9% 9% 13% 
83% 80% 83% 
127% 108%, 128% 

4Me 4% ~«COS 

10% 10% 15% 


Am. Motors 
Chrysler 
GM 

Kaiser 

S-P 


Average 47.07 42.62 


Inc., Anderson’s financing agency, 

is a plaintiff. 

Anderson charges that GM termi- 
nated his distributorship agreement 
June 30, 1953, despite assurances 
the agreement would be renewed 
annually as long as his company 
made money for GM or until An- 
derson had repaid a $500,000 mort- 
gage on his business, an invest- 
ment that, he said, was required of 
him by GM in 1952 to provide 
better service. 


The complaint asserts that in 
1947 GM already had determined 


U mbtue Dealer 
Testing Ohio 
Anti-Bootleg Act 


COLUMBUS, O.—John N. Ross, a 
used-car dealer, has started suit in 
Common Pleas Court here to de- 
termine whether a used-car dealer 
can sell new cars under the current 
Ohio laws. 

Regardless of the decision, the 
case is expected to go to the State 
Supreme Court. 


Ross, of Jan Ross Motor Car Co., 
brought the suit against Roy King, 
clerk of courts, and C. Ervin Nofer, 
acting registrar of motor vehicles, 
after King refused to grant Ross 
a used-car title on the ground that 
Ross was not a “general pur- 
chaser.” 


A new rule went into effect in 
Ohio recently which defined a used 
motor vehicle as a “motor vehicle 
that has been titled in the name 
of a general purchaser.” 


King said that under the motor 
vehicle laws he cannot issue a 
used-car title unless there is a new- 
car title on the car. 

It was believed that the new 
rule would prevent non-franchised 
dealers from selling new cars with- 
out a franchise because a dealer 
without a license cannot sell new 
cars because he cannot give a war- 
ranty. 


to eliminate regional distributor- 
ships in order to preempt the dif- 
ferential between _ distributors’ 
prices and dealers’ prices on their 
automobiles. 


Anderson maintains that he was 
reluctant to make the investment 
in 1952 because GM already had 
eliminated a Buick distributorship 
in California, but that the corpora- 
tion revealed no intention of not 
renewing the Anderson distributor- 
ship agreement, which he had held 
since 1936. 

Anderson also asserts that in 
1950 GM reduced his allotment of 
automobiles to make it appear 
that he was not making money 
for the manufacturer. 

The complaint says that GM 
owned stock in the Anderson Buick 
Co. between 1936 and 1945, when 

(Continued on Page 51, Col. 1) 


Record Forecast 
For Auto Output 
By U.S. Experts 


Nation’s Economy 
Seen at New Peaks 
In Most Categories 


WASHINGTON. — Secretary of 
Commerce Sinclair Weeks 
nounced last week that a mid-year 
survey indicates that auto produc- 


tion in 1955 will exceed the 1950 all- | 


time record of 6,665,863. 

The survey, conducted by the 
Commerce Department’s Business 
and Defense Services Administra- 
tion and covering 400 U.S. firms, 
also indicated that most major 
industries will achieve new pro- 
duction and sales peaks this year. 

A similar survey at the start of 

the year indicated a general high 





Canada Bars Rebate 


On Excise Tax Cut 


OTTAWA.—F inance Minister 
Walter Harris announced in the 
House of Commons that there 
will be no rebate to auto dealers 
on the budget’s one-third excise 
tax cut on new cars. 


He said the auto tax reduction 
to 10 percent from 15 percent 
represented an estimated $2 mil- 
lion to $3 million on cars in deal- 
ers’ hands at budget time. There 
is no doubt the dealers suffered 
some loss, he said, but it did not 
follow that they lost the exact 
amount of the tax cut and he 
could not depart from the gen- 
eral rule against rebates in s-ch 
cases. 

Lawmakers and dealer associa- 
tions had called for an adjust- 
ment, claiming some heavy losses 
if no rebate were granted. 





level of production for the year, 
but autos, steel, construction, alu- 
minum, chemicals, rubber and some 
other industries have far exceeded 
those estimates. 

The department reported that the 
“first half (auto) production, esti- 
mated at 4,270,000 units, will be the 
largest six months in history. 

“Truck production, running 
well ahead of 1954, will be close 
to the 1950 record of 1,337,193, 
while production of truck trail- 
ers is running 63 percent above 
1954, with manufacturers having 
the biggest backlog of orders in 
peacetime history. 


“Automotive parts manufacturers | 
|also are having one of their best 


years, with replacement parts alone 
estimated to total approximately 
$2 billion for the year.” 


The BDSA midyear survey also | 


produced these industry estimates: 

Iron & Sree.— Advance orders 
are strong and steel production 
should continue at high levels in 
the last half, although output will 
likely be slightly lower than the 
near-record first half of 1955. A 





(Continued on Page 6, Col. 5) 








Studebaker Dealers Meet Officials— 


The first meeting of the new Studebaker National Dealer Council in South Bend 
was devoted to discussing programs for stepping up Studebaker merchandising and 
advertising promotions for the summer and fall months. Participating with William A 
Keller, Studebaker general sales manager, seated center, are seated from left, Edward 
C. Wehe, Milwaukee; Louis E. Baker, Pawtucket, R. |.; Walt Cash, Culver City, Calif. 
Keller; Don Rasmussen, Portland, Ore.; Carl F. O'Daniel, Louisville, and Herbert E. 
Berrell, Fargo. Standing, left to right, are John R. Ponsetto, East McKeesport, Pa.; | 
Oliver Cinnater, New Orleans; Ben Lindenbusch, St. Louis; Ansel J. Schloss, San Fran- © 
cisco, and William Catlin sr., Jacksonville, Fla. 
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2 automobile dealer needs 
friends. Automobile manufac- 
turers spend more than $100 mil- 
lion a year in advertising to win 
respect for their institutions and 
acceptance for their product. 


The automobile dealer, even 
though he hag conducted his busi- 
ness on high principles, has simply 
let it go at that and hasn’t told the 
wonderful story of how he has con- 
tributed in serving this field or 
how, after all, it is his investment 
in mechanical equipment, buildings 
and payroll that has been the im- 
portant factor in making available 
for human use the wonderful ad- 
vantages of the automobile. 


An automobile dealer needs to 
*take unto himself more friends— 
not ignorant or passive friends, 
but intelligent, aggressive friends 
—friends who know the impor- 
tance of a good automobile dealer 
—friends who are familiar enough 
with the situation to draw a dif- 
ferential between the legitimate 
operator and the opportunist, per- 
suasive friends who can argue in 
behalf of the dealer from their 
own selfish viewpoint. 

But how can a dealership have 
an army of friends—friends who 
argue in its behalf—unless the 
dealer makes known his accom- 
plishments, the importance of his 
investment in service equipment to 
them, his high standard of doing 


business? 
= * 


* 

Affected by Modesty 
HE automobile dealer has been 
too modest about his contribu- 
tions to the welfare of this indus- 
try and the welfare of the owners. 
He has talked about the cars he 
handles, how many he has sold, 
but his enthusiasm is largely upon 
the trade name of the car he sells, 
and he fails to point out to the 
public the more important aspects 


Miami Olds Deal 
Offers GM Stock 


to New-Car Buyers 


MIAMI.— Fincher Motors, Inc., 
with the approval of General Mo- 
tors, is offering one share of GM 
common stock, quoted Thursday at 
$127, to each buyer of a new Olds- 
mobile. 

Richard M. Fincher, president of 
the dealership, said “We can think 
of no more conclusive way to 
demonstrate to a customer Olds- 
mobile’s value and integrity than 
by making him a stockholder of 
the company that makes his car.” 


The plan was submitted to GM 
before being put into effect and 
Fincher said that officials were 
enthusiastic over its potentialities. 
He said that public reaction was 
being watched closely. 

Fincher said his firm delivered 
more than 200 new cars in June. 
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Dealers tell me 


By John 0. Munn 


of his business and the contribu- 
tion he has made locally in footing 
a payroll and investing in equip- 
ment to better serve automobile 
owners. 


He largely has failed to realize 
that the manufacturer’s publicity 
has tended to relegate his opera- 
tion to the background and, 
therefore, if he is to place him- 
self in an independent position, 
it is necessary for him to repeat 
constantly, so that the public will 
understand, the essential facts 
regarding the importance of the 
good automobile dealer. 

Remember, the public is not con- 
cerned in you as an automobile 
dealer, but it is concerned in how 
your operation affects their own 
lives. Every day people in your ter- 
ritory are voting “yes” or “no” on 
your business, and what they know 
about it will determine how many 
“yes” votes you get. 

Your chances for success in the 
current market do not rest with 
the factories in Detroit or other 
motor centers or with lobbies in 
Washington or state capitals but in 
the hearts and the homes of peo- 
ple in your community. So, every 
automobile dealer should take ev- 
ery occasion possible to sell him- 
self and his organization. 

Recently this column printed 
three advertisements from L. M. 
Stewart, Inc. (Chrysler-Plym- 
outh) St. Louis, as outstanding 
examples of dealer institutional 
advertising. I want to present an- 
other today because if the public 
ever appreciates the necessity for 
the value of thoroughly condi- 
tioning a car for delivery, then 
they will be careful of the dealer 

from whom they buy. 


New-car conditioning is more 
important now than ever. The pub- 
lic should be made to realize that. 
There are many reasons why this 
conditioning is so necessary and if 
it is neglected will cost the cus- 
tomer almost every month in serv- 
ice charges the amount he saves 
in buying from a so-called volume 
dealer who may give the car a lick 
and a promise before delivery. 

* ” * 


The Dealer’s Own Story 


F COURSE no one can tell that 

story but the dealer. I think 
that Stewart has done a masterful 
job in this regard. He points out 
the situation, but at the same time 
leaves much for public imagina- 
tion. 

His advertisement follows. It was 
illustrated by an informal photo- 
graph of Stewart with a Chrysler 
as background and set up in bold 
face type with plenty of white 
space. 

THE MOST IMPORTANT HOURS 
IN YOUR CAR’S LIFE 

“What’s your guess? Here at 
L. M. Stewart we believe the 
most important hours in the life 
of your car are those we spend 
getting it ready for you to drive 
away after you’ve bought it. 

“These are busy hours in the 
service department of L. M. Stew- 
art. Your handsome new Chrys- 
ler or Plymouth is gone over 
from top to tire treads. Careful 
hands clean the inside, polish the 
outside. Skilled, factory - trained 
mechanics tune the engine to per- 
fection. 

‘This is why we've never prom- 
ised you ‘three-minute delivery’ 
on a@ new car... or even three- 
hour delivery. We like to take 
our time with this important 
work because our cars and our 
customers deserve it. 


“Perhaps this is why the peo- 
ple driving new Chryslers and 
Plymouths from L. M. Stewart 
are so enthusiastic about their 
cars,. .. and about that wonder- 
ful feeling of being treated like 
an L. M. Stewart customer.” 

L. M. STEWART, INC. 
Chrysler-Plymouth 
3711 West Pine Boulevard 
8012 Maryland, Clayton 





He's Not Telling— 


A non-talking mule was the star of the 
grand opening celebration of Francis 
Chevrolet Co., Overland, Mo. Customers 
were asked to guess the animal's weight 
for a prize. L. P. Francis, president of the 
firm, leads the mule. 





ROME, Ga.—In a “second declar- 
ation of independence” stated in a 
full-page newspaper ad, Marshall 
Jackson Motor Co. has announced 
that it will continue in the auto 
business as an independent after 
relinquishing its Buick franchise. 

Jackson, for 20 years a Buick 
dealer, said it had “decided to 
dissolve our association with... 
Buick” in favor of handling all 
makes without a franchise. 

A Buick spokesman, however, 
said Jackson had been notified that 
it would not be offered a new fran- 
chise when the present selling 
agreement terminates Nov. 1. 

“We will continue,” Jackson said, 
“to represent Buick until they ‘cap- 
ture’ another dealer or until about 
Nov. 1, 1955. We are selling all 
accessories, seat covers, etc., at a 
25 percent discount. In the mean- 
time all new Buicks will be sold 
at real bargain prices. Make us 
prove it.” 

It was intimated elsewhere that 
Jackson’s sales performance fell 
somewhat short of Buick’s expec- 
tations. 

Jackson, in its ad, said: 


“Twenty years ago we signed 


Used-Car Dealers 


Organize Chapter 
In North Carolina 


CHARLOTTE, N. C. — North 
Carolina used-car dealers have or- 
ganized a chapter of the National 
Independent Automobile Dealers 
Assn., voiced strong opposition to 
“discriminatory legislation” and ac- 
cused new-car dealers of “boot- 
legging.” 

K. M. Matthews, Charlotte, for- 
merly a franchised dealer, was 
elected president. Other officers are 
E. M. Stafford, Charlotte, vice- 
president; Lloyd Taylor, Burling- 
ton, secretary, and Ralph Johnson, 
Fayetteville, secretary. 

The legislation the dealers disap- 
proved was a state act requiring 
the licensing of used-car dealers 
which also bars them from selling 
new cars and makes it illegal to 
trade in cars unless in an “estab- 
lished place of business.” 

Miles Elliott, NIADA field di- 
rector, told the newly organized 
dealers that the state statute “tends 
to create a monopoly to the detri- 
ment of the automobile-buying 
public.” 


Hancock County Dealers 


Headed by McCullough 


FINDLAY, O.—H. C. McCullough 
has been elected president of the 
Hancock County Automobile Deal- 
lers Assn. Vern Guilford is vice- 
president and Floyd Corbin, secre- 
tary and treasurer. 





Buick Deal to Play Field 


Georgia Outlet to Turn into ‘Supermarket ;’ 
Trades Charges with Factory 


Total Nears $12 Billion... 


Auto Credit Advances 


WASHINGTON.—Automobile in- 
stallment credit jumped $503 mil- 
lion during May for a total at 
month’s end of $11,985 million, ac- 
cording to the Federal Reserve 
Board. 


This compares with an increase 
of $60 million in auto credit during 
May, 1954. The total credit extended 
during May was $1,616,000,000 and 
the amount repaid was $1,113,000,- 
000, leaving a $503 million edge. 

Of the total outstanding credit, 
$4,346 million was held by com- 

mercial banks; $6,512 million by 

sales finance companies; $670 mil- 

lion by other financial institu- 

tions and $457 million by automo- 
bile dealers. 

An increase of $416 million was 
noted in the 12 months ended May 
31, 1955, over the same period 
ended May 31, 1954. 


our first contract with the Buick 
Motor Division. For many years 
we worked together very harmo- 
niously and enjoyed the situation. 


“However, for the past few years 
all our decisions have been made in 
Atlanta or Flint, Mich. They decide 
how many cars we shall sell, how 
many showroom rugs we shall buy, 
how many signs we shall have, what 
time we shall get up in the morn- 
ing and most everything else that 
comes up. 

“Therefore, we have decided to 
dissolve our association with the 
Buick Motor Division. This was not 
an easy decision to make but we 
believe it to be in our best inter- 
est.” 

The ad continued: 


“We are just beginning to real- 
ize that our franchise meant 
practically nothing, offering us no 
advantage over any other dealer, 
new-car or used-car. Our fran- 
chise also meant very little to 
our customers, the usual factory 
warranty being worth just about 
what the dealer himself is willing 
to do. 


“So why should we tie ourselves 
up with just one product when we 
can just as easily handle them all. 
The increased volume will enable 
us to operate at less profit per car. 
Having our own service depart- 
ment, we can sell cars on our own 
warranty policy that will offer just 
as much protection to the custom- 
er.” 


Every car, the ad said, will be 
guaranteed to be brand new and 
will show the “mileage it took to 
get it to Rome.” 

Jackson reassured its old cus- 
tomers by pledging continued Buick 
service and a stock of “necessary 
parts.” 


| Half-Billion in Month 


The total of all consumer install- 
ment credit for the U.S. was $24,- 
149 million, which was an increase 
of $636 million during the month. 
That leaves an increase of $136 mil- 
lion in categories other than auto- 
mobile. 

However, the repayment rate 
remained practically unchanged 


from April. 
* +. + 


Optimism Melts Worry 


Of ‘Saturated’ Market 

NEW YORK.—The old worry that 
markets for durable goods would 
become “saturated” and fall off has 
been replaced with optimism born 
of the discovery that the more con- 
sumers have, the more they want, 
according to Arthur O. Dietz, C.LT. 
Financial Corp. president. 

Five and a half million automo- 
biles were sold in 1954, Dietz said 
to back up his statement, despite 
the fact that 70 percent of U. S. 
families own cars. 

Almost every home has a radio, 
he continued, but sales in 1954 hit 
over six million and three out of 
four homes have television, yet 
sales last year were more than 
seven million. 


Chicago Police 
Hunt Auto Thief 


CHICAGO. — Chicago police, 
working actively with the Chicago 
Automotive Trade Assn., have 
alerted dealers to an alleged forger 
and auto thief. 

They said that warrants for the 
arrest of Faust Louis Ciucci—with 
a string of aliases including Louis 
Ciucci, Louis Faust Ciucci and Eu- 
gene Oliver—have been issued and 
are held by the FBI, the state’s 
attorney and police. 

Ciucci is said to have worked 
in Chicago as an automobile sales- 
man and bartender. He is white, 
37, 5 feet 8 inches tall, weighs 180 
pounds, has brown hair, dark com- 
plexion and blue eyes. Police said 
he wears glasses, has a scar on his 
right thumb and right wrist. 


24-Hour Dealers 


Loom in Montreal 


MONTREAL.—A move to allow 
automobile dealers to remain open 
all night has been made by city 
authorities here. The recommenda- 
tion was sent to the City Council 
for approval. 

Both new and used-car dealers 
come under the scope of the pro- 
posed amendment. Present closing 
hours are 7 p.m., Monday through, 
Friday; 10 p.m., Friday, and 11 
p.m., Saturday. 


On the House... 





Wemhoff 


Illinois dealers gained an impressive victory last 
week when both houses of the legislature passed 
overwhelmingly a bill ending the pyramiding of 
taxes on tradeins. If the governor signs the meas- 
ure, dealers will pay a 2% percent tax on the cash 
difference between the selling price of a motor 
vehicle and the tradein, plus the tax on the sale of 
the tradein when it is sold at retail. The bill was 
passed despite heavy opposition from the Illinois 
Director of Revenue, and dealers are now being 
asked to contact the governor... 


If dealers continue their carnival-ish sales tac- 
tics, will they become known as roustabouts? .. 


Iowa association is planning a series of district 


meetings for members this fall; 


reports membership has reached 


1,214 with 21 counties in state having 100 percent membership .. . 
Kansas association notes that its membership now includes 90 


percent of eligible dealers in state 


three new members. . 


. .. Florida association reports 


. Financial circles are buzzing with the ques- 


tion: Has GM beat Ford to the punch with its 3-for-one stock split 
proposal, which would bring GM stock down to about $40 this fall? 
Or will Ford revise its plan to offer its first stock at around $60 per 


share? 


—Peretre Wemuorr, Editor, 
Automotive News 











Lincoln-Mercury Dealers, Officials Meet— 
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Twenty-three dealer delegates, representing 2,400 Lincoln-Mercury dealers, meet with company executives during the ninth 


annual dealer council held in Detroit. The delegates are, from left, back row—J. B. Bratcher, Plainview, Tex.; F. C. O'Neil 


Wellesley, Mass.; G. E. Martinson, Berkley, Calif.; Ross Burman, Burlington, la.; W. D. Bacon, Greenville, Miss.; C. E. Clark, 
Fairport, N. Y.; Z. F. Zimowski, Cumberland, Md.; M. W. West, Newburgh, N. Y.; L. A. Westerweller, Yakima, Wash.; Frank John- 
son, Murray, Utah; Glenn Bell, Orange, Tex.; T. H. Tupman (elected chairman), Los Angeles; Howard Tauber, Chicago; G. C. 
Ryan, Duluth, Minn.; J. H. Halpert, Meadville, Pa.; J. A. Boyle, Tampa, Fia.; R. R. Nadal, Mercury (not a member of the council); 
R. J. Auffenberg, Belleville, IlI.; John Walker, Dayton, O.; Joseph Hinder, Aberdeen, Md.; Dick Price, Wichita, Kans.; O. W. 
Stotts, Mt. Clemens, Mich.; F. L. Munier, York, Pa., and D. A. Graham, Atlanta. Company executives in the front row are S. W. 
Ostrander, J. O. Wright, D. J. Davis, John Dykstra, Ben D. Mills, F. C. Reith, Benson Ford, R. H. Sullivan, J. E. Bayne and 


Brodie Appointed to Head 
New Division at S-P 


DETROIT.—Establishment of a| ministration and contract coordina- 


C. J. Fellrath. 


Ford Dealer Hits 
Okla. Fleet Bid 
By Chevrolet 


OKLAHOMA CITY.—W. G. Hor- 
ton, general manager of Simpson 
Auto Co. (Ford), has unsuccessfully 
protested to the City Council its 
policy of buying 39 new Chevrolets 
direct from the factory. 

“I would feel just as strongly 

if Ford had come in and bid di- 

rect,” Horton told the council- 
men. 

Chevrolet’s total bid for the auto- 
mobiles was $42,939.99, about $6,000 
under the next best offer. 





Horton told the council that it} dent. 


was a “very serious practice” for 
manufacturers to compete with 
local dealers for fleet replacements. 

“In the six dealerships here, 
we have 900 families and they 
pay taxes to keep this a good 
city,” said Horton. 

Councilman Leonard H. Dicker- 
son told Horton he would favor 
buying locally if “we can buy with- 
out paying too much of a penalty.” 
He asked Horton to bring the 
Council a resolution from the new- 
car dealers embodying their objec- 
tions. 

The City bought a total of 43 
autos. Fretwell Motor Co. (DeSoto- 
Plymouth) was low bidder on four 
four-door sedans; Fred Jones, Inc. 
(Lincoln-Mercury), won one pickup 
and two three-ton trucks with 
packer bodies; Internationa] Har- 
vester Co., 15 trucks; Clark Motor 
Co. (Dodge-Plymouth), 25 trucks 
and Harley Davidson Cycle Co., 11 
motorcycles. Total cost of all motor 
vehicles was $155,244.41, 








You'd Smile, Too!— 


Californian Don Meriwether smiles as a 
pretty girl hands him the keys to a ‘55 
Nash Metropolitan. The car is a present 
on ‘his 17th ‘birthday from his sister, Lee 
Ann, Miss America of 1955. 







new division to coordinate all gov- 
ernment and industrial products 
programs at 
Studebaker-Pack- 
ard Corp. and 
the appointment 
of George H. 
Brodie as vice- 
president of the 
division, was an- 
nounced last week 
by James J. 
Nance, S-P presi- 


Brodie will di- 
rect all division 
activities, including engineering, 
procurement and manufacturing. 
In addition, he will be responsible 
for research, government and in- 


G. H. Brodie 


dustrial product sales, contract ad- 


Pontiac Promotes 
Spears in West, 


Ups Overholser 


PONTIAC. — M. R. Spears has 
been appointed Pontiac western 
region manager. He succeeds R. E. 





R. E. Thompson 


Thompson, who has been named 
assistant general sales manager. 
Spears, whose headquarters will 
be Kansas City, has been Pontiac 
zone manager in 
Dallas since 1951. 
He joined Gen- 
eral Motors in 
1924 and came to 
Pontiac in 1935. 
Succeeding 
Spears in Dallas 
will be C. K. 
Overholser, for- 
merly Memphis 
assistant zone 
manager. Over- 
holser joined 
General Motors in 1940 and shortly 
afterward transferred to Pontiac. 


atl : 
C. K. Overholser 





Nash Adds 340 Deals 


In First Six Months 

DETROIT.—Nash signed up 48 
new dealers in June, bringing to 
340 the number added so far this 
year, it has been announced by 
Roy Abernethy, sales vice-presi- 
dent. 

Signings totaled 40 in Jan., 100 
in Feb., 57 in March, 51 in April, 
44 in May and 48 in June. 








tion. 

Brodie has spent most of his 
business life with Packard. In 1952 
he took on executive responsibili- 
ties related to defense and indus- 
trial products. 

The division’s government and 
industrial product research pro- 
grams will be carried out under 
the direction of Dr. William Bol- 
lay, president of Aerophysics De- 
velopment Corp., a subsidiary of 
Studebaker - Packard which was 
acquired early this year in a move 
which brought to the company an 
organization of top scientists work- 
ing on the development of key 
defense items. 

In taking over his new post, 
Brodie announced the following 
government and industrial division 
appointments: O. E. Rodgers as 
assistant general manager, O. E. 
Enders as assistant to the division 
vice-president, Earl M. Douglas as 
general manufacturing manager, D. 
H. Hartman as manager of con- 
tract administration, and H. W. 
Robinson as manager of contract 
coordination. 





Loss Leaders Illegal 


In Massachusetts 


BOSTON.—The State Supreme 
Court —in what is believed the 
first test of the “unfair sales 
act” of 1938—has ruled that loss 
leader sales are illegal in Mas- 
sachusetts. 

Involved was a retailer selling 
for 15 cents bread that cost him 
17 cents per loaf. Action was 
brought by another retailer whose 
annual gross sales were about 
$50,000 per year. The defendant’s 
are about $1,000,000. The court 
made permanent an injunction 
against “loss leaders” issued last 
year by a lower court. 


July 6 
(Sales way off on account of hot 
weather and the holiday. Had plenty 
of buyers, but not enough cars. Sold 

51 cars out of 99 entered.) 

BUICK—’54 Special 2-dr., $1,525*. '53 
Special 2-dr., $1,175* (ps). ’52 Super 
2-dr., $600*. '51 Special 2-dr., $500°; 
Super sedan, $580*. °50 Super conv., 
$455°. 

CHEVROLET—’55 Two-ten (6) sedan, 
$1,600. '53 Bel Air Hard Top, $1,- 
095* (ps), $870; Two-ten 2-dr., $815, 
$780*; One-fifty 2-dr., $670. '52 SL 
Deluxe 2-dr., $635, $535*, $500*. '51 
SL Deluxe 2-dr., $405*, $375*, $375. 

DeSOTO—’51 Custom Hard Top, $530*. 

DODGE—’53 Coronet sedan, $800*. '52 
Custom sedan, $440*. ’51 Coronet se- 
dan, $300*. 

FORD—’54 Custom (8) sedan, $1,230°, 








Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 42, 43, 44, 45 


1955 





Stock for GM’s Salaried 


Firm Would Contribute to Employe Savings Plan; 


3-for-1 Split on 


NEW YORK.—General Motors 
directors voted last week to recom- 
mend to a special meeting on Sept. 
23 that three shares of common 
stock be issued for each share of 
common stock now outstanding. 

Even though the split was an- 
nounced after the market closed, 
the stock gained 3% on the an- 
nouncement day. The following 
day it zoomed up 14% points to 
$128 per share, the highest point 
in its history. 

The date of record for the special 
stockholders’ meeting will be Aug. 
8. The meeting will be held at the 
corporation’s offices near Wilming- 
ton, Del., on Sept. 23. 

Subject to stockholder approval, 
it is expected that the issuance of 
shares would begin about Oct. 10, 
1955. 

At the same meeting, stockhold- 
ers also will be asked to approve 
a savings-stock purchase program 
for salaried workers. 

Harlow H. Curtice, GM presi- 
dent, said that more than 100,000 
salaried workers would be eligi- 
ble to participate in the program 
if it receives stockholder ap- 
proval. 

Said Curtice: “The savings-stock 
purchase program for salaried em- 
ployes of General Motors is de- 
signed to encourage employes to 
save regularly and to provide an 
opportunity for more of them to 
become stockholders in the com- 
pany.” 

Under the plan, employes with 


|one or more years of service could 


contribute up to 10 percent of their 
salaries. Half of this money would 
be invested in U.S. bonds and half 
in GM common stock, with the cor- 
poration contributing 50 cents for 
each $1 of employe savings. 
There would be two separate 
parts to the program—a savings 
fund plan and a retirement thrift 
plan. Classes under each plan 
would be formed each year. Clas- 
ses under the savings fund plan 


Could Auction 
Opens New Site 


ACTON, Mass.—The Concord 
Auto Auction conducted the grand 
opening Friday of its new location 
here. 

The new site of the Concord auc- 
tion is just off the new Route 2 
from Boston to Albany and the 
New York Thruway. Featured are 
larger service facilities and an auc- 
tion-owned motel. 


Hilliard Elected President 


Of Bradenton Dealers 


BRADENTON, Fla.—D. Hilliard 
(Pontiac-Cadillac) has been elected 
president of the Bradenton Auto- 
mobile Dealers Assn. 

J. Harley Moore (Chrysler-Plym- 
outh) is vice-president, and F. B. 
Firkins (Nash) is secretary-treas- 
urer. Directors are J. O. Cox 
(Chevrolet), W. H. Rossman 
(Dodge-Plymouth) and Thomas D. 
Muff (Hudson). 















$1,150; Crest (8) sedan, $1,250. 
Custom (8) conv., ‘ 
$770; Main (8) 2-dr., 
(6) 2-dr., $685, $610. 
(8) sedan, $720*, $650. '51 Deluxe 
(8) 2-dr., $290; Deluxe (6) 2-dr., 
2 


$240. 
HUDSON—’53 Hornet sedan, $800*. '52 
Hornet 4-dr., $425. '51 Hornet sedan, 











$335. 

MERCURY—’52 club coupe, $860; se- 
dan, $750, $680*. °51 club coupe, 
$575". 






NASH—’52 Ambassador sedan, $425. 

OLDSMOBILE—’54 (88) 2-dr., $1,755*. 

PONTIAC —'53 Chieftain (8) sedan, 
$1,030*, $1,000*. °52 Chieftain (8) 
sedan, $485*. °51 Silver Streak (8) 
Catalina, $510*. 

STUDEBAKER—’51 Champion sedan, 
$200. ’°50 Champion sedan, $125. 













Common Slated 


would mature at the end of th 
fifth year following the year 03 
formation, at which time settle- 
ment with the employe would be 
made. 





Classes under the retiremert_ 
thrift plan would not mature until | 
retirement or earlier termination of © 


service. At or prior to the time an 


employe makes his final payment’! 


into the program for any year, he’ 


would elect whether his savings 
and related corporation contribu- 
tion would be placed in the savings 
fund plan or the retirement thrift 
plan. 


Nance Reelected 
AMA President; 
Keller Quits Post 


DETROIT.—James J. Nance, Stu- 
debaker-Packard Corp. president, 


was reelected president of the Au- | 


tomobile Manu- 
facturers Assn. at 
its annual meet- 
ing. Nance has 
served as presi- 
dent since Feb- 
ruary, filling the 
unexpired term 
of the late George 
W. Mason, for- 
mer president of 
American Motors 
Corp. 

AMA also an- 
nounced that K. T. Keller, Chrysler 
board chairman, has retired as an 
association director after 12 years’ 
service. George W. Troost, Chrysler 
vice-president, has been elected to 
his seat. 

Also elected to fill a board va- 
cancy was J. J. Timpy, American 
Motors vice-president. 


J. 3. Nance 





Reelected were Harold S. Vance, © 
S-P executive committee chairman, © 
and E. J. Bush, Diamond T presi- © 


dent, as vice-presidents; Harlow H. 
Curtice, General Motors president, 
secretary; George W. Romney, AMC 
president, treasurer; Alfred Reeves, 
advisory vice-president, and Wil- 


REINO Tn 


liam J. Cronin, managing director. © 


Directors who were reelected 
are L. L. Colbert, Chrysler presi- 
dent, and Bush, Curtice and Rom- 
ney. 


Mercury to Build 
New L.A. Plant 


DETROIT.—A Mercury plant will 
be erected in the Los Angeles area 
within the next two years, F. C. 
Reith, general manager of the 
Mercury division, said last week. 

The new plant will be substan- 
tially larger than the existing pro- 
duction facilities there and will be 
completed in the summer of 1957, 
he said. It will be located on a 
200-acre tract at Washington and 
Rosemead Blvds., approximately 
four miles east of the present 
plant. 


The new Los Angeles plant will © 


be Mercury’s fifth-assembly plant 
built since World War II. The pre- 
sent Los Angeles plant went into 
production in 1948, at the same 
time as Mercury’s plants at Metu- 
chen, N. J. and St. Louis. A new 
plant was opened in Wayne, Mich., 
in 1952. 


Two Georgia Dealerships 
Destroyed by Fires 


ATLANTA.—Fires in two neigh- 
boring Georgia towns, just north 
of Atlanta, destroyed two dealer- 


A Tn. Oe acer enema: TP epee 


ships within a few hours of each | 


other. In a fire which wiped out a 
city block at Canton, the Jones 


Chevrolet building was a blackened © 


mass of ruins, although a few new 
cars were saved. 

Just after midnight, fire swept 
through the Pittard Pontiac deal- 
ership at Buford, destroying cars 
in the show window and threaten- 
ing Robinson Buick in an adjacent 
building. The Buford fire started 
in the Pontiac building not long 


eee 


after mechanics left the garage, ©. 


K. Pittard, one of the owners, de 
clared. 
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Bex type chassis construction cradles 
i! greater riding comfort « Welded 


Stedi-Line” steering eliminates read. shock 


noses to 


Mounted on live rubber « C 
minimum. 


omplete sound insulation: 


YEARS-AHEAD STYLING Oe 
Longer, lower, wider look + Advance styling and color 
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How to Warm Up a Price-Minde 
Used Car Buyer 


How do you convince a used car buyer that he’s get- 
ting real value for his dollar—without sacrificing any 
of your fair profit? 


Here’s what you do. Select the Universal C.1.T. Used 
Car Windshield Sticker that applies to the year and 
make of car you want to move. Then, simply indicate 
at the bottom how much it cost the man who bought 
it as a new car. When you quote your selling price 
the differential can be mighty impressive—frequently a 
thousand dollars or more after only a couple of years use. 


By pointing out the “Price When New’, you provide 
the customer with a measurable basis of comparison 


—a true yardstick of the saving you are offering him. 
The “bargain” becomes readily apparent, with a mini- 
mum of sales talk. As a result, you can sell more used 
cars quickly, at greater profit. 


You'll find a 6-page listing of original 1953-55 factory- 
delivered prices on all cars and major equipment in 
the latest section of our “Continuing Program for 


Developing Dealer Profits.” 


You can expect a steady stream of effective methods 
and material to help you sell more cars more profitably 
if you adopt this profit building program. Ask your 
Universal C.1.T. District Manager for the full story. 


Universal C.-T. Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 440 OFFICES SERVING THE 


UNITED STATES AND CANADA* 


* In Canada, Canadian Acceptance Corporation Limited 
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Five Car Makes 
Set New Sales 
Records in Month 


Buick, DeSoto, Mercury, Oldsmo- 
bile and Pontiac reported new sales 
records Thursday. 

Buick dealers set a new June 
record by delivering 23,251 cars at 
retail during the last 10 days of 
the month to bring the June total 
to 66,411 cars, Ivan L. Wiles, gen- 
eral manager, reported. 

A 10-day sales record was set 
at DeSoto when an alltime high of 
7,114 sales was reported for the 
third 10-day period of June, J. B. 
Wagstaff, vice-president of sales, 
reported. The previous 10-day sales 
mark was reached in July, 1950, 
when 6,082 cars were sold. 

Oldsmobile completed a _ record- 
smashing six months with retail 
delivery of 312,268 new cars. Only 
three full years have topped this 
mark. Retail sales by Oldsmobile 
dealers for June totaled 52,315 new 
cars—a new alltime monthly record. 


June Mercury sales totalled 35,- 
784 units, bettering last June’s total 
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Prices Firm, Stocks Balanced . . . 


Used-Car Operations 
Are Holding Steady 


(Continued from Page 1) 





‘Dealer of Month'— 


“Hudson dealer of the month,” 
Noyes, of Bloomington Motors, Minneapo- 
lis, left, is congratulated by George R. 
Browder, Hudson advertising and promo- 
tion director. 


of 27,307 by 31 percent and sur- 
passing all former June records by 
8.7 percent. 

Pontiac dealers delivered at re- 
tail 18,231 new cars during the last 
10 days in June, a new high for 


situation has been kept from diffi- 
cult depths only through prodigious 
sales and merchandising efforts. 
. * * 
Ase on a group of field tabu- 
lations, used-car stocks of new- 
car dealers have actually declined 


Harold | uring the past two months. 


The average new-car dealer 
had a supply of used cars good 
for 27.4 days as of July 1. These 
same dealers reported an average 
29.1-day supply of used cars as 
of June 1. 


Used-car stocks a month earlier 
—May 1—bulged over the accepted 
30-day limit with an average 32.6- 
day supply. 

In some quarters it is felt that 


the period which climaxed an all-|stocks are bound to climb during 
time sales record of 49,219 for June. | July as the market tapers off. Not 


all dealers, however, are pessimistic 
and some feel they will be able to 
keep things turning rapidly enough 
during the summer to hold their 
own, at least. 
. + ” * 
= difficulty that will face deal- 
ers from here on in the cleanup 
of new cars is the lowering quality 


Held, 93, Still Active 


As Automobile Dealer 


KENYON, Minn.—Frank G. 
Held, 93, still active in his auto- 
mobile dealership here, is be- 
lieved to be the nation’s oldest 
dealer. 

Held has sold the same make 
of car here since 1913. 




















been particularly outstanding. 


follow the leaders on wihaa 


In design, advertising and promotion, and sales increases, Chrysler is a pace 
setter for 1955. And under the direction of Fred Harris, Regional 
Sales Manager of Chrysler Sales Corporation, sales in North Texas have 


Like leaders in many other fields, Chrysler Corporation depends on WFAA 


to help sell this important market—one of the fastest growing two-car 
markets in America. And for 33 years WFAA has proved its own leadership 
in reaching the audience of Radio Southwest. 


If you want to sell this golden market—follow the leaders— 


put WFAA on your schedule. Your Petry man can give you all the details. 


A Clear Channel Service of the Dallas Morning News 


Alex Keese, Manager 
Geo. Utley, Commercial Manager 


Edward Petry & Co., Inc., Representative 


50,000 
WATTS 


WRrARA 6a . 


NBC 


of tradeing noted at this time of 
year. 

“In cleaning up, we almest al- 
ways do business with drivers 
who own older cars,” one dealer 
explains. “The man who trades 
every year or two usually buys 
early in the model season. That’s 
when we get clean trades. We'll 
have to buy lots of piles of iron 
before October rolls around.” 

Another dealer said that no mat- 
ter what happens to new-car sales 
—and he admitted his were begin- 
ning to slip—movement of used 
units would become “harder and 
harder until after new models are 
introduced.” 

A dealer in the Southwest ex- 
pressed worry over the used-car 
market. Although used-car sales in 
his area normally are good through 
Labor Day, he said, this year a 
cutback already has started. 

* * 


LTHOUGH the retail used-car 

activity has slowed down a bit, 
the wholesale market continues 
strong. Several auction operators 
last week reported that bidding was 
surprisingly brisk. 

Another said that bidders were 
willing to shoot on anything—pigs 
or puffs. 

According to Automotive News’ 
index, however, the overall price 
trend was downward—$5 to $805. 
Despite the downward dip in 
prices, demand was increased, 
as indicated by the ratio of sales 
to offerings. 

At auctions last week, the per- 
centage of sales edged upward to 
67.1 but still lagged below the 
levels of a month ago. 

More cars are showing up at the 
auctions, too. The average whole- 
sale arena last week was crossed 
by 179 units, the highest number 
since May 23, when the average 
auction had a6 offerings. 

* 


B* INDIVIDUAL models, there 
were three increases on AUuUTO- 
MOTIVE News’ index last week. They 
were: '48s, up $6 to $185; ’54s, up 
$6 to $1,378, and ’49s, up $4 to 
$249. 

All other models suffered set- 
backs as follows: ’50s, down $3 
to $351; °52s, down $7 to $669; 
53s, down $8 to $993; ’51s, down 
$14 to $474, and ’55s, down $24 
to $2,143. 

In each case, the decline was 
enough to establish a record low 
average price for that particular 
model. 


Auto Production 
Heading for Peak, 
U.S. Survey Finds 


(Continued from Page 2) 


tightness of supply is expected in 
many rolled steel products. 

Agricultural Machinery — In- 
creased tractor sales in the first 
six months of 1955 was largely 
responsible for a 20 percent hike 
in production and sales over the 
first half of 1954 and another 10 
percent gain is expected in the 
last half of this year. 

Ruspsper—A new record for do- 
mestic consumption of rubber was 
set during the first several months 
of 1955 and the total for this year 
is expected to attain 1.4 million 
tons compared with the previous 
high of 1,338,000 tons in 1953. 

Cuemicats—Sales in the second 
half are expected to maintain or 
stay close to first-half levels, re- 
sulting in a 1955 sales peak of $22 
billion, or 12 to 15 percent over 
the record set last year. 

Leather—Sales are expected to 
ease off from the heights reached 
in the first half of this year, but 
they should be about 5 percent 
above those in the first half of 
1954, 

TextTiLes—This market has been 
slowly gathering strength in the 
first half of 1955 and good volume 
at somewhat better prices is ex- 
pected in the second half, giving 
the mills a better year than last 
year. 

CoNSUMER DuRABLE Goops — The 
large volume of residential con- 
struction kept sales above expecta- 
tions in the first 1955 half and they 
seem likely to continue at a high 
rate in the last six months. 

ConstrucTion—This industry is 
expected to reach an alltime peak 
of $41.8 billion in 1955, with both 
public and private construction 
hitting record levels. 

Guiass — The glass industry is 
having one of its best years. 
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DELAWARE VALLEY, U.S.A. 





Exclusive Advertising Representatives : 





AUTOMOTIVE NEWS, JULY 11, 1955 






ont otftow 








if you w 


I 


Tl 
| 






| 








! 


Proved advertising principle: COLOR GETS ACTION. THE INQUIRER 
offers R.O.P. Color every single weekday. And advertisers are using it 
to a fare-thee-well. Leading food companies find that the responsiveness + =— a 
of Inquirer readers (coupled with R.O.P. Color) makes THE INQUIRER ——~ ——™ 
a matchless medium . . . FIRST FOR ACTION in Delaware Valley, 
U.S.A. And FIRST in National, Classified, Retail and Total Advertising. 
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Giant Industries Build in 


$350,000,000 in industrial ex- 
pansion in 1954, hundreds of 
millions more planned for ’55! 
Means bigger incomes, 
increased spending in the 
World’s Greatest Industrial 
Area—with annual buying in- 
come now over $8 billion! 


The Philadelphia Mnguirer 


Constructively Serving Delaware Valley, U.S. A. 





West Coast Representatives : 


NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 

Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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Hearings on Auto Bills: 
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n Haste 
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paratory work on the NADA head- 


quarters staff, faced with little time | 


to do many necessary things in 
connection with such an important 


matter. 
* * + 


HE Priest announcement was 

not entirely unexpected, as in- 
dicated in a recent AUTOMOTIVE 
News story which quoted Dr. Row- 
land Kirks, NADA legislative coun- 
sel, as saying that he was hopeful 
for early hearings, and quite san- 
guine as to the outcome. 

But the decision to hold hear- 


-especially the key members— 

while, in addition, the thermom- 

eter, which had been reasonable 

all spring, on July 1 rose to blister- 

ing heights and the public trans- 

portation employes went on strike! 
* oa * 


Bright Outlook 


(gee is a bright outlook for 
conditions throughout the coun- 
try for the next six months, ac- 
|cording to Ewan Clague, commis- 
sioner-designate of the U. S. Bureau 
of Labor Statistics and widely re- 


posed a new substitute for Presi 
dent Ejisenhower’s highway pro 
gram, in which they would increas 
motor fuel taxes over a 14-year 
period to help meet the cost of th« 
heavier road expenditures. 

The plan is incorporated in a bil 
introduced by Rep. George Fallon 
Maryland Democrat, chairman o 
the roads subcommittee which helc 
hearings on the Eisenhower pro 
gram and the Gore bill, passed b; 
the Senate. 

The Fallon measure would au- 
thorize expenditure of $24 billion 


# 





ITH the Washington automotive scene enlivened to 
some extent during the latter half of June by the 
witness-stand testimony of five car manufacturers before a 
Senate Judiciary antimonopoly subcommittee inquiring into 
the merger situation, and the committee censure of General 


garded as the Federal Government’s 
| top statistician. 

The outlook is exceptionally 
good for income of workers in 
business and industry, said 
Clague, writing in the current 







ings did come suddenly, it must 
be admitted, and caught Kirks 
preparing for a quiet July 4 in- 
stead of a hectic one filled with 
planning. 

So late in the week and so un-| 


to complete the cross-country in- 
terstate system, and about $11 
billion on all other types of road 
work over a 12-year period. 

The bill would increase the Fed- 
eral 





Motors for not appearing, it®— 


seemed that matters in this 
field might be quiet again, for 
a brief spell at least. 

But no sooner had this corre- 
spondent filed his final report for 
last week’s issue of AUTOMOTIVE 
News than Rep. J. Percy Priest, 
chairman of House Interstate Com- 
merce Committee, announced that 


his group would be ready July 6 
to hold hearings on the Hinshaw, 
Steed and Williams bills. These, of 
course, are the phantom freight, ter- 
ritory security and antibootlegging 
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measures spon- 
sored by ‘the 
NADA. 

Other than the 
bare announce- 
ment that the 
hearings would 
start July 6, there 
would have been 
little to say last 
week except, per- 
haps, that the 
House decision 


came suddenly William Uliman 








expectedly did the House Interstate | 


Commerce Committee announce- 
ment come that NADA had barely 
space and time to print in its last 
week’s News Letter to its mem- 
bers that the hearings had been 
set for July 6. There was no word 
beyond that. But there was plenty 
of work going on, with all long- 
distance phone lines in use and 
Western Union messenger boys 
hot-footing it in and out of NADA 
headquarters. 

There were week-end holiday 


and threw a heavy burden of pre-' cancellations for most of the staff 


issue of Nation’s Business maga- 
zine. Since last fall, average earn- 
ings of workers in manufactur- 
ing moved upward from about $72 
a week to $76.11, he noted. 
“Coupled with this,” he said, “has 
| been a leveling off in the prices 
that are paid by consumers so that 
the result has been a net gain in 


worker.” 


average factory 
* * * 


New Road Bill 


EMOCRATS on the House Pub- 
lic Works Committee have pro- 
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This is the season 
to pick up new profit! 


Let an Alemite... 


On-the-Car Wheel Balancer 


build new vacation time 


business for you! 


This is a hot month for really heavy highway traffic ... 
and as you watch the cars roll by, don’t forget that 


everyone’s a prospect for your service. That’s why this 
is the ideal time to start your Alemite wheel balancing 
department... and pick up the fast, profitable jobs that 


can be yeurs right now .. 


. while your customers are 


checking their cars for vacation motoring. 
Do you realize that 8 out of 10 of your customers’ cars 


need wheel balancing? And your tire sales automati- 


cally expand too! 





the real purchasing power of the! 


cents a gallon and the tax on diesel 


14-year period. Costly changes are 
also proposed in the tax on tires. 
Fallon figures his program would 
produce about $36 billion in the 14 
years designated for the proposed 
taxes to run. 

The President’s highway plan 
|called for a $25-billion bond issue 
|to finance most of his program. It 
contemplated no increase in taxes. 

The Gore bill, calling for an out- 
jlay of $18 billion over a five-year 
| period, could not include any ac- 
companying tax program because 
revenue measures must originate 
in the House. 
| An unusual feature of the new 
| House bill is that it would appor- 
tion the money for completing the 
interstate system among the States 
jin proportion to the varying costs 
|of highway work in each State. It 
recognizes, for example, that the 
interstate system probably would 
cost more per mile in New York 
than in Western states. 

* * * 


For the Asking .. . 


Se its final report to Congress 
the Hoover Commission noted 
that adoption of its 362 economy 
proposals would save the Govern- 
ment many billions of dollars— 
enough to balance the budget and 
reduce taxes. It said these savings 
could be made without cutting the 
nation’s military strength, useful 
public works, or health education 
and welfare programs. The com- 
mission went out of business at 
midnight, June 30. 


* * * 


New Agency Born 


A= spending some $9 billion 

to aid friendly countries during 
the past 23 months, the Foreign 
Operations Administration went 
out of business June 30. 

The following day, July 1, a new 
agency—the International Cooper- 
ation Administration—took over. 

The ICA thus becomes the 
fourth such foreign -aid agency 
since the postwar Marshall plan. 
Its other predecessors were the 
Economic Cooperation Adminis- 
Seen and the Mutual Security 

ct. 

John B. Hollister, a Cincinnati 
lawyer, is set to succeed Harold E. 
Stassen, who moves to the White 
House as special assistant to Pres- 
ident Eisenhower on disarmament. 


* * a 
Half a Loaf? 
T APPEARED last week that 

President Eisenhower is likely 
to get only about half of the 14 
legislative measures he said he 
would like to see the present Con- 
gress deal with. 

With leaders planning to ad- 
journ July 30, a recent survey 
indicated that the prospects are 
good for at least six of the bills 








gas tax from two to three | 


fuel from two to six cents over a | 


ee 


Alemite’s On-the-Car Wheel Balancer can be yours 
for a remarkably small down payment... while a single 
balancing job a week finances your equipment pur- 
chase. Start on your way to new profits, your Alemite 
Wheel Balancer paid for before you know it! 


the President listed the other 
day. 

These were foreign aid, a military 
reserve bill, highway program, 
housing, an increased minimum 
wage and simplification of customs 
laws. Some others still have a 
chance, but slim. Hawaiian state- 
hood seems to be out, as does the 
proposed atomic peace ship. 


























Free Demonstration proves it! Your 
Alemite representative will show you 
just how easy it is to take advantage of 
this money-making opportunity. And he’ll 
see to it that you get the big promotion 

~* kit that puts you in the wheel balancing 
business—ties you in with Alemite national advertising in 
the Saturday Evening Post. Call him TODAY! 


<< 


This Exclusive Vue-Scale Meter proves to 
your customer the need for wheel balancing 
... then proves wheels are balanced when 
job is done. 


King Is President 


Of Sioux Falls Group 


SIOUX FALLS, S. D.— Kenneth 
A. King, King Nash Co., has been § 
elected president of the Sioux Falls 
New Car Dealers Assn. 

Other officers elected are W. E. 
Cumming, Cumming Motor Co. 
vice-president; Henry Billion, Bil- 
lion Motors, treasurer; Nei] J. 
Nessa, Nessa Motor Co., secretary, 
and Frank Prather, Sioux Ford Co., 
director-at-large. 





Here’s what owners say about Alemite 
On-The-Car Wheel Balancer! 
“Net profit paid for my balancer in just 110 days!” 
J. S., Oregon 
“i'm a small dealer and had doubts . . . but in 3 weeks 
my Alemite Wheel Balancer made me $174.00 profit...” 
G. F., Lovisiana 


Only the Alemite On-The-Car Wheel Balancer balances en- 
tire wheel at the same time! No complicated attachments, 
yet wheel is balanced from hub cap to casing, up and down, 
even side to side! 


ALEMITE 


REG. U. S. PAT. OFF. 


1826 Diversey Parkway, Chicago 14, Illinois 





PTT 


nt 





“The most profitable piece of equipment | have in 
my place of business!“ R. E. S., Washington 








AUTOMOTIVE NEWS, JULY 11, 1955 





69. 
v 70. 
v 71. 
Vv 72. 
vy 73. 
y 74. 
Y 75. 
v 76. 
y 77. 
. Cluett, Peabody & Co., Inc. 
v 79. 
vy 80. 
yY 81. 
oy 82. 
Y 83. 

84. 
v/ 85. 
Y 86. 
y 87. 
y 88. 
y 89. 
Y 90. 
vW 91. 
Y 92. 
Y 93. 
yY 94. 


78 


vY 95. 
Y 96. 
Y 97. 
Y 98. 
y 99. 


# 100. 


Kaiser Motors Corp. 
William Wrigley, Jr., Co. 
Carter Products, Inc. 
Armstrong Cork Co. 
Best Foods, Inc. 
Hallmark Cards, Inc. 
Lambert Co. 
Borg-Warner Corp. 
Reynolds Metals Co. 


Schick, Inc. 

American Dairy Ass’n 

Prudential Insurance Co. of America 
Admiral Corp. 

California Packing Corp. 

Wesson Oil & Snowdrift Co., Inc. 
Simoniz Co. 

Mutual Benefit Health & Accident Ass’n 
Doubleday & Co., Inc. 

Standard Oil Co. of Indiana 
Remington Rand, Inc. 
Socony-Vacuum Oil Co., Inc. 

Gulf Oil Corp. 

Olin Mathieson Chemical Corp. 
Minnesota Mining & Mfg. Corp. 
Ralston-Purina Co. 
Longines-Wittnauer Watch Co., Inc. 
American Chicle Co. 

Block Drug Co., Inc. 

Union Carbide & Carbon Corp. 
Johns-Manville Corp. 

Manhattan Soap Co., Inc. 





WESTINGHOUSE BROADCASTING 


COMPANY, INC. 


RADIO 


BOSTON —WBZ+WBZA 
PHILADELPHIA— KYW 
PITTSBURGH — KDKA 
FORT WAYNE —WOWO 
PORTLAND — KEX 


TELEVISION 


BOSTON —WBZ-TV 
PHILADELPHIA—WPTZ 
PITTSBURGH — KDKA-TV 
SAN FRANCISCO — KPIX 


KPIX REPRESENTED BY THE KATZ AGENCY. INC 


ALL OTHER WBC STATIONS REPRESENTED BY FREE & PETERS, INC. 
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(Continued from Page 1) 

the public believes offers them 

the best deal... 

“We have heard complaints in 
the past of the franchised dealers 
who talk about the protection of 
their large investment, the servic- 
ing required of the automobiles 
which they sell, and the large in- 
ventory of parts and supplies which 
they must carry to give adequate 
service. 

“We think such talk is simply a 
smokescreen to obscure the essen- 
tial fact that what they are seeking 
is the preservation, by legislative 
action, of their competitive position 
regardless of whether it is econom- 


ically sound.” 
* * + 


Ob pwrwes excerpts from Dickey’s 
statement follow: 

As we understand the bill (HR 
2688), it would exempt from the 
antitrust laws any contracts, agree- 
ments, or franchises which stipu- 
late that the new-car dealers will 
not resell new cars except to the 
public and other authorized deal- 
ers. It would allow any automobile 
manufacturer to cancel the fran- 
chise of any of its dealers to sell 
current-model automobiles made by 
the manufacturer to anybody en- 
gaged in the new or used-car busi- 
ness other than a person operating 
under a franchise from that manu- 
facturer. 

We feel that the American 
public has a right to buy its au- 
tomobiles, new or used, from 
whatever dealer the public be- 
lieves offers them the best deal. 
We do not believe that the fact 
that the automobile industry has 
changed from a seller’s market, 
which it was up until approxi- 
mately 1952, to a buyer’s market, 
which has existed from the end 
of 1952 until date, warrants the 
Federal government’s putting a 
protective umbrella over one in- 
dustry—or, perhaps better stated, 
over one or two segments of an 
industry at the expense of the 
other segments and at the ex- 
pense of the American public. 

The consumer has started to do 
some shopping. Why not allow him 
to shop as he pleases and not at- 
tempt to restrict the availability of 
merchandise into the hands of a 


favored few? 
* * * 


you have undoubtedly heard a 
lot in the past, and will un- 
doubtedly hear a lot more in the 
future, about so-called cutthroat 
competition. There are always some 
who feel that they have a vested 
interest in the marketplace and 
that other persons have no right 


/ hee 


AUTO TURNTABLES 
Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. Write for free literature. 









Also 
avail 
able 
POSTS 
and 
VELVET 
ROPE 
RAITLINGS 
Write 
for 
prices. 





AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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BIG BUCK Valve—3 PLY 


$1975 
CONVERTIBLE TOP "18’” 
One of the Big! 
Buck super-value | 
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els for any car| 
ready for 


DELIVERY 





24 HOUR 
We make and distribute all kinds of auto) 
trim supplies at lowest prices, including | 


BIG BUCK HEADLININGS 


dust sand ue colo or evetch, olus $42.60 | 


Write for Literature and Catalog | 
Territories Open for Commission Salesmen 


BIG BUCK CO. “Boston 14, Mass 
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to share in this market. They 
would like to keep a static market 
and not allow the public to bene- 
fit from new methods of merchan- 
dising and sounder management. 

I am not here to advocate the 
abolition of the franchise method 
of doing business; but I do say 
that if new competitive factors 
have been introduced which out- 
mode that method of doing busi- 


ness, then the Federal government | 


should not enact legislation to per- 





petuate it. 
The automobile manufacturers 





have attempted to get our execu- 
tive branch of government to ex- 
empt them from possible action 
under the antitrust laws. This 
request was turned down flatly 
by a courageous Antitrust divi- 
sion of the Department of Justice, 
under the direction of Assistant 
Attorney General Stanley Barnes. 


Next, the manufacturers and/| 
some of their overstocked and/| 
pressure-ridden franchised dealers | 
decided to try to use the legisla- 
tive approach. This is being pursued | 
not only here in the national legis- 


lature but also in many of the 
state legislatures as well... 

In our opinion, the proposed leg- 
islation before you as HR 2688 is 
unnecessary and economically im- 
moral. It is economically immoral 
in the sense that it is completely 
inconsistent with the ethics and 
standards that have been so much 
a part of the free enterprise sys- 
tem of this country. Automobile 
manufacturers should not be ex- 
empted from the antitrust laws of 
our country in their relationship 
to their dealers and to the com- 
petitors of their dealers... 

+ * * 


E SEE no reason for the! 


sought-after exemption ex- 
cept ...as a means of preserving 








the present system of new-car dis- 
tribution 


It has been traditional in ou: 
American system of economic law: 
that where exemptions have beer 
granted from the antitrust laws- 
which are basic to our methods o: 
production and distribution—the in 
dustries or groups obtaining thes« 
exemptions have been subjected tc 
Federal regulatory boards or agen 
cies so that the public interes 
might be protected in the absenc« 
of the competitive factors which 
would otherwise protect the public 

We think the legislation which 
you gentlemen are now consider- 

ing might well necessitate fur- 

ther legislation of such a regu- 

latory nature, and we do not feel 
(Continued on Page 11, Col. 1) 


. follow-through on every detail from original “thinking 





We are there . . . on the job .. . when to- 
morrow’s new car plans and projects are 
still in the “doodle and discussion” stage. 





We are there . . . on the job .. . when the 
first mechanical layouts illustrate complex 
power transmission requirements as re- 
lated to new body, chassis, engine and 
wheel suspension designs. 





We are there . .. on the job . . . when 
Spicer product engineers translate car 
manvfacturers’ "problems on paper” into 
factors that can be solved by Spicer 
know-how and product versatility 
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Socialized Dealerships? . . . 


NIADA Fears Effect 
Of Bootlegging Law 


(Continued from Page 10) 


that is proper or warranted un- 
der the present circumstances. 
The members of the National In- 
dependent Automobile Dealers 
Assn. whom we represent are the 
so-called nonfranchised dealers. 
They buy their current-model au- 
tomobiles from franchised dealers. 
Many of the dealers from whom 


who find it expedient to sell to 
our members at very low markups. 
Some from whom they buy are 
those who are in financial distress. 
* + * 

W= CONFESS that we are not 

smart enough to anticipate 
what the economics of distribution 
may be in the future. Just as... 
the independently-owned franchised 


they buy are large volume dealers 


dealer evolved as production in- 
creased, so it may be that the in- 
dependent non- franchised dealers 
may evolve from the present gigan- 
tic production by the automobile 
manufacturers. If this be what 
happens, we see no threat to the 
total employment figures of those 
engaged in the retail sale and serv- 
icing of automobiles. 

To sum up, Mr. Chairman and 
members of the committee, we feel 
that the trend toward the sale of 
new and current-model automobiles 
by non-franchised dealers does not 
represent the economic calamity 
which has been predicted so freely. 

We feel that it may represent a 
new method of automobile mer- 
chandising which will result in 
substantial savings to the American 
public and which the automobile 





Ford Gets Export Aid 


On Trucks, Tractors 


WASHINGTON.—A $10 mil- 
lion line of credit to help finance 
the overseas sale of trucks and 
farm equipment for Ford Motor 
Co. has been set up by the Export- 
Import Bank. 

The credit is designed to help 
other countries buy U. S. prod- 
ucts to augment their productive 
capacity. General Motors got a 
similar line of credit several 
months ago. 





manufacturers may be forced to 
recognize. 

Indeed, today there are some 
franchised dealers who are also 
selling new and current models 





IN FOLLOW-THROUGE 


for tomorrow” to prompt delivery of finished product 








by the industry's most advanced elec- 
tronic and mechanical laboratory testing 
equipment. 


We are there . . . on the job ... when the 
customer's most punishing road tests 
check the correctness of Spicer design and 
manufacture. 


S... service is complete and comprehensive. It creates . .. designs 
... engineers . . . manufactures. And keeps a sharp “follow-through” 
eye on the progress of each individual job through every step right 


to customer assembly lines. 


Spicer service has been continuous to the automotive industry for over 
50 years. Each year sees major power transmission developments which 
Spicer has created ... designed ... engineered . .. and manufactured. 
These advancements were months and years in their transition to prac- 
tical use. The new designs we are working on today will be delivered 
as finished products, one... two... and three years hence, on schedule, 
and in keeping with the reputation of Spicer units as “The Standard of 


the Industry.” 


No matter what type of automotive vehicle you make ... no matter 
what type of power transmission design you need ... Spicer engineers 
and Dana resources can serve you well. 


CORPORATION + TOLEDO 1, OHIO 


SPICER PRODUCTS: TRANSMISSIONS 
TAKE-OFFS ¢ POWER TAKE-OFF JOINTS @ RAIL 


JNIVERSAL JOINTS ¢ PROPELLER SHAFTS e¢ AXLES 


We are there ...0n the job ... with prod- 
uct shipping schedules completely coordi- 
nated with the customer's anticipated 
monthly output. 


TORQUE CONVERTERS # GEAR BOXES © POWER 


CAR DRIVES ¢ RAILWAY GENERATOR DRIVES ¢ STAMPINGS © SPICER and AUBURN CLUTCHES © PARISH FRAMES 
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of competitive manufacturers. 
The public seems to like being 
able to compare various makes 
in one dealer’s showroom rather 
than having to shop for them at 
different locations. 

We do not feel that Federal leg- 
islation of the type embodied in 
HR 2688 is in the public interest. 
It may easily result in freezing a 
pattern of distribution which may 
have outlived its economic useful- 
ness. 

If this method of distribution is 
in the best interests of the public— 
that is, the evclusive franchised 
dealer method—then it does not 
need legislative protection by the 
Congress of the United States. 

If it is not in the public interest, 
it is our opinion that the Congress 
should not allow itself to be used 
as the protector of the special in- 
terests at the expense of the Amer- 
ican public. 





Chrysler Promotes 


Durkee in Sales 


DETROIT. — Burton R. Durkee 
has been named assistant sales 
manager, advertising and merchan- 
dising, for Chrys- 
ler, according to 
E. M. Braden, 
general sales 
manager. 

Durkee will be 
responsible for 
carrying out 
Chrysler’s sales 
policy of helping 
dealers at the re- 
tail level, Braden 
said, as well as 
handling adver- 
tising and merchandising programs 
for the company. 

Durkee joined Chrysler as adver- 
tising and merchandising director 
in March, 1955, from Maxon, Ine., 
advertising agency. 





B. R. Durkee 


Prices 


(Continued from Page 1) 
down and, in effect, actually low- 
ered at the wholesale level by some 
manufacturers through application 
of dealer incentive bonuses and 
sales contests. 

It is believed that when new-car 
prices are raised, some of the in- 
crease may be taken up through 
a redefinition of standard and op- 
tional equipment — including such 
obscure items as back-3eat arm- 
rests. 

—Bos SHELDON 


Iowa Deal Purchased 


Taylor County Motor Co., Bed- 
ford, Ia., has been bought by S. K. 
Mendenhall and Robert Grimes, 
both of Hopkins, Ia. The business 
was sold by John M. and Mrs. Helen 
E. Larsen and Mrs. Elta B. Young. 









FREES | 
FROZEN BATTERY 
TERMINALS!! 


LOOSENS CORRODED NUTS!! 
and 1000 other uses! 
It’s concentrated! 
It dissolves rust! 
Has no unpleasant odor! 









“"ONE HAND" 


Si ER a 


"ONE SECOND" 


LICENSE PLATE HOLDER 


NICHOLS & SON 
1994 Whitney Ave. Hamden, Conn. 


$1.50 Per Set Jobbers Wanted 
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Capsule Comment 


Makers are using bonuses and contests to keep retailers 
plugging for new-car sales. 


Performance rewards are the fairest form of encourage- 
ment—when balanced by a realistic approach. 
7 * * 


General Motors and Ford are spending more than a billion 
dollars on expansion of their facilities. 


Confirming unofficial reports that car producers are an- 
ticipating continued high-level operations “for all time.” 
* * * 


Bulgaria is ordering 500 new cars from a Brooklyn 
dealer. 
With a lesson in democracy in every glove compartment ? 
* * * 
The American Finance Conference warns dealers that they 


are mortgaging future business if they sell cars on loose 
terms. 


Sort of reminds us of those unhappy days when “fore- 
closure” was a household word. 

* ~ * 

Residents of New England, the stronghold of conserva- 

tism, are showing a marked preference for gaily colored cars. 
Well, that makes it unanimous. 
* * = 

The Senate Banking Committee has approved a two-year 


extension of the Defense Production Act without standby 
wage, price and rent controls. 


It’s @ nice thing to have a gun around-the house. But 
it needn’t'be cocked. 





Coming 
Events 


Dealer Conventions 


Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Sprin s, West Virginia, 

Aug. 28- Rentucky Automobile Dealers 
Assn. Kenlake Hotel (Kentucky Lake), 
Hardin, Ky, 

Sept. 9-1 — Maine Automobile Dealers 
Cexociation, Samoset Hotel, Rocklane, 

Maine. 

Sept. 14— Vermont Automobile Dealers 

Assn., Equinex House, Manchester, Ver- 


mont, 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Withita, Kansas, 
pt. 16 — ‘Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 

Sept. 1b—Oreg on Automobile Dealers 
Assn. Multnomah Hotel, Portland, Ore 

= 18-19 — South Dakota Automobile 

alers Assn., Sioux Falls 

Sept. 18-20 — ‘32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, 

Sept. 19 — Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


is. 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, III. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn. Schroeder Hotel, Milwaukee, Wis. 

Sept. 23-24 — New Mexico Automotive 
Dealers Assn., La Fonda Hotel, Santa 
Fe, N. M. 

Sept. 25-27—Tennessee Automotive Assn., 
~~ Vista Hotel, Biloxi, Miss. 

Sept. 25-27 — Texas Automotive Dealers 
Socialis, Shamrock Hotel, Houston, 


exas, 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept. 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa. 

Sept. 36-30 37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel eee Haddon Hall, Atlantic 


City 

Oct. %10 — New Hampshire Automobile 
Dealers Assn.. Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10 — Georgia Automobile Dealers 
on. Bon Air Hotel; Augusta, 


LANP ALONG BIG THROUGHWAYS 
BOOMING IN PRICE - — | Heading — 


p00 £8 


Oct. ‘9-1 1 Miesinsinns Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 

Oct. 16-17—Arkansas Automobile ‘Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 

Oct. 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla, 

Oct. 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
a, Hotel William Penn, Pitts- 


Oct. oe ge25 — Florida Automobile Dealers 

a. Sans Souci Hotel, Miami Beach, 
a. 

Nov. | — Connecticut Automotive Trades 


DOCTORS 
DILEMMA 


0 ATTACHMENT, 
BALL So | CAN * 
3 VLL we 
a 


Bic CARS FOR USE ON GOLF 
PASTURES WILL SOON ARRIVE- NEM, 





Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn, 

Nov. _6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va, 
Nov, [3-14 — 20th Annual Convention 
aeneaie Dealers Association of 

None Tutwiler Hotel, og eee 
Nov, 13-15. — Ohio Automobile Dealers 
Ke. eo Plaza Hotel, Cincin- 
nati 
Dec. 1 bteh Automobile Dealers Associ- 
ation Sconveanron, Newhouse Hotel, Salt 


Lake City, U 

Jan. 28-Feb. 1 Sith Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C 


Dealer Auto Shows 

Nov. 12-20—Portland (Ore.) Show. 

Jan.—Columbus Automobile Show, Veter- 
ans Memorial Bldg., Columbus, Ohio. 

Jan. 7-15—Chicago Auto Show, 
tional Amphitheater, Chicago. 

Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis. 

Jan. 21-28—Pittsburgh Automobile Show, 
Hunt National ‘Guard Armory, Pitts- 
burgh, 

Jon. pe-aotes Auto Show, Cleve- 
an 

Jan. 28-Feb. 4 — Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y, 

es 


Fears End of System 


Henry Ford II’s idea of industry- 
wide bargaining in the labor rela- 
tions area might well be considered 
for the franchised dealer problem 
as well. 

A total breakdown of the single- 
line system of merchandising new 
cars is plainly foreseeable unless 
uniform standards are established 
governing factory-dealer relations. 
Only an industrywide compact 
could bring about such uniformity. 

Probably a “code of ethics” or 
“fair practices compact” would 
have to be administered on a vol- 
untary-compliance basis, because 
of Federal restrictions on com- 
pulsion, but conformity doubtless 
would be all but unanimous if all 
factories were to take part in the 
promotion. 

The Federal Trade Commission, 
for that matter, might be willing 
to play host to an industrywide 
fair practices conference. I seem 


Interna- 


General 


July 21-22 — Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich, 

Sept. 6-17 — Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn. Interna- 
tional Amphitheater, Chicago, 

Se + ae — Federation of Automobile 

ler Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich: 


(See CALENDAR, Page 44, Col. 3) 





20 Years Ago ee 


The Big Stories 


Romping through the first half of 1935 with a production of pas- 
senger cars and trucks totaling 2,335,369 units, the automotive indus- 
try seems headed for a 3,768,000 mark at the close of the calendar 
year ... A rising swell of opposition to the President’s new tax 
program was definitely observable in Washington as plans were being 
completed for the opening of hearings before the House Ways and 
Means Committee ... The Wagner Labor Disputes Bill, guaranteeing 
labor the right to bargain collectively, was signed by President Roose- 
velt. . . Whereas the average new-car installment note was 92.4 
percent of the average wholesale value of automobiles in 1928, it rose 
to 104.3 percent in 1934... Andre Citroen, French automotive mag- 
nate, died in Paris Wednesday after an operation. He was 57 years old. 

—From the files of Automotive News. 


‘Uniform Franchise?...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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to recall that NADA proposed a 
gathering of this nature a year or 
two ago, but there was no followup 
action either from FTC or NADA. 

The longer certain members of 
the trade are permitted to get away 
with “high-balling,” bait advertis- 
ing and five-year financing, the 
worse we need a sound-dealing 
platform on which we can stand 
with pride and integrity. 

Lest that one rotten apple spoil 
the barrel, all members of the 
great auto retailing trade must 
agree to a uniform franchise.— 
Denver Dealer. 

* ” * 


Survey of Interest 

We are writing in reference to 
an article entitled, “Dry Battery 
Wins Converts” by John T. Bene- 
dict, engineering editor, appearing 
in your June 27 issue. 

As suppliers of both machinery 
and material for battery manufac- 
turers throughout the world, this 
article was of great interest to us. 
Included in the article is a refer- 
ence to a survey conducted by 
Mead-Carney & Co., Inc. We would 
very much appreciate your advice, 
as to how to obtain a copy of this 
Mead-Carney survey. If you can- 
not supply us with a copy of this 
survey, would you kindly advise us | 
whether or not copies are available, 
and if they are exactly what steps 
we should take to obtain one.—- 
Rosert Bernstein, Simmons Prod- 
ucts Co., New York. 

Eprror’s Nore: Sorry, but we 
don’t believe that copies of the 
survey are available for distribu- 
tion. However, the person to write 
is Robert Keyes, Mead-Carney ¢ 
Co., Inc., 680 Fifth Ave., New York 
20, N.Y. 
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A good reliable 


SOUrCe 


FOR AUTOMOTIVE EQUIPMENT 


| four wheel brakes to the latest development in 


power braking, Bendix Products Division has demon- 


strated its unique ability not only to keep pace but 


actually to anticipate the industry’s requirements for 


the latest and most efficient in automotive components. 


BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* 
Power Steering is of the linkage type, manufacturers find it 
especially adaptable for production line installation without ex- 
tensive engineering changes. Manufacturers can now meet the 
ever-increasing demand for power steering more efficiently and 
more economically with Bendix Linkage Type Power Steering. 





BENDIX LOW PEDAL POWER BRAKE—Specified by more car 
manufacturers than any other make, Bendix* Low Pedal 
Power Brake makes possible quick, sure stops by merely 
pivoting the foot from the go to the stop control. No need to 
lift the foot and exert leg power to bring the car to a stop. 


Result—more driving comfort, less fatigue and greater safety. 
*REG. U. S. PAT. OFF, 


BRAKES ¢ POWER STEERING « POWER BRAKING ¢ CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


BENDIX oivrsion SOUTH 


BEND INDIANA 


AVIATION CORPORATION 


Export Sales: Bendix international Division, 205 East 42nd Street, New York 17, N.Y, « 











TORONTO. — New-car dealers 
here are reported in a “mad-cat 
scramble” to sell their 1955 models 
and the public igs responding to 
resounding advertisments keyed to 
price slashes and easy terms. 

One of Toronto’s biggest dealers 
reported he sold 1,200 cars in May 
and since March he hag spent close 
to $60,000 in newspaper advertising. 














Car Payments $1 Week? 


Makers Aid Toronto Dealers’ ‘Mad-Cat’? Push 
To Sell 1955 Models 


Reheat 
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Each car sold was “hundreds of 
dollars less than suggested list 
prices.” Other ads offered deals 
with good tradeing at $2.50 per 
week with resumed full payments 
after 12 months. 

That’s dropped to $1 down, $1 
weekly for a year. However, as 
others have pointed out, the carry- 
ing charges don’t take a holiday 










and on a $1,000 balance, interest 
and insurance charges will add a 
$500 bill to the $1,000. 

One dealer advertised: “Give up 
smoking and drive a new model.” 
Other ads are more seductive: “A 
sacrifice.” “Luxurious, new.” “Bang, 
bang, bang go prices.” “Invitation 
to enchantment.” “What’s going to 
happen?” they shout. 

Another dealer staged a round- 
the-clock 72-hour sale. He made 
sales at one and two in the 
morning, got customers who 
looked at his cars at 4 a.m., had 
breakfast and came back to buy. 
The dealer reported the sale was 
@ success. 


They are designed to be molded of PLexicias.® That’s the 
reason why tail lights, parking lights, instrument panels, 
ornaments, dials and so many other functional and deco- 
rative parts on today’s cars give such good service and are 
so attractive in appearance. Car stylists know that parts 
molded of this acrylic plastic have rich, gleaming color 
. .. resist breakage and heat . . . can be molded accurately 
into large complex shapes . . . have outstanding resistance 
to rain, snow, or sunlight. 


For cars now on their drawing boards, designers are find- 
ing even more uses for PLExiGLas—right from the start. 





Carolina Independents 


Sell 309 Bootleg Cars 


RALEIGH, N. C. — New-car 
sales by nonfranchised dealers in 
North Carolina during May to- 
taled 309 units. 

They were divided as follows: 
Ford, 91; Chevrolet, 88; Pontiac, 
36; Oldsmobile, 33; Plymouth, 18; 
Buick, 18; Cadillac, 11; Mercury, 
6; Dodge, 4; Hudson, 3; DeSoto, 
1; Lincoln, 1; Packard, 1, and 
miscellaneous, 3. 





One dealer advertised that he’d 


give $400 to $500 worth of acces- 













ROHM & HAAS 


COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 





Detroit representatives: W. E. Biggers and 
R. C. Oglesby, 728 Fisher Building. 

Canadian Distributor: Crystal Glass & Plastics, Lid., 130 Queen's Quay at 
Jarvis Street, Toronto, Ontario, Canada 











sories with every deal. Before the 
weekend was over he’d sold 77 cars, 
in the next week he reported that 
another 260 had followed. 

It’s reported that dealers are 
getting help from their factories 
in pushing volume sales. After 100 
cars are moved in any given period, 
the factories give a certain dis- 
count; another 100 and the discount 
ratio not only goes up but a dis- 
count bonus is added to the first 
100. 

What do the ad writers think of 
the situation? One observed: 
“Toronto’s frantic market is like 
the first postwar discount houses. 
Volume is the key. But, unlike the 
cutrates, the car dealers are giving 


| service and good credit, too. 


“They have to. They’d go broke 
otherwise. It’s a healthy situation 
with even the factories going along 
with it. More than one of the big 
‘new-car price barrier broken’ ads 
We write are financed in part by 
the factory. 

“Do they like it? No. But what 
can they do?” he said. 

What do the salesmen think? 

“Believe me,” said one, “we get 
rid of them (1955s). It breaks our 
hearts when we think of the good 
old days. But everybody ends up 
happy, so I guess nostalgia and 
dollars don’t mix.” 

A dealer commented: “This is 
a far cry from the ‘gentlemen’s 
agreement’ we all made in To- 
ronto at the first of the year. 
The rule was, no price-slashing. 
Now price-slashing is the rule. 
And we're still in business.” 

One of Canada’s largest auto- 
makers, in a move calculated to up 


its volume, is reported planning to © 


split its dealerships. A big dealer 
who handles any two autos of this 
maker’s line will have one taken 
from him. The dealers don’t like it 
but the factory hopes that by con- 
centrating on one line, more will 
be sold by each dealer than one 
previously could handle. 


High-Court Ruling 
Upholds Ford in 
Kuhl Cancellation 


MILWAUKEE.—Ford. Motor Co’s 
cancellation of a franchise held by 
Kuhl Motor Co. here has been up- 


held by the State Supreme Court. 

The high court has ruled that a © 
circuit judge was correct last Feb- § 
ruary when he dissolved a tempo- | 


rary restraining order against Ford 
that had been obtained by Kuhl. A 
Kuhl spokesman said the decision 
probably would be appealed to the 
U. S. Supreme Court. 

Ford cancelled Kuhl in April, 
1954, when Frank J. Kuhl, who died 
a@ year ago, was president of the 
dealership. 

Kuhl obtained a temporary in- 
junction by arguing that the can- 
cellation violated the state law be- 
cause it was “harsh and unlawful.” 

The original order was dissolved 
on the contention that Kuhl had no 
case because the dealership had 
failed to use its right to appeal to 
the State Motor Vehicle Depart- 
ment. 


Chrysler Names 4 


In Supply Division 
DETROIT.— Four appointments 


in the supply division of Chrysler © 
Corp. have been announced by R. © 


S. Bright, general manager. 


They are Thomas W. Cuthbert- ; 
son, planning coordinator; Wayne ; 
T. Diehl, industrial relations man- — 


ager; Robert W. Kennedy, comp- — 
troller, and Paul M. Nash, forward 
planning director. 

Cuthbertson joined Chrysler in 
1941, Diehl in 1936, Kennedy in 
1924 (with Maxwell), and Nash in 
1938. 


Minnesota Dealers 
Meet in 6 Cities 
MINNEAPOLIS.—Six Minnesota 
cities will have been covered when 
the final district meeting of the 
Minnesota Automobile Dealers 
Assn. is held in Rochester June 28. | 
Appearing on the panel are Win | 
Stephens jr. MADA president; 
Norb Koppy, MADA legislative 
chairman; George Ziesmer, NADA } 
regional vice-president; Bill Hovves, 


assistant motor vehicle registrar } 


for Minnesota; Gene Lull, Mirne- 
sota manager for Federated Mu- 
tual Insurance Co., and Leo Faricy, § 
general manager of MADA. 5 
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Appliances as well as kitchen equipment like cabinets and sinks need a good swit 
of armor—made of flat-rolled steel—when they’re put to the test of normal use. 


If you use flat-rolled steel in your products, rely on a specialist—Great Lakes Steel. 
Our entire organization is devoted to the busiriess of making more and better flat- 
rolled steel for every application. Many manufacturers have found we have some 
unique qualifications to help them improve products and reduce costs. We would 
like the opportunity to work with you on your problems. 


Call on our 25 years of specialization in flat-rolled products. Our representative 
will be glad to discuss your particular needs at your request. 


GREAT LAKES STEEL CORPORATION =“: 


Ecorse, Detroit 29, Michigan + A Unit of 
5 HIGH - TENSILE 
steae 


SEVERE STEEL alg CORPORATION 


SALES OFFICES IN BOSTON, CHICAGO, CINCINNATI, CLEVELAND, HOUSTON, INDIANAPOLIS. LANSING 
LOS ANGELES, NEW YORK, PHILADELPHIA, PITTSBURGH, ROCHESTER, ST. LOUIS, SAN FRANCISCO AND TORONTO 
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Building Through Human Relations . . . 








Teamwork in the Dealer Shop 


Eprror’s Notre: One of a series 
of letters to inspire team spirit 
to be utilized by a service 
manager or dealer orally in 
staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 


Dear Fellow Worker: 

NO NEED to tell you 
that it’s teamwork that 
wins ball games. How 
many times have 


put over any project. You 
who have read history 
know that it wasn’t Napo- 
leon who lost the Battle of 
Waterloo. He had a sound 
plan. He couldn’t lose. But 
one of his generals didn’t 
cooperate and Waterloo be- 
came a synonym for fail- 
ure. 


Selling cars and service is 
no longer an easy job. And 





don’t think that it’s only sales- 
men who are responsible for 
sales. Everybody in this or- 
ganization, and everybody 
they come in contact with, is 
a salesman. 


What we do and what 
people think and say about 
us makes customers for us 
—or drives them away. A 
careless, thoughtless, dis- 
courteous act or word can 
absolutely prevent us from 


ever selling anything to 


the one who gets that kind 


4 
, 
4 
: 

4 
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Dealers Meet Two-Tone Truck— No. 6 : 
. Ford Joins GE Board 

Six Virginia dealers, in South Bend to pick up a convoy of trucks, examine Stude- INA you wanted to NEW ce ie Ford II of treatment here. 

baker's new two-tone, half-ton pickup. With the dealers are Loren F. Van Nortwick, SERIES bean some player president of Ford Moter Co eas Equally is it true that 


whose careless- 
ness lost the inning for his 
team? 

What too few realize is 
that only teamwork can 


one who is pleased, one to 
whom we have been friend- 
ly and helpful, goes out 
and sells our merchandise 
to everybody he talks to. 

Just one, or a few of us, 
can’t make this business a 
success. The whole team 
must keep its eye on the 
ball. 


truck general manager, second from left, and Robert S. Schuyler, truck sales manager, 
behind wheel. The dealers are Melvin Grogan, Martinsville; Hubert Thompson, Staun- 
ton; William Ballantine, Roanoke; James Lam, Buena Vista, and William Roach and 
John Brown, Bedford. 


been elected a director of General 
| Electric Co. in a move that increased 
| the board’s membership from 16 to 
|18. ‘This is the first time (he) will 
| serve as a director outside his own 
| company,” said a Ford spokesman. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 











Sincerely yours, 


CAR DEALER & 
COMPANY 


Added by United 


Motors Service 


DETROIT.—United Motors Serv- 
ice division of General Motors has 
formed four new Zone offices, ac- 
cording to Roland S. Withers, gen- 
eral manager. 

They have been opened in Hous- 
ton; Jacksonville, Fla.; 
ton, and Milwaukee. 

“The establishment of these new 
zone offices is the latest step in our 
long-range plan for expanding 
United Motors’ facilities and im- 
proving our competitive position in 
the automotive parts industry,” 
Withers said. 

C. E. Grosch has been appointed 
zone manager in Houston, H. F. 
Landers in Jacksonville, N. V. 
Davidson in Washington and J. M. 
Pence in Milwaukee. 

The opening of these new offices 
brings the total United Motors 
sales zones to 27. 
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Wyman-Gordon 


| Buys into Prex 


WORCESTER, Mass. — Wyman- 
Gordon Co., here has announced 
|the purchase of a “substantial in- 
terest” in the Prex Corp., Chicago. 
| A new plant will be built in | 
| Franklin Park, northwest of Chi- 
| cago, to house present Prex facili- 
ties, including its Midland die and 
engraving division, as well as addi- 
tional production equipment. 

Prex produces small light alloy 
forgings and Midland division 
makes dies for the plastic indus- 
| try. Wyman-Gordon also manufac- 
|tures forgings and will use the 
Prex technique. 


'Shore Publishes Guide 


For Buying a Used Car 

NEW YORK. — “How to Buy 2 
|Used Car,” termed an “easy-to-un- 
derstand illustrated guide for peo- 
ple with little or no mechanical 
background,” has been published 
by Shore Publishing Co., Inc. 

The book is pocket-size ard 
Shore said that it shows the pros- 
pective buyer how he can find out 
if the car he is considering is in 
good condition. Fifty-five inspec- 
|tions and tests are listed. It seils 
|for a dollar and can be obtained 
from the publisher at 16 E. 52nd 
St., New York 22, N. Y. 


°56 Lincolns in Sight 
DETROIT.—_Henry B. Danie's, 
general sales manager of Linco n, 
said last week that 1956-mocel 
Lincolns would be introduced 
“early this fall.” 





| 


Another reason why it pays 
to be a DESOTO-PLYMOUTH dealer | 
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Sap judgement is not confined to 
the young... 










When customers give you their trust and find that trust 
justified, they are your greatest business asset. And three out of 


four of them are your best prospects for the sale of new cars. 


Customer good will is not an accident of chance. Rather, 
good will is built on a series of satisfactory dealings with customers 


who find your judgement to be sound and fair and true. 


This is why a service which customers can see, such 


as appearance work, is so vitally important. 


toa \ Yet some dealers, using snap judgement and eager 
\ ‘ie 


to make a quick profit, recommend a quick, slick shine. 


On the other hand, most dealers recognize that the deadline 

for quality does not end at the door of their factory. In catering to 

the long range interests of their customers, thereby building 
cay permanent business success, they see to it that every customer 


relationship is a satisfactory one. 


Today the most successful New Car Dealers in America are 


on the Porcelainize program. They know that nothing approaches 





Porcelainize for beauty, for long life, for paint protection. 


They know that Porcelainize is the one accessory product which 


. ma’ 

| p 0 if C FE LAl N | Z J gives car owners more than they paid for — more pride, 
| more pleasure, more trade-in or re-sale value. 

i. Ale eld Aindard for Fine AMdlemobile Cypearance 


These dealers face the future confident of the continued patronage 


of an ever growing list of satisfied customers. 


DENVER, COLORADO 


: 
| FREEMAN & FREEMAN, INC. 
; 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Pittsburgh 

New-car registrations in the 
Pittsburgh area for the week ended 
June 25 reflected a small decrease 
from the previous week, according 
to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

After allowance for the usual 
seasonal changes, the bureau’s in- 
dex of general business activity 
rose to 197.3 percent of the 1935-39 
average last week. It had been 198.8 
a month earlier and 200.0 at the 
end of April. 

The steel ingot rate sagged to 98 
percent of practical capacity. 

- * * 


Montreal 
Wild trading reported from To- 
ronto has not yet hit Montreal. 
' Actually, Montreal dealers of all 
big Canadian makers say that there 


is a shortage of certain models, 


then prying 


money.” 


Vernon "Dibbs" Giddings, eighteen yeors 
an avtomotive expert, says, "Wonder 
Brake Tool is a ‘two-way’ instrument thot 
poys for itself, and is priced right. No 
more blowing-out of pistons and cups, 


Wonder Brake Tool saves me time ond 


with often a wait of as much as 
two weeks for delivery. 

“The weather has a good deal 
to do with our business,” said one 
dealer. “The great rush of auto 
buying in Toronto starts about a 
month before it does here and 
ends that much sooner. 

“It obviously hag ended there, 
while here we're still moving cars 
fast. What may happen next month 
is anybody’s guess.”— (Jules La- 


rochelle.) 
” * * 


Minneapolis 

New-car sales in Minneapolis and 
its suburbs will set a record this 
year if present trends continue. 

For the first five months of 1955 
new-car registrations for Hennepin 
County (Minneapolis) were 22 per- 
cent higher than for the same pe- 
riod of 1950—best year to date. 

In 1950, total sales for the year 

were over 39,000. So far this year, 
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them out with hand pincers. 


clockwise 








sales are about 21,000. 


Minneapolis dealers say sales 
were good in June, although some 
of them said they were having to 
take a smaller profit. 

“May was our best profit month 
in three years,” said the general 
manager of a Ford dealership 
which sold 147 cars in May. More 
cars were sold in June, but unit 
profit was down. 


The general manager of a Buick 
outlet said he had only a three- 
day supply of new cars. 

Although dealers generally dis- 
counted reports of overstocking, 
some observers have reported 
new-car storage on previously 
unused vacant lots. Shiny new 
cars have even overflowed onto 
vacant lots in little North Da- | 
kota towns. 
One automotive source predicted 
that new-car sales will slow down | 
and prices will drop considerably | 











of performance. 


WITHDRAWAL 


and when locked tight, pull out piston. 


INSTALLING OPERATION 


surface, hold close to cylinder and set into position. 


6803 WEST BLVD. - INGLEWOOD 3, CALIFORNIA 


pusin! Here you see a precision 


OPERATION 





For Display, Night and Day— 


The Western look is featured in the new Ellsworth Brothers Dodge-Plymouth dealer- 
ship building, Idaho Falls, id. A wide expanse of glass, Idaho gem stone and natural 


fir ceiling beams are used. 


lon used cars. Several dealers, how- 


ever, said that labor peace will 
lead to a record production and 
sales year. 

On a long-range basis, several 
dealers said the guaranteed annual 





51 designed for a specific job, to remove 
orn cups and pistons quickly, easily and 
efficiently. This means a savings to you of time and 
money plus greater profits. Do the whole job with 
this “two-way” brake tool. No more disconnecting of 
brake lines, and no more pinching or possible damage 
to the cups when installing new parts. Sold only 


through your jobber with a manufacturers warranty 





Simply press teeth of tool into piston, press firmly in, tighten handle 





Swab piston and cup with brake fluid, insert into injector end flush with 





wage would be a boon to car sales- 
men. 

“As the guaranteed wage plans 
spreads in industry,” one dealer 
said, “the public will become more 
cocky in its buying habits. We'll 
have more two-car families. We'll 


sell more cars.” — (Donald M. 
Lyons.) 
+ * * 
Clevelan 


Used-car sales in Cleveland in 
the week ended June 25 soared to 
2,532, a record for any week thus 
far this year. 

At the same time, there were 
2,024 new cars registered. 

In the previous week, transac- 
tions totaled 2,167 used cars and 
1,701 new cars. 

Irv Rubin, president of the 
Cleveland Used Car Dealers 
Assn., said he expected the sec- 
ond half of the year to be as 
good as the first half. 

He said a surprisingly large num- 
ber of used cars have been sold 
clean to families desiring a second 
car.—(Sanford Markey.) 

7 + * 





Pawtucket, R. I. 

May new-car registrations in the 
Pawtucket district of Rhode Island 
totaled 461, according to the Rhode 
Island Automobile Dealers Assn., 
as compared with 522 in the pre- 
vious month. 

Truck registrations were 25, com- 
pared with 28 in the previous 
month. 

Chevrolet wound up on top in 
| the new-car category, with 89 
registrations. Plymouth was a 
close second with 78, followed by 
Ford with 74. 
| Other registrations were: Olds- 
|mobile, 47; Buick, 41; Dodge, 36; 
Pontiac, 21; Cadillac, 17, DeSoto, 
14; Nash, 10; Chrysler, 8; Mercury, 
|7; Studebaker, 6; Hudson, 3; Im- 
| perial, 3; Packard, 3, and miscel- 
laneous, 4. 

Truck registrations were: Auto- 
|ear, 11; Ford, 9; GMC, 4, and In- 
| ternational, 1—(Ruth M. Eddy.) 





‘Retail Exemption 
‘On Minimum Pay 


‘Defended by C of C 


WASHINGTON. — Proposals to 
| place retail and service businesses 
| with certain volume of sales under 
the provisions of the minimum 
| wage law are “neither justifiable 
nor feasible,” the U.S. Chamber of 
Commerce has advised a Senate 
subcommittee. 

Dr. Emerson P. Schmidt, director 
of economic research, urged that 
existing retail and service exemp- 
| tions remain untouched. 
| The proper guide for judging a 
minimum wage increase is the 
ability to absorb such an increase, 
Dr. Schmidt said. 

“Wage and hour practices are 
determined by prevailing local con 
| ditions,” he added. 


|Maine Dealers 
Elect Couri 


PORTLAND, Me.—Dewey W. 
Couri, Portland, has been elected 
president of the Maine Automobile 
Dealers Assn. He succeeds Henry 
M. Strout, of Bangor, who resigne4 
because he is moving to Massa- 
chusetts. 

The association will hold its an- 
nual convention Sept. 9-11 in Rock- 
land. 
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Affecting Factories and Dealers. . . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

National advertisers are cur-| 
reatly buying newspaper space at | 
an alltime record rate of $650 mil- 
lion a year, says Harold S. Barnes, 
director of the Bureau of Advertis- 
ing of the American Newspaper 
Publishers Assn., while retail news- 
paper advertising at the same time 
is setting new highs. 


Noting that “virtually every 
newspaper linage record in the 
book” was broken in May by the 
i20 newspapers covered by Media 
Records’ 52-city Index, Barnes 
says that if the rate of increase 
of the first five months continues 
throughout 1955, the year’s dollar 
volume of national newspaper ad- 
vertising will reach a higher peak 
than has ever been attained by 
any national medium. 

The national advertising gain for 
May vs. May, 1954, for the news- 
papers in the 52 cities was a husky 
11.4 percent, with the automotive 
ingredient of national advertising 
pacing the gains with an increase 
of 26.3 percent. 

For the first five months, com- 
pared with January-May, 1954, the 
national advertising gain was 8.1 


percent, automotive 20.7 percent. 
* * * 


Thompson Ups Strouse 


Norman H. Strouse has been 
elected president of J. Walter 
Thompson Co. He succeeds Stanley 
Resor, who be- 
comes chairman 
of the board. 
Samuel W. Meek 
and Henry C. 
Flower jr. have 
been elected vice- 
chairmen. 

Strouse joined 
Thompson in 1929 
in San Francisco 
after six years in 
newspaper work 

N. H. Strouse onthe West 
Coast. He was successively space 
buyer, account representative, and 
assistant Pacific Coast manager 
before enlisting in the Army in 
1942. At the conclusion of the war, 
Strouse rejoined Thompson as vice- 
president in the Detroit office. He 
has been manager of that office for 
the past eight years. Resor has} 
been president of the company 
since 1916. 

Appointment of John L. McQuigg 
as manager of the Detroit office 
and George P. Richardson jr. as 
chairman of the Detroit Operations 
Committee also was announced. 

Wilfred F. Howard was named 
vice-chairman of the operations | 
committee. All three are vice-presi- | 
dents in the firm's Detroit office. 








Clark icitatias Wise 


F. D. Wise, formerly coordina- | 
tor of sales and advertising activi- 
ties for the Axle division of Clark | 
Equipment Co., 
has been named 
advertising man- 
ager of the divi- 
sion, according to 
C. A. Fenn, divi- 
sion manager. 
Wise has been 
with the com- 
pany for nine 
years. The divi- 
sion in located in 
Buchanan, Mich. 

Clark manufac- 


| 
| 
| 





F. D. Wise 
tures material handling equipment 
and automotive components used | 
in the production of trucks, buses, | 
farm tractors and earth - moving | 
equipment. 


* * * 


S-P Confirms Change 


Studebaker - Packard Corp. hes | 
confirmed reports that Benton & 
Bowles ad agency in New York| 
has replaced Roche, Williams &!| 
Cleary, Inc., Chicago, as Stude-| 
baker’s advertising representative. 

The New York agency will begin | 
preliminary work on the Stude-| 
baker account immediately, corpor- | 
ation officials said, and will be- | 
come directly active with Stude- 
baker’s 1956 line of cars and 
trucks. | 

The Chicago agency had been) 
associated with Studebaker for the | 
past 26 years. 

It also was noted that Stude- | 
baker is laying plans for another! 


increase in its advertising budget 
next year. The division increased 


: : | 
its ad budget 30 percent to $8 mil-| +. as advertising manager of 


lion this year, an official said. 
+ * a 


New Ford TV Show 


The “Ford Star Jubilee” will be| 
|sponsored by Ford division begin- 
ning Sept. 24, L. W. Smead, divi- | 


sion general has 
announced. 


The show will be a monthly 1% 


sales manager, 


hour program featuring dramatic, | 


musical and high comedy. It will 
be telecast on the CBS television 


network. 
* ” * 


Adman Odell Dies 


Dolph H. Odell, 67, former man- 
ager of the advertising department 
of General Motors’ 
died June 28 in Dayton, O. 

Mr. Odell’s career with GM be- 
gan in 1916 as a stenographer with 
Delco Light Co. in Dayton. The 


sales section, | 


rector of the advertising. In 1936, 
he was put in charge of all adver- 
tising activities. 

He was president of the Detroit 
Adcraft Club in 1949 and for four 
years was a director of the Assn. 
of National Advertisers. 

* + * 


Plymouth Names Scotten 
Appointment of Wallace A. Scot- 


Plymouth has been announced by 
Bruce E. Miller, 
director of adver- 
tising and mer- 
chandising. Scot- 
ten has 17 years’ 
experience in ad- 
vertising, mer- 
chandising, sales 
promotion and 
publicity in con- 
nection with the 
auto industry. 

A former news- ee pee 
paperman, Scot- W. A. Scotten 
ten in 1937 began handling pub- 
licity and sales promotion for a 
major auto manufacturer. In the 
succeeding years he worked as an 
industrial writer and editor, a copy 
writer for an advertising agency 
handling an auto account and on 
dealer promotion for both domestic 


firm merged with GM and in 1932! and export auto sales. 
Before joining Plymouth, Scotten 


he went to Detroit as assistant di- 
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was assistant advertising and sales 
promotion manager for Nash. 
* + * 


1H Campaign Continues 


The truck division of Interna- 
tional Harvester Co. is stressing 
the theme that International trucks 
are “All-Truck Built to Save You 
Big Money” in a new, continuing 
advertising campaign starting in 
mid-June in national and local 
media, it has been announced by 
M. F. Peckels, manager of the con- 
sumer relations department. 

“This campaign centers on the 
significant element of Interna- 
tional truck quality,” Peckels 
said. 

Aimed at promoting the qualities 
of the complete line of Interna- 
tional trucks, the campaign was 
launched June 11 with a two-page, 
full-color spread in Saturday EHve- 
ning Post. 

Following up the introduction, 
the campaign is being carried in 
trade and vocational publications, 
regional farm publications, news- 
papers, state farm papers, televi- 
sion, radio, 
painted bulletins. 

Peckels also said that “The 
Halls of Ivy,” Harvester’s net- 
work television program, will be 
seen at a new time and day, 
Thursdays, at 10:30 p.m., EDT., 


outdoor posters and! 


effective July 14. The show stars 
Ronald Colman and his wife, 
Benita Hume, over the CBS-TV 
network. 


The change to a later time period 
is being made to capitalize on the 
trend toward later viewing habits 
by audiences who prefer to take 
advantage of additional daylight 
hours during the summer months, 
Peckels said. 


x * * 


Names 


C. Gilbert Sellman has joined 
Florez Inc., Detroit, as an account 
executive. He formerly worked for 
both Packard and Ford. 


James W. Hennet has been 
named export advertising super- 
visor for the eastern division of 
Tide Water Associated Oil Co. He 
has been with the company since 
1947. 

The editorial office recently 
opened by Motor Life magazine in 
Detroit is headed by Kenneth Fer- 
moyle, former editor at Ford’s en- 
gineering center. 


R. E. Wright has been named 
director of industrial and public 
relations for Electric Storage Bat- 
tery Co., Philadelphia. He has di- 
rected the company’s industrial 
relations since 1945. 


Now—More Than Ever—This Sign Means Business! 






Here’s the Remarkable 


New Motor Oil 
that in Effect 


ADDS 





OCTANES 





GASOLINE 


Boosts Gas Mileage 





The Best Lubricant for 


Any Car, New or Old—in Extreme 
Heat or Sub-Zero Cold—Adds 
Years to Engine Life! 
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Never before has a motor oil demonstrated so many 
protective properties. New Mobiloil Special cleaned up 


engines of all ages— 


kept them clean as no other oil 


ever has before. It relieved engine knock, pre-ignition 
“ping” and spark plug misfiring. It reduced corrosive 
and mechanical wear to practically zero. 


Customers are reading about New Mobiloil Special 
right now —in national magazines— Life and Saturday 


Evening Post —coast-to-coast! 


For more satisfied owners...more service department 
gross profit— make it New Mobiloil Special! 


Mobiloil Special —Under API Classification, recommended ‘For Services ML, MM, MS, DG.” 


Best For Every Car You Sell—Every Car You Service! 





SOCONY-MOBIL OIL COMPANY, INC., and Affilictes: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP 














On the Trail of Customers— 


When a seat-cover firm found business declining, it decided to take its merchan- 
dise to the customers. Howard F. Leopold, Ero Mfg. Co. president, shows Sears Roe- 
buck & Co. employes how the Ero-Sears “Seat Cover Caravan" operates. Eleven 
trailers were used to sell Ero seat covers on Sears parking lots throughout the coun- 
try. Ero claims a 50 percent sales increase, despite a general decline in the seat- 


cover business. 


more than 


10,000 calls 
in 24 hours 
demand a 4th run 
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Auto Carriers Gain Most... 


Truck Tonnage Rises 
12 Pet. in 1st Quarter 


WASHINGTON.—Trucks carried| tween cities in January, February 
12.2 percent more intercity freight | and March this year, compared to 
during the first quarter of 1955 than | 53,874,312 tons a year ago. 
any comparable first quarter, the; The records indicate that 1955 
American Trucking Assns. reported| may exceed the total hauled by 
last week. |Class I motor carriers last year. 

The boost in tonnage, reflect- | The central region (Illinois, 
ing the general improvement in 
business, continued the upswing 
recorded during the fourth quar- 
ter of 1954, which reversed a 
downward trend in the previous 

four quarters. 

The trucking industry's first- | 
quarter tonnage index (based on 100 | 
|for the first quarters of 1947-49) 
rose to a record 174, ATA reported. | 
The previous first-quarter high was | 
163 in 1953, with 1954’s first three 
months showing a level of 155. 

The ATA study was based on re- | 
ports of 1,712 Class I common and | 
contract motor carriers which car- | 
ried 60,435,069 tons of freight be-'- 








Dealer ‘Apologizes’ 

For U. C. Price Cuts 
| PORTLAND, Ore.— Billingsley 
| Pontiac, in a newspaper adver- 
tisement of a “$100,000 goodwill 
used-car sale,” offered “Apologies 
to Other Dealers” as follows: 

“Our apology for these drastic 
price reductions . . . but with 
Billingsley’s Pontiac sales up 205 
percent over last year ... we 
just can’t get another used car 
on our lot. WHAT WOULD YOU 
DO?” 








“VICTORY AT SEA” 


can be a winner 


for you! 


ee 





Indiana, Ohio and Michigan’s 
lower peninsula), which accounts 
for 30 percent of total U. S. ton- 
nage, showed the highest in- 
crease, 16.2 percent. The smallest 
gain, 5.7 percent, was registered 
in the Rocky Mountain region 
(Colorado, Idaho, Montana, New 
Mexico, Wyoming and Utah). 


Other regional gains were as fol- 
lows: Pacific (Arizona, California, 
Nevada, Oregon and Washington), 
14.7 percent; southwestern (Arkan- 
sas, Louisiana, Oklahoma and Tex- 
as), 14.7 percent; northwestern 
(Minnesota, North Dakota, South 
Dakota, Wisconsin and Michigan’s 
upper peninsula), 13.2 percent; 
southern (Alabama, Florida, Geor- 
gia, Kentucky, Mississippi, North 
Carolina, South Carolina, Tennes- 
see and Virginia), 10 percent; mid- 
dle Atlantic (Delaware, District of 
Columbia, Maryland, New Jersey, 
New York, Pennsylvania and West 
Virginia), 9.4 percent; New Eng- 
land (Connecticut, Maine, Massa- 
chusetts, New Hampshire, Rhode 
Island and Vermont), 7.5 percent, 
and middlewestern (Iowa, Kansas, 
Missouri and Nebraska), 7 percent. 


According to commodities, the 
greatest increase in intercity ton- 
nage, 38.2 percent, was shown by 
motor vehicle carriers. Closely fol- 
lowing were the carriers of build- 
ing materials, who showed a 33.4 
percent gain. 


Other commodity gains are: 
General freight 12.1 percent; li- 
quid petroleum, 8.1 percent; 
heavy machinery, 15.6 percent; 
refrigerated solids, 9.3 percent; 
refrigerated liquids, 9.7 percent, 
and other commodities, 11.5 per- 
cent. The only decline was in ag- 
ricultural commodities, 6.1 per- 
cent. 

Common carriers had a first- 
quarter tonnage increase of 12.6 
percent over the same 1954 period 
and contract carriers had an in- 
crease of 9.2 percent. The common 
carriers hauled 86.8 percent of the 
total tonnage. 


Chamber Backs 
Highway Aid Out 
Of General Fund 


WASHINGTON. The U. S. 
Chamber of Commerce has adopted 
a policy recommending that the 
Federal Government assist the 
states out of general funds in re- 
building the country’s 40,000-mile 
interstate highway system. 

The policy calls for Federal aid 
to be limited to 60 percent of the 
costs, in accordance with the pres- 
ent formula for Federal-State fi- 
nancing of major highways. It 
opposed linking U.S. gasoline tax 
revenue with Federal aid to high- 
ways. 

The group also went on record 
as opposing governmental competi- 
tion with private capital in estab- 
lishing municipal off-street parking 
facilities. 

The Chamber took a stand on 
regulation of transportation rates, 
stating that the rates for one form 
of traffic should not be dependent 
on the rates of another. 


Plant Expansion 
Pushed by L-O-F 


TOLEDO.—Rapid progress is be- 
ing made by Libbey - Owens - Ford 
Glass Co. on the largest construc- 
tion program to increase capacity 
for making glass ever started by 
the company. 

The current LOF expansion pro- 
gram includes projects at plants 
in Rossford and East Toledo, O.., 
Ottawa, Ill., and at the laminating 
plant in Toledo. 





Restful Weekends Set 


By Binghamton Dealers 


BINGHAMTON, N. Y.—Ten 
dealers in the Binghamton area 
have agreed to close their new 
and used-car departments at 1 
p.m. Saturdays during July and 
August, giving employes a longer 


| weekend. 


They are Hugh T. Beckwith, 
Inc.; Deane Motor Corp.; Endi- 





| eott Nash Corp.; Gardner Mo- 
| tors, Inc.; Ludlow Motor Co., Inc.; 
Marshall Nash Motors; Public 
Service Garage; Schmidt Motor 
Sales, Inc.; Schumann - Buick, 
Inc., and Valley Motors, Inc. 
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y Ca: Savers Lead Way, Survey Finds... 


| Aalf of U.S. on Installment Plan 


\SHINGTON.— Debt resulting | months and an additional two-fifths | | average money income of Ameri- 


Shee i the purchase of automobiles 
and other durable goods and for 
home improvements is the most 


mon type of personal debt in 
U. S., according to the 1955 
vey of Consumer Finances con- 
ducted by the Federal Reserve Sys- 
ter: in cooperation with the Survey 
Research Center of the University 
of Michigan. 

The third in a series of articles 
presenting survey results states 
that one-fourth of the families 
checked reported this type of debt 
early in 1955. 

Most of the debt outstanding 
was on an installment basis, the 
report found, with nearly one- 
half of the families making pay- 
ments (somewhat more than one- 
half in the $3,000 to $7,500 income 
range). 

Of those with installment debt, 
two-thirds had scheduled repay- 
ments equal to less than 20 percent 
of their disposable income and most 
of the others were obligated to pay 
20 to 40 percent. 

Most installment debts were 
scheduled to be repaid in a rela- 
tively short time, the report noted. 
About one-fourth were scheduled 
to clear the obligation within six 


con 
the 
Sur 





Automatic Vents 
Unveiled as Aid 


In Confining Fire 


DETROIT. — A film depicting 
tests of new automatic heat vents, 
produced by Wasco Products, Inc., 
Cambridge, Mass., has been shown 
to engineers and representatives 
of the various automobile manu- 
facturers and their suppliers. 

The vents come in two types. 
One, with a plastic dome, combines 
skylight advantages with fire pro- 
tection, the other utilizes an alum- 
inum cover for firms that do not 
desire outside light. 

The vents are triggered by a fus- 
able link that melts when the heat 
rises to a certain temperature and 
allows two strong springs to flip 
the dome or lid back 130 degrees 
and expel the accumulating heat 
and smoke. 

This, Wasco said, creates a draft 
and contains the fire within a small 
area as well as ridding the build- 
ing of heat and smoke so that fire- 
men can attack the localized blaze. 

By lowering the temperature in 
adjacent areas, the vents also pre- 
vent widespread triggering of 
sprinklers, cutting damage from 
water as well as from smoke and 
heat. | 


Special Lube Available | 
Through Studebaker 


SOUTH BEND.—Studebaker mir- 
acle Power engine lubricant is 
available now through the Stude- 
baker parts and accessories divi- | 
sion. The pure petroleum lubricant 
that contains processed synthetic | 
graphite is made by AP Parts| 
Corp., Toledo, and is packaged un- | 
der Studebaker part number AC-| 
2692. 








WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 3,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write or Wire for Free 


Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 





within the following six months. 
The survey found that the level 


and distribution of income in 1954 | 


were about the same as in 1953 
with nearly one-third of the fam- 
ilies reporting incomes of $5,000 or 
more. 

Average money income before 
taxes fell slightly in 1953, from 
$4,570 to $4,420 in 1954. But this 
was offset by lower taxes so that 
average spending income re- 
mained the same, $3,920. 

Two-fifths of the families report- 
ed higher incomes in 1954 than in 
1953; one-fourth lower, and one- 
third unchanged. Farmers took the 
biggest drop numerically. 

The postwar trend of proportion- 
ately more families in the higher 
income groups continued in 1954. 
Families with incomes of less than 
$3,000 a year declined from 59 per- 
cent in 1947 to 37 percent in 1954, 
while families earning $5,000 a year 
or more increased from 14 percent 
to 32 percent. 


|can familes has increased 35 per- 
cent, the article stated. 


Although average incomes have 
risen, the increase has been rela- 
tively less for the top 10th of in- 
come receivers than for other 
groups, only 17 percent since 1947 
as compared with 40 percent for 
others. 

As a result, the top 10 percent’s 
share of the total U. S. income de- 
|clined from 33 percent in 1947 to 
| 29 percent in 1954. 

The increase in income in the 
last seven years has been accom- 
panied by an increase in prices, so 
that real income has risen much 
less than average money income. 
Using the consumer’s price index, 
average income showed an increase 
of 12 percent since 1947, 

The proportion of families hold- 
ing some liquid assets decline from 
early 1954 to early 1955, the survey 
found. Median holdings dropped 
from $350 to $250 for all families 
and from $770 to $760 for families 
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1955 


Ticket to Safety— 


John Ludwig, used-car manager, 


left, 
watches Grant Limegrover, general man- 
ager of Hornbeck Oldsmobile, Inc., Pitts- 
burgh, hand out baseball tickets to em- 


ployes. Proceeds of the tickets went to 
the Western Pennsylvania Safety Council 
for its child accident prevention program. 





The AUTOMOTIVE NEWS ALMANAC is need for a 


@ year-round friend. Use it often for statis- 
tics, buyer information and personne! data. 
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SS Numbers aren’t emotional or animated. 
\ . People are emotional, lovable and very animated. 


for automobile fatalities) . 


134 is the number for Guideline, 
115 is the number for Sunday, 


a1 








Delco to Build 
Plant in Kansas; 


Sales Rise 40% 


ANDERSON, Ind. — Delco-Remy. 
will construct a new battery plant 
in Olathe, Kans., adding 160,000 
square feet to its battery facilities. 
Additional expansion projects are 
nearing completion in Muncie, Ind., 
and New Brunswick, N. J., accord- 
ing to J. H. Bolles, sales and en- 
gineering director. 


Replacement battery sales have 
climbed 40 percent during the first 
six months of 1955 compared with 
the same period last year, H. D. 
Dawson, general manager, has re- 
vealed. 


Bolles reported that dealer re- 
sponse to the new Delco dry charge 
battery has been “far beyond ex- 
pectations.” The firm supplies plas- 
tic containers of acid so that deal- 
ers can charge the new batteries 
just before putting them in serv- 
ice. This is said to eliminate the 
“booster charge” for 
batteries kept in stock. 


“THE NUMBER. FOR 
SATURDAY... 


34 





\ . Number 134 is a statistic. It says 134 people will die in auto 
\ accidents this Saturday. It doesn’t say 
Ss Who Dies or 
® Where They Die 
it only says will die. 
The certainty of it is frightening. 

\ , When you get behind the wheel of your car this Saturday, 
remember . . . 134 is your enemy. Don’t contribute to its 
success by being inconsiderate on the road. You have every- 
thing to gain by being courteous and careful . . . and the lives 
of the animated innocents to lose by being careless. 

' 
\ 


There’s a number for every day of the week (average figures 


70 is the number for Monday, Tuesday and Wednesday, 
83 is the number for Thursday, and 
95 is the number for Friday. 


These numbers are your enemies. Fight them every day of the 
week. The next time you pull out to pass a car on a curve or 
‘on a hill, think of the number. Every time you’re in a hurry 
and press heavily on the accelerator . . 
Every time you get behind the wheel. . . 


. think of the number. 
there’s a number for 





that day. When you’re careless on the road, you’re risking a 
bad trade—your name for a number. 


National safety groups, automobile manufacturers and auto- 
motive suppliers are all constantly striving to reduce accidents 
and make driving safer and more pleasant. 


One of these suppliers, Auto Specialties Mfg. Co., Inc., of Saint 
Joseph, Michigan, has developed safer brakes for today’s more 
powerful cars: Auto Specialties Double-Disc Brakes. These 
brakes, designed on an entirely different principle, have passed 
the severe braking tests of the leading car factories. Auto 
Specialties Double-Disc Brakes make driving safer, make 
drivers surer of their brakes. Their adoption will be in keeping 
with the automotive industries’ aim for safer and safer driving. 


A 16-page, 4-color book, ‘““The Stopping Story,” gives detailed 
information about these brakes. It’s free. Write for it to 


AUTO SPECIALTIES MFG. CO., INC. 


SAINT JOSEPH, MICHIGAN 


Plants also at Benton Harbor and Hartford, Michigan 
and Windsor, Ontario, Canada 
Manufacturing for the automotive and farm machinery industry since 1908 
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High way & Safety Notes... 


AAA Opposes Utilities 


On ‘Squatters’ Issue 


gh yeni to raid highway funds 
of $500 million in the next 10 
years are being made by utility in- 
terests, the American Automobile 
Assn. has charged. 

AAA has urged Congress to block 
what it terms “an unconscionable 
raid to grab money sorely needed 
to meet critical highway deficien- 
cies.” 

It said highway agencies have 
permitted free use of rights-of-way 
by public utilities, who now are 
claiming a vested interest or 
“squatters’ rights” in use of the 
public domain. 

“Such free use of the public 
ways saves the utilities many- 
millions of doliars annually,” 
AAA said. “But not content with 
this, they want highway users 
to pay their moving costs as 
well.” 

AAA noted that proposed high- 
way improvements in the next dec- 


ade indicate utility relocation costs 
of $50 million annually. 

“If they are not willing to pay 
relocation costs,” said AAA, “the 
utilities should either pay a fran- 
chise fee or be barred from high- 
way rights-of-way.” 

* * * 

fp lack of adequate parking is 

the greatest single factor in 
driving business and industry out 
of downtown St. Louis, Clarence 
M. Turley, a realtor, told a confer- 
ence discussing the subject: “How 
to Rebuild Cities Downtown.” 

He said the time is coming when 
property owners must provide 
parking facilities as a part of the 
service just as they provide eleva- 
tor and janitor service. 

* * + 


Ohio Gov. Frank Lausche ve- 
toed a bill to increase the state’s 
day-time speed limit from 50 to 
60 miles an hour, and provide a 





MR.CAR DEALER: FIOW 


50-m.p.h. limit for cars in fringe 
areas of cities. 
* ad * 

The Texas Legislature has 
passed a bill increasing the day- 
time speed on four-lane highways 
from 60 to 75 m.p.h. 

o * * 

N THE first four months of 1955, 

U. S. highway traffic into Can- 
ada rose to 1,733,733 vehicles from 
1,642,111 last year, and returning 
Canadian vehicles increased to 1,- 
505,739 from 1,392,713, the Canadian 
Government reports. 

* * * 

Massachusetts Gov. Christian A. 
Herter has signed an act prohibit- 
ing assessment of demerit points 
against the owner of a motor vehi- 
cle as a result of any violation in 
which the owner is not at fault. An 
owner, however, still will be liable 
if he permits an intoxicated person 
or an unlicensed driver to drive his 
car. 

* + & 

A fleet of eight 1955 Buicks was 
supplied for the Portland (Ore.) 
Rosaria festival by George B. Wal- 
lace Co. 

* * +” 


CAMPAIGN against rubbish- 
strewn highways has been 
launched in Spokane by the Inland 


“Get off my back, will yuh— 
I’m doin’ my best to move cars!” 





Automobile Assn. in conjunction 
with the Spokane Chronicle. 
* * * 


A Dodge was the official car in 
the second Youth Safety Run led 
from Pasadena, Calif. to Las Ve- 
gas, Nev. under the sponsorship of 
the Pasadena Police Officers Car 
Club Assn. 


* ” * 
A $30 million bond issue, to be 
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Stay in business? 


The answer to this question is important to you! 


For, today you are selling the highest powered 
cars in history. These cars will be driven at high 
speeds over more than 400,000 miles of roads and 
highways from coast to coast. This situation puts 
an extra demand on tire safety. 


Car engineers and tire technicians agree that ARMSTRONG’S three patent- 








protected features: Ounce of Prevention Safety Discs, 


WEST HAVEN , CONN. 





DES MOINES, IOWA 


Interlocking Tread and Uni-Cushion Contour have contributed 
more to tire safety than any other development in the tire industry. 


What keeps us in business, then? Simply this. The public 
recognizes ARMSTRONG’S leadership in tire safety engi- 
neering. That’s why each year, more people switch to 


ARMSTRONG Tires than ever before! 
And remember, Mr. Car Dealer. ARMSTRONG’S ascend- 


ancy is directly attributable to the public’s recognition of 
this leadership in tire safety engineering. 


For your customer’s safety . . . for your own profitable 


future . . . investigate the advantages of an Armstrong 
franchise today! 


Armstrong Rubber Co. 


ONE OF AMERICA’S LEADING PRODUCERS OF REPLACEMENT TIRES 
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applied to a four-year $70 mil- 
lion arterial highway develop. 
ment program, has been ap 
proved by Rhode Island voters. [ 


* * * 


The Automobile Club of Nev 
York has urged the City Council’ 
to reject a bill that would ban horn 
blowing between 10 p.m. and 6 a.ra. 
in the interest of safety. 


Police records show that last 
year in Detroit 49 percent of the 
children struck down by autos ran 
into the street from between, in 
front of or behind parked cars. 

+ * * 


Massachusetts and Norfolk, Va., 
Sand Springs, Okla., and Spring- 
field Township, Pa., have been 
named grand winners in the Ameri- 
can Automobile Assn.’s 16th na- 
tional pedestrian protection con- 
test. 

7 - * 
‘_ Accident Prevention Dept. 
of the Assn. of Casualty and 
Surety Companies, New York, has 
issued an illustrated booklet titled 
“Safety in Action.” It details the 
operation of the department and 
lists other safety publications. 
+ e * 

The Akron Automobile Dealers 
Assn.’s fifth annual safe driving 
contest has been won by John Leh- 
man jr., a senior from Buchtel High 
School. He was awarded a four- 
year scholarship to the University | 
of Akron. 


TTT 


* * * 


Mayor Charlotte Whitton has” 
been named Ottawa’s first “cour- | 
tesy driver” by the Junior Board of © 
Trade which is sponsoring cour- 
teous driving. 

- * 

In a move to crackdown on 
reckless drivers, the Municipal 
Judges Assn. of Greater St. Louis 
has asked Missouri Gov. Phil M. 
Donnelly to sign a new driver 
license law under which licenses 
can be suspended for five moving 
violations, or three reckless or © 
careless driving convictions in a 
year. 


were 


POLS Re pO LOM 


California Gov. Goodwin Knight | 
has signed traffic bills that pro- 7 
hibit driving a motor vehicle with , 
only parking lights burning, and © 
requires a vehicle to be driven in | 
the right-hand lane when traveling ' 
at less than normal speed of traffic | 
going in the same direction. } 

* * * 3 
“PILOT CARS” are being used to : 
lead traffic through trunk, 
highway construction zones around 
St. Paul. Traffic is halted at each 
end of the zone and the pilot car 
guides each caravan through the * 
area, sometimes making changes , 
from its previous course because 
of the progress of construction. § 
* * + 

William M. Robertson, owner of 
R & S Motor Sales Co., Joplin, Mo., 
has been sworn in as a member of * 
the State Highway Commission. f¢ 

cd * * 
i 


The California Dept. of Motor 
Vehicles had its busiest year in 
1954 when it held 28,469 hearings, 
placed 13,120 drivers on probation, 
cancelled 1,850 licenses, suspended 
22,757 drivers and revoked the li- | 
censes of 99,029 others. } 

* * * t 

The Automobile Club of South- 
ern California reports 44,613 driv- i 
ers had their licenses suspended, 
and 19,300 others had their li- ¢ 
censes revoked in the last two ¢ 
years. P 

* * * 

Washington State’s new law, 
raising the top speed limit on high- 
ways to 60 m.p.h., is now in effect. 
The state expects to post 3,685 miles 
of the 6,500-mile state highway sys- © 
tem for 60-mile speeds, compared 
to 926 miles at present. 

* * « 

The Milwaukee city comptrolt | 
has reported that in 1954, the city 
took in $1,574,830 from 4,303 park- 
ing meters for a net profit of $572,- 
342. 

* * * 
ERMONT has embarked upon 4 
record $15 million highway pro- 
gram as part of Gov. Joseph John- 
son’s drive to keep abreast of mod- 
ern transportation demands. 
- x * 

An intensive traffic safety cam- 
paign, “Watch Out for Kids,” 1 
Detroit and throughout Michi; ‘an 
is being spearheaded by Michij/a? | 
Oil Industry Information Commit 
tee, in cooperation with police, the 
Traffic Safety Assn. and the Michi- © 
gan State Safety Commission. 3 
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A Studebaker 
case history 






WING into West Main Street in 

Morristown, Tennessee and you’re 
sure to see an attractive new automo- 
bile selling establishment that has 
quite a story behind it. 

This recently opened place of busi- 
ness is the Studebaker dealership of 
Nichols Motors. And it is outstand- 
ing proof that a competent young 
man’s ambition to go places in the 
automobile business can’t be stopped 
—or even detoured—if he keeps his 
eye and his mind on his ultimate goal. 

The young man in this instance is 
popular 35-year-old Dale Nichols who 
really “‘went to school” and got him- 
self a thoroughly rounded automobile 
retailing education in preparation for 
his Studebaker dealership. 

Throughout eight busy years, the 
determined young Mr. Nichols has 
been a salesman, a shop manager, a 
parts department manager, an ac- 
countant and a new car sales manager 
in Morristown for several of Stude- 
baker’s competitors. 

Now, all this selling and admin- 







Mr. Dale Nichols is enthusiastically planning full participation 
(including beard growing) in the August 21-27 Centennial 
Celebration of Morristown, Davy Crockett’s boyhood home; 
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istrative experience has paid off 
handsomely. Dale Nichols has been 
appointed the Morristown dealer for 
alert, fast-moving Studebaker. The 
Nichols name and the Studebaker 
name are officially linked together in 
this thriving section of East Tennessee 





Nichols Motors, 421 W. Main St., Morristown, Tenn. 


—and another young automobile 
man’s ambition is realized. 

All over America, scores—perhaps 
hundreds—of well-qualified men like 
young Dale Nichols are eligible can- 
didates for Studebaker dealerships 
and perhaps don’t realize it. An op- 
portunity to “go places” with Stude- 
baker may be open to you. It certainly 
is worth looking into right away. 


Eight years of | 
retail experience 
pay off for 
35-year-old 
DALE NICHOLS 
of East Tennessee 
He now beads up his own 


Studebaker Dealership 


I' you are ambitious to have your own 
automobile dealership, Studebaker 
will gladly give you and your qualifi- 
cations thorough consideration. 


You don’t need a huge amount of 


23 


cash capital if you have the other ele-. 


ments of success that Studebaker con- 
siders essential. 


Get in touch with us if you can point 


to a proved record of resultful automo-. 


bile merchandising — and an obvious 
willingness to pit Studebaker quality 
and stand-out value against any and 
all competition. 


You are cordially invited to write in 
confidence about yourself and your 
hopes to William A. Keller, General 
Sales Manager, Studebaker Division, 
Studebaker-Packard Corporation, South 
Bend 27, Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION... ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 





News to Note... 


Auto World in Brief 





PHILADELPHIA. American 
Pulley Co. has announced the pur- 
chase of Safeway Industrial Equip- 
ment Corp., Chicago, manufacturer 
of manually and electrically oper- 
ated hydraulic lift trucks. 

Harry T. Carroll, former Safeway 
president, has joined APC and will 
work out of the Chicago office. 


Parts Firm Is Bankrupt 
CLARKSTON, Wash. — Sherman 
Auto Parts, Inc., has filed notice 
of bankruptcy, listing assets at $11,- 
432.73 and debts at $22,033.03. 


W heels, Inc., Branch 


Named as Distributor 


NEW YORK.—John F. Creamer, 
president of Wheels, Inc., has an- 
nounced that the Albany branch of 
the firm has been appointed a dis- 
tributor by Michigan Wheel Co. for 


ate latter company’s line of propel- 
ers. 

At the same time, Creamer said 
that E. H. Regan, vice-president, 
has completed 30 years of service 
with the organization. He began 
his career on the counter in the 
parts department, Creamer said. 

+ * + 


Plant Disaster Situations 


Discussed in Booklets 


NEW YORK.—Definite steps for 
the prevention and, when neces- 
sary, control of emergency disaster 
situations in plants and places of 
public assembly are presented in 
three booklets now available from 
the Assn. of Casualty and Surety 
Companies. 

Each of the pamphlets is avail- 
able at 10 cents a copy, with spe- 
cial price reductions for orders of 
100 or more. Orders should be sent 
to Assn. of Casualty and Surety 
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Companies, 60 John St., New York 
38, N. Y. 


Mellor Elected President 


Of R. I. Automotive Group 


PROVIDENCE. (UTPS) 
Raymond W. Mellor was elected 
president of the Rhode Island Au- 
tomotive Wholesalers Assn. at its 
annual meeting. 

Other officers are Roger Sunden, 
vice-president; 
secretary, 
treasurer. 


* * * 
1,050,647 Cars in Minn. 
MINNEAPOLIS. (UTPS) 
There were 1,050,647 registered cars 
in Minnesota in 1954, according to 
Minnesota Homemaker Survey No. 
4 released by the Minneapolis Star 
& Tribune. An estimated 233,730 
cars were reported in Hennepin 
County (Minneapolis), and 1,584,838 
in the upper midwest (Minnesota 
and North and South Dakota). 
* x * 


Firestone Starts Operation 
Of Cleveland Warehouse 


CLEVELAND.—Firestone Tire | 


& Rubber Co.’s new Cleveland 
warehouse, the company’s largest 
building for storage of home and 
auto supplies, now is completed 


Robert J. Hude,| 
and Henry E. Berry, 








Buyer Marks Two Dealer Milestones— 


Roy Stauffer, Scranton, Pa., left, presents the keys of the 50,000th Chevrolet sold 
by his firm to the new owner, R. L. Newing. Stauffer is celebrating his 30th anniver- 
| sary as a Chevrolet dealer. Newing traded in a 1941 model which was the 30,000th 
| car sold by Stauffer. Between the two cars are the dealer's sons: Gail, Carlton and 


| Glen. 





and in full operation, H. D. 
Tompkins, vice-president, has an- 
nounced. 

The one-story steel and brick 










THE UPHOLSTERY LEATHER GROUP, INC. 


R. A. Johnson 

Dick Johnson Motors 
5940 No. Western Ave. 
Chieago 45, Illinois 


141 East 44th St., New York 17, N.Y. . 


genuine 


Lesh 


a 





oe ee 


because people don’t expect 


to pamper Pontiacs”’ 


“The Pontiac is built for service and performance— 

truly a carefree car. And the most carefree upholstery 
material I know of is genuine leather. It laughs off scufis 
and scratches—and its finish actually improves with use, 
taking on a rich gleam. That’s why I urge customers 

to choose the models upholstered in genuine leather—they get 
the most for their money that way.” 


Mild soap and water is all that is needed to keep genuine 
leather upholstery looking as good as new—or better. 


Only genuine leather wears as well as it looks. 


YOU CAN GET THE FACTS THAT PROVE LEATHER IS BEST. Send 


the coupon today for “All About Genuine 


Leather” (free), showing 


results of tests by a famous impartial testing company. 


THE UPHOLSTERY LEATHER GROUP, INC., 


141 East 44th Street, New York 17, N. Y. 


Dept. AN-2 


Please send me, free, your “All About Genuine Leather’. 


Name. 
Firm 
Address. 
a 











State 


99 West Bethune, Detroit 2, Mich. 


warehouse contains four acres of 
space. It serves Firestone dealers 
and stores in Ohio, Kentucky and 
parts of New York, Pennsylvania, 
West Virginia and Michigan. 

2 > € 


Foreign Cars Displayed 
At Toronto Trade Fair 


TORONTO.—A number of Euro- 
pean cars and trucks were dis- 
played at the Canadian Interna- 
tional Trade Fair held here. 

Mercedes-Benz, Czechoslovakia’s 
Skoda and Renault vehicles were 
among the exhibitors. Daimler 
showed a white sports car with a 
speed of 165 miles per hour and a 
Mercedes-Benz American-size bus. 

* * * 


Trucks for Portugal 


OTTAWA. — Canada is sending 
army trucks to Portugal under 
NATO. 


Dealers Exhibit Autos 


In Industrial Fair 


WOLFEBORO, N. H.— Several 
auto dealers were among the more 
than 40 exhibitors at Wolfeboro’s 
first industrial exposition. 

It ran for three days at the 
memorial gymnasium on the Brew- 
ster Academy campus. The fair was 
sponsored by the Rotary Club. 

1” 


* * 


Goodrich Chemical Plans 


New Cleveland Building 


CLEVELAND. — B. F. Goodrich 
Chemical Co. has completed final 
negotiations for construction of a 
three-story office building, accord- 
ing to John R. Hoover, president. 

He said the building will be 
erected and leased to Goodrich by 
the Mintz Construction Co. It will 
be ready for occupancy by May 1, 
1956. 

* * * 


Kansas Plymouth Dealers 


Elect Northcutt President 


KANSAS CITY.—R. E. Northcutt 
has been elected president of the 
Plymouth Dealers of Greater Kan- 
sas City. 

Other officers elected were Rob- 
ert Bruce, vice-president; Jerry 
Scott, secretary, and H. S. Young, 
treasurer. 

x * x 
Timken Handling Cited 

CLEVELAND. — The American 
Society for Materials Handling has 
cited Timken Roller Bearing Co. as 


|operator of the best installation of 


a materials-handling system in pro- 
duction in northeastern Ohio. 
* cd ok 


AC Sets Up Fellowship 


FLINT.—A $4,000 fellowship at 
Massachusetts Institute of Tech- 
nology has been set up by AC 
Spark Plug division of General 
Motors. The fellowship will go an- 
nually to a graduate student for 
study in the field of instrumenta- 
tion. 


m * * 
Car Show Chairman Named 
SPRINGFIELD, Ill. — Russell 


Kwasigroh has been named chair- 
man of the advisory committee for 
the antique auto and sports car 
meet to be held Aug. 20 at the 
Illinois State Fair. Others named 
included Raymond L. Melander, 
Walter Bittner, Sam Dattilo, Ver- 
|non Jarvis, Richard Le Master anc 
|Albert E. Russell. 
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TURNINGS 


by 


John T. Benedict 


a equipment 
users who are interested in 
automatic controls for machinery 
will be pleased to note the begin- 
ning of a trend to “packaged 
units,” developed by cooperation 


among machine-tool builders, in- |: 
strument manufacturers and (in|) 
some cases) electrical-equipment 


companies. 

Manufacturers who want to in- 
corporate “directors” or auto- 
matic programming devices in 
new machinery now being or- 
dered have wondered if they 
should buy more-or-less conven- 
tional machines and then handle 
the automatic control installa- 
tion themselves—or if such “in- 
dustrial electronics” equipment 
could be supplied with the or- 
iginal machine. 


The trend definitely will be away | 
from any thought of the buyer de-| 


veloping his own setup for direct- 


controlled machining. Indications | 


are that several machine-tool man- 
ufacturers will be announcing com- 
plete packaged units (machines 


‘ embodying automatic program- 


ming) within three or four months. 
? * * 


Ford Tractor Engineers 
Evince Fighting Spirit 


iyo Ford spirit and drive for | 


leadership were much in evi- 
dence at the open-house showing 
of the Ford tractor and implement 
division’s new research and engi- 
neering facilities. This gang has its 
eyes on the top spot in the tractor 
business. And they aren’t fooling, 
either! 

An off-hand remark by one of 
the engineers conveys the think- 
ing of the entire outfit pretty 
well. While proudly showing me 
around the new engineering lab- 
oratories, he declared, “Sure, we 
mean business—if this was just a 
hobby, it would be part of the 
Ford Foundation.” 


Living Standard 


Viewed as Spur 


SAN FRANCISCO.—Industry 
must accept the premise that the 
U. S. has a surprisingly low stand- 
ard of living if it is to maintain its 
dynamic pattern of growth, W. V. 
O’Brien, general manager of Gen- 
eral. Electric Co.’s apparatus sales 
division, told members of the Pa- 
cific. Coast Electrical Assn. 

“When we have one car for every 
three Americans, and the Chinese 
Reds have one car for every 37,500 
Chinese, there can be no doubt that 
our standard of living is compara- 


Engineering Editor 





tively high,” he said. “Yet in terms | 


of our capabilities and opportuni- 
ties, we do in fact have a low 
standard of living.” 

O’Brien said 1955 had witnessed 
more optimistic forecasts based on 
more research from more people 
and covering more areas of the 
economy than ever before in U. S. 
history. 


“But we must be ever watchful | 


to overcome complacency, which is 
that strange bedfellow of oppor- 


tunity,” he said. “It is important | 
to remember that our standard of | 


living is really a minimum meas- 


urement, or a starting point for an | 


upward climb.” 


Book Lists Finishes 


For Aluminum, Alloys 

PITTSBURGH.—A 48-page book 
“Finishes for Alcoa Aluminum,” de- 
scribes the ways in which the metal 
and its allows can be changed in 
appearance and performance. 

An _ outline of finishing methods 
makes up a major portion of the 
book, including mechanical, chemi- 
cal and electrochemical finishes, 
electroplating and enameling. 

Copies are available by writing 
on company letterhead to Alumi- 
num Co. of America, 762 Alcoa 
Bidg., Pittsburgh 19, Pa. 
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At the press conference, Irving 
Duffy, general manager of the di- 
vision, affirmed that his organiza- 
tion has aspira- 
tions for the No. 
1 spot in tractor 
sales. 


Duffy said 
later: “We are 
frank to admit 
that our goal is 
leadership in the 
farm - machinery 
business, and our 
people, our plan- 
ning, our pro- 
grams are aimed 


I. A. Duffy 


in that direction. We have a slogan | 


from 





which says, We don’t aim to be 
runner-up.” 

Few of the men present were in- 
clined to doubt that Ford may 
grow to be such a factor in the 
farm-tractor business that it will 
be in contention for sales leader- 
ship. 

There were too many of us who 
were keenly aware of the remark- 
able record of the Ford division in 
overtaking Chevrolet. Five years 
ago, there were few people outside 
the Ford organization who believed 


this was possible. 
+. + * 

A TOUR of the new Birmingham 

(Mich.) facilities made it ap- 
parent that the automotive ap- 
proach is being applied to the 
farm-machinery field. A large staff 
of engineers works in coordination 
with the division’s product-plan- 
ning, programming and sales staffs 
to design, develop and test new 
tractors, implements and harvest- 
ing machinery. 

Available to these engineers and 
research personnel are modern fa- 
cilities for translating ideas into 
sketch and blueprint form; fabri- 
cation and construction of full- 
size experimental models; labora- 
tory testing of these models and 





Tractor Drop Test— 

Sensitive electronic gauges check trac- 
tor chassis stresses as a ton of weight is 
applied in this drop test performed at 
the Ford tractor and implement division's 
new engineering laboratories in Birming- 
ham, Mich. 


components, and their final evalua- 
tion before production release. 
One of the laboratory men told 
me that, to the best of his knowl- 
edge, the Ford group is the first 
to introduce a wholesale change- 
over from fractions to a decimal 
dimensioning system in engineer- 
ing drawings for farm machinery. 


___ 


system to use and is standard 
practice in the automotive indus- © 
try. But the idea is new to some 
implement- parts suppliers, and | 
Ford has had a job convincing | 
them to go along with the decimal — 
system. 
I’ve found that Ford men talk © 
and act as though they are “aim- 
ing high,” and believe wholeheart- 
edly in what they are doing. (In 
the automotive industry, Ford does 
not, of course, have anything re- 
sembling a monopoly on people im- 
bued with competitive zeal.) 
However, on this particular oc- 
casion, I suppose it was only natu- 
ral for everyone to show a little 
extra sparkle and zip in the pres- 


ence of the two men who have | 


conceived and directed the Ford 
renaissance: President Henry Ford 
II and Board Chairman Ernest 
Breech. 


Gyromechanisms Expands 


NEW YORK.—Gyromechanisms, 
Inc., gyroscope manufacturers, has 
expanded through acquisition of 
another building opposite its Hale- 
site, L. I. plant. It will house the 
design and engineering staffs, part 
of the administrative personnel and 


This is, of course, a convenient! will provide additional parking area. 





moraine: 


the toughest automotive 


engine bearing ever made 


rmnioraine-4O 


NAoraine-400's .. momupactiuxed by the 
wolds Langest wonupacturer, of, original 
equipment engine bearings | They 


Condidtemt 


ly outperform all other aitomotine engine 


beaumngs —because they xe more dependable, 
more Hebidtante to corHKosiow, beak and wea. 
Moraine-400 maine and commecting Kod beaxings 
ane i use now on Leading makes of automobiles, 
—twrwks, buses, and off-the-noad equip 


Moraine also produces: 


M-100 engine bearings and Moraine 


conventional bi-metal 


engine bearings—Self-lubricating 


bearings—Moraine friction materials—Moraine metal powder 
parts—Moraine porous metal parts—Deico hydraulic brake 
fluids—Delico brake assemblies, master cylinders, wheel cyl- 
inders, and service parts—Moraine power brakes—Moraine 
rolled bronze and bi-metal bushings. 






moraine 
products 


DIVISION OF GENERAL MOTORS, DAYTON OHIO 









men! 






A special General Motors- 
developed aluminum alloy 
gives the Moraine-400 its ex- 
treme toughness . . . makes it 
the toughest automotive engine 
bearing ever produced, 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

I. JACOBS, of Orlando, Fia., 
© states: “A customer named 
Smith I know well came into my 
place of business with a man named 
Ellis. This man Smith said to me 
to give Ellis all the merchandise 
he wanted and if Ellis failed to pay 

for it he would. 


“I have witnesses to prove this 
conversation and that is the reason 
I ought to win the suit. I sold Ellis 
merchandise on credit and now I 
cannot collect. Smith says I cannot 
collect from him and to sue if I 
want to. 


“He said to me to let Ellis have 
this merchandise and that if he 
didn’t pay, he, Smith, would pay 
me. Can you give me a case to 
help win this suit?” 

The law in all states is that a 
“surety” contract or obligation ab- 
solutely is void unless in writing. 
There is no getting around this law. 
So, therefore, when Smith verbally 


guaranteed the Ellis account it was 
just the same, from a legal stand- 
point, that he had said or guar- 
anteed nothing. 

In other words, Smith is not lia- 
ble because he did not reduce in 
writing his guarantee to pay debts 
of Ellis. 


* * * 


Employment Contract Liable 


N AUTOMOBILE dealer, named 

W. S. Bailey, in Jacksonville, 
Fla., asks: “Recently I discharged 
an employe whom I hired for one 
year on a verbal contract. I dis- 
charged him at the end of the first 
month because my son took his job. 
This employe says he will sue un- 
less I compromise and pay him. 
What is your advice?” 

It is well established law that an 
employe who is wrongfully dis- 
charged from an employment may 
recover damages from his employ- 
er. However, it is very infrequently 


that the courts award so much /or, 





late case of Lewis v. steef, 220 Pac. 
(2d) 769. Here the testimony 
showed: 

One Lewis was employed for 
one year to serve as manager at 
$500 per month. After working 
only three months Lewis was dis- 
charged. 

Lewis sued the employer for 
damages and alleged that he had 
been at all times ready, willing and 
able to perform the contract and 
that he has been damaged in the 
sum of $26,000 because of the breach 
of the contract. The lower court 
awarded Lewis $26,000 damages. 

The higher court approved the 
verdict, saying: “It cannot be said 
upon the record before us that the 
sum of $26,000 for which the writ 
of attachment issued was exces- 


sive.” 
eS «2 


Law of Notes 
L. LOWRANCE, of Lowrance 
®* Motor Co., Inc., Lafayette, 
Ga., writes: “If an auto dealer that 
floor-plans his cars should sell these 
same cars without paying off the 
finance company who has floor- 
planned them, who could the fi- 
nance company take the car from; 
if the auto dealer sells to 


damages as were awarded in the| another licensed auto dealer with- 





in motor transport 







leads 


the way 


The truck-world’s 


finest servicemen 


take 


postgraduate 


courses here 





Golden Symbol— 


L. B. Bornhauser, manager of the In- 
dianapolis Chrysler Plant, left, congratu- 
lates Ted Meserve, superintendent of final 
assembly, as they look at a gold-plated 
transmission, the millionth unit turned out 
by the plant in just over two years. 


out paying the finance company 
off, can the finance company come 
and take the car or sue the pur- 
chasing dealer for the amount 


Pictured below is one of 29 GM Service Training Schools 
now dotting the country. More of them are to come. 


The buildings, as you can see, are new and modern. The 
very latest scientific and mechanical equipment is in use. 
The instructors are specially trained professionals. 


Within these superb facilities—unparalleled in the industry 
—every GMC dealer has the opportunity of factory-training 
his servicemen in the most modern diagnostic techniques 
—and keeping them trained in the latest trucking advances. 


This costs him nothing. 


Fleet owners’ own service crews are trained on the same 
no-cost basis. They're instructed in the latest methods of 
getting the most out of their GMC’s. Many dealers find this 
a clinching point in making fleet sales. 


All GMC Training Center students get intensive post- 
graduate courses in the newest trucking developments. 
Current instruction, for example, covers Power Brakes, 
Power Steering, Hydra-Matic Transmissions and such 


advanced subjects. 


Think what this means to every GMC franchise-holder. He 
not only has the great new Blue Chip GMC's to sell—but 
the means of keeping them at peak performance through- 
out their working life. The pay-off in customer's satisfaction 


is obvious. 


And. that's only one of the extra dividends that comes 
with every GMC dealership. If you're in an open GMC 
territory, write for the rest of the details—today! 


GMC TRUCK & COACH 


— A General Motors Division 





The better you know GMC... the better the truck business looks 


which they have been floor-planned 
for? 

“If a seller breaks his contract 
with a buyer does the buyer still 
have to pay the finance company 
which took over the papers?” 

After reviewing the law on the 
involved subject my opinion is, as 
follows: If the recorded mortgage 
held by the finance company is 
valid and complete, it may recover 
the car from any purchaser or 
dealer who now has possession of 
the car without complying with the 
terms of the mortgage. 

Soon I shall locate and publish 
for your benefit new higher court 
decisions on this law. 

Modern courts hold that a bank 
or finance company which pur- 
chases notes and contract given by 
the purchaser of an automobile or- 
dinarily can recover payment from 
the purchaser where the testimony 
shows that the seller breached the 
contract. 

This rule of law is applicable al- 
though the purchaser signg an 
agreement that he is perfectly sat- 
isfied with the equipment. 

For example, in State National v. 
Cantrell, 143 Pac. (2d) 392, it was 
shown that a buyer purchased 
equipment that failed to give rea- 
sonable service. 

Both the seller and the purchaser 
signed a conditional sale contract 
which contained a clause as fol- 
lows: “The seller would guarantee 
said equipment for a period of five 
years.” 


The purchaser paid part down 
and gave his notes for the bal- 
ance due. Soon afterward he 
signed a letter stating that the 
purchased equipment has “been 
completely installed and is satis- 
factory.” In view of this state- 
ment a bank took over the notes 
and the contract. 


Within a few months the pur- 
chaser discovered that the equip- 
ment was partly second-hand and 
was unfit for the purposes for 
which it was purchased. The pur- 
chaser refused to pay the notes 
held by the bank, and the latter 
sued the purchaser to recover pay- 
ment. 


The higher court held the pur- 
chaser not liable, or required to pay 
the notes. 


This court said a signed state- 
ment by a purchaser that the sub- 
ject of a sale is “satisfactory” is 
not positive, but may be considered 
along with all other evidence 
whether or not there has been a 
breach of either an expressed or 
implied warranty on the part of 


the seller. 
. o oe 


Keys Left in Ignition 
Ruled Ground for Suit 


A Cleveland judge has ruled that 
a person injured by a stolen car 
can sue the owner for damages if 
the keys were left in the ignition 
by the owner. 

Common Pleas Judge Benjamin 
D. Nicola said it is up to a jury to 
decide whether the car’s owner 
should have known that it might 
be stolen if the keys were left in 
the ignition. 

Nadine Walker, of Cleveland, is 
being sued by four persons injured 
when a thief rammed her auto into 
another vehicle. 

om * - 


‘Title Is Good as Word,’ 
Florida U. C. Dealers Told 


Florida used-car dealers have 
been warned that the State Su- 
preme Court has ruled that they 
are not protected against unre- 
corded liens. 

“Your title to the car is just as 
good as the word of the man you 
buy it from,” they were advised by 
Robert Christie, of the Dade Coun- 
ty (Miami) tag agency. The dealers 
have been wiring out-of-state reg- 
istration agencies and assuming 
that if no liens are recorded that 
the title was valid. 

o * + 


Shell Denies ‘Freezeout’ 
In Suit by Operator 


Shell Oil Co., in Seattle, has de- 
nied in court that they have any 
objection to selling gasoline to 
service station operators who cut 
prices. 

The suit was brought by George 
F. Moore who contends that the 
company forced him out of one of 
his retail locations by refusing to 
sell him gas. 
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Rezistration Costs Scaled Upward was 


Licensing Hiked in 14 States 


WASHINGTON. — Motor vehicle | 


registration fee changes were con- 
sidered: by a majority of state Leg- 
ijslatures this year, with new rates 
adopted by 14, according to a sur- 
vey by the National Highway 
Users Conference. 

Kansas repealed its ton-mile tax 
and revised its registration fee 
schedule for buses, trucks and 
tractor-trucks effective Jan. 1, 1956. 
Gross weight is now the basis for 
computing fees which range from 
$10 for vehicles under 4,000 pounds 
to $825 for those over 60,000 pounds, 
with trailers and semi-trailers 
licensed separately at $20 each. 


Colorado further changed tax 
rates which became effective the 
first of the year. The mileage 
tax rate became 8 mills per 
vehicle ton-mile, plus 2 mills per 
cargo ton-mile. 

The mileage tax now applies to 
vehicles weighing over 4,500 pounds, 
instead of those weighing over 
8,500 pounds; however, such vehi- 
cles now pay a $17.50 annual regis- 
tration fee, instead of one based 
on a schedule graduated to $589. 

New Mexico, like Kansas, re- 
pealed its ton-mile tax in favor of 
higher truck and bus registration 
fees effective next January. 

Idaho enacted new registration 
fees and a mileage tax to become 
effective next year. Passenger car 
fees were increased, with a new 
top fee of $17.50, and special atten- 
tion was given to taxation of com- 
mercial vehicles over 16,000 pounds 
gross weight and to non-commer- 
cial vehicles over 24,000 pounds. 

Nevada increased fees for vehi- 
cles registered on‘ a flat fee basis 
by 50 cents and by five cents for 
those on a per hundred weight 


basis. Montana increased truck | 


and trailer fees effective Jan. 1, 
1956. A new method for register- 
ing three-unit combinations was 
enacted and non-resident com- 
mercial operator single trip fees 
were amended. 

Tennessee increased registration 
fees for all classes of vehicles by 
substantial amounts, but repealed 
the 3 percent gross receipts tax, 
reduced the bus inspection fee, and 
authorized pro rata registration of 
interstate bus fleets. 

Minnesota and North Dakota in- 
creased fees for all classes of 


Mass., Conn. Bills 
Seek Boosts in 
Minimum Wage 





Two New England Legislatures | 


have initiated action to raise mini- 
mum wage rates. 

In Massachusetts, a bill to up the 
minimum wage from 75 cents an 
hour to $1 an hour was given ini- 
tial approval in the House of Rep- 
resentatives. 

The New Hampshire House has 

passed a bill that would boost the 
present 60-cent minimum pay rate 
to 75 cents. Outside salesmen are 
among the work classifications ex- 
empted from the measure. 
_ Among the States that have re- 
jected increases in minimum wages 
this year are California, Connecti- 
cut, New Jersey and Wisconsin. 

A suit has been filed in a New 
Mexico court challenging the valid- 
ity of the state’s new minimum 
wage law. 


Ex-Dealer Gets 
2 Years in Theft 


MANCHESTER, N. H.—After a 
six-year court battle, Lloyd H. 
Skillings, 41-year-old former Som- 
ersworth auto dealer, has been 
given a 2-to-5 year prison term by 
Superior Court Justice Robert F. 


Griffith for stealing $12,000 from a_| 


Wealthy widow. 

_ Skillings was originally indicte 
in 1949 for larceny from Sarah A. 
Rollins, who died in 1950. Although 
the first trial ended in a disagree- 
Ment, Skillings was found guilty in 
& second trial in 1951. 

He appealed the conviction to 
the New Hampshire Supreme Court 
which upheld the lower court. 
Later the Supreme Court denied a 
Motion for a rehearing. Skillings 

been free on $10,000 bail. 

















vehicles by approximately 5 per- 
cent. 


Other changes are as follows: 
Arizona increased its basic registra- 
tion fee from $3.50 to $4; New 
Jersey provided new flat annual 
fees for passenger cars (instead of 
horsepower); South Dakota pro- 
vided a system of truck-tractor 
registration by which interchange- 
ability of trailers is facilitated; 
Texas reduced motor bus fees; 
Minnesota reduced fees for inter- 
city buses, and Utah changed its 
basis for computing commercial 
vehicle fees from an unladen to a 
gross weight basis. 

* + 


Virginia Leaders Study 
Effect of Tax Boosts 


Virginia business leaders have 
launched a study to try to deter- 
mine the effect of possible increased 
state taxes on the economy. 

This comes at a time when state 
agencies are asking $220,000,000 for 
new buildings over a six-year period 


* 


and some legislators are advocat- 
ing a state sales tax or other ad- 
ditional taxation to meet the de- 
mands. 

7 
Gas Tax Increase Split 


By Wisconsin Senate 


The Wisconsin Senate has com- 
pleted legislative approval of a two- 
cent increase in the state’s four- 
cent gasoline tax. However, the 
60-40 split asked by Gov. Walter 
J. Kohler was rejected and a 50-50 
division between the state and local 
governments was substituted. 

This will mean that half the esti- 
mated extra $20 million of revenue 
will go to the state; counties will 
get $3 million; towns, $3 million; 
villages and cities under 10,000, $1.5 
million, and cities over 10,000, $2.5 
million. 


* * 


Mich. Boosts Insurance 


Requirements for Drivers 


Gov. G. Mennen Williams has 
signed into law a Michigan bill in- 


* * 








creasing the amount of motor ve- 
hicle insurance required under the 
State Financial Responsibility Act. 
The insurance requirement has 
been raised from $5,000 to $10,000 
for bodily injury to, or death of, 
one person and from $10,000 to $20,- 
000 for two or more persons. Prop- 
erty damage requirement has been 
boosted from $1,000 to $5,000. 


* * * 


N. H. Lawmakers Set Fees 


For Driver Training Schools 


The New Hampshire House of 
Representatives has given approval 
to a Senate Bill setting up a licens- 
ing fee of $50 for operators of driv- 
er training schools, with a $25 
renewal fee. State -conducted 
courses are exempted. 


The House also approved a Sen- 
ate Bill providing for the tempo- 
rary use of special military regis- 
trations and license plates and 
limiting such use to seven days. 

* + * 


Price-War Ban Fails 


A bipartisan move to outlaw 
gasoline price wars fell one vote 
shy of passage in the Pennsylvania 
House of Representatives. The bill 
would have prohibited the sale of 
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petroleum products at “less than 
the cost thereof . . . with the in- 
tent to injure or destroy the busi- 
ness of a competitor.” 

* * * 


Ohio Legislature Omits 
Insurance Exemption 


COLUMBUS, O. — The 1955 Leg- 
islature has omitted an exemption 
to an insurance regulation act that 
had come under fire in a common 
pleas court. 


It apparently stemmed from ac- 
tion several years ago by some 
Ohio automobile dealers who began 
to place their business through re- 
ciprocals. Then the Legislature sub- 
jected agents of the reciprocals un- 
der the same regulations applying 
to other insurance agents, but 
wrote in the exemption which the 
court later enjoined from enforce- 
ment. 





* * * 


Mich. Taxes Alien Fuel 


Gov. G. Mennen Williams has 
signed into Michigan law a bill al- 
lowing the state to collect gasoline 
and diesel fuel taxes on motor fuel 
bought outside the state but used 
in Michigan. Vehicles with fuel 
tanks of less than 25 gallons capac- 
ity are exempt. 


Ce dite 
ear ih town... 


yperliquid blaze 


with amazing new Glasite 






The new Super Liquid Glaze is a real boon to car 


Exclusive 
"*do-it-yourself’’ 
Spraytainer 


owners. No other product comes in the “Spray- 
tainer,”” which can cover an entire car in five 
minutes. No other product contains Glasite, which 
imparts a brilliant glass-hard finish without polishing 
or rubbing. And no other product enables the car 
owner to do a professional-looking job so quickly, 
so easily, so inexpensively. 

Promote Super Liquid Glaze Spraytainer sales 
with any and all customers who enjoy working on 
their cars. They’ll get the best-looking cars in town 
while you’re getting additional easy profits. 








| LIQUID GLAZE, INC.; | 
| 704 Sheridan St.; Lansing, Mich. | 
| PLEASE SEND THE FOLLOWING: (Delivery Prepaid) | 
| “Dollars & Sense” Booklet—How to make big profits, plus ! 
| fifty attractive customer handout folders.......... FREE | 
| SHOP SIZES NetEach =| 
| (© Super Liquid Glaze (32 oz., 12 to carton).........-eeceeeeeeeees $5.00 | 
(0 Super Liquid Cleaner (32 02., 12 to carton).......-.-eeeeeeeeees 2.00 | 
(© Super Paste Cleaner (1% Gal., 4 to carton)............eeeeeeeee 2.50 
RETAIL SIZES List Each Dozens Net 
| © Super Liquid Glaze (12 Spraytainers)............. $2.75 $19.80 | 
| (0 Super Liquid Cleaner (12 plastic bottles).......... 1.25 9.00 | 
FORM MAMIE. .ocrcccccccccccccccccccccccccosccescs cocccececccosccees 
BOI av <sonccessecsnnsccqsancassdcnnerbvnsacenqnannsaaaaaeaes | 
GeV iv ccnct adevewqncincnccscnesseses Bint ptccsacessccedncecesese 
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“Swing-Away”’ Gooseneck Trailer 
EXCLUSIVE DESIGN +. nn et OPR. 
PROVEN DURABILITY & LO AINTENANCE 
FEATURING 





@ Dual Axle Equip. @ “Hawi Easy" ae 





ment with e 
@ Hendrickson Rubber Te 
Tandem Units @ Saves Time & Money 
@ Years of Depend- @ Capacities 10 to 125 
ability Assured Tons 


Oyfanet Dac alert aot 
. railers als Made jer. 
Whatever Your Heung Needs Are Contact Us - Wire or Write - You'll Be Glad You Did 


SABRE EQUIP. DIVISION - SABRE METAL PRODUCTS 
8000 W. 47th St. - Lyons 3-4567 - Lyons, Illinois 





$12,000 and more—in 


extra yearly profits for you 
and a “raise” for all your salesmen! 


Increase your income—increase your men’s 
income with the special new plan offered 
new car dealers by United States Rubber 
Company and its Distributors. No inventory, 
no added personnel required. No service 
problems. Don’t pass up this chance for 
extra profits—get the facts today! 


WRITE, WIRE or CALL 
M. C. CRAWFORD 


United States Rubber Company 
1230 Avenue of the Americas * New York 20, N. Y. 
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SERVICING 
DIATORS!” 


McCain-Richards, Inc., 
Monroe, La. 





LITTLE SPACE REQUIRED 






INVESTIGATE THE HUGE PROFIT POTENTIAL 
IN AN INLAND RADIATOR DEPARTMENT! 





“Our radiator department took in $13,904.14 from 
April 11th through the following January! We find 
that, in addition to helping us maintain 100% service t 
absorption, when we pull a radiator off a car we have 

excellent opportunities to sell motor exchanges, over- 

pees cedtater hose, water pumps, and other related FRE 
items! 





TRAINING 
SCHOOL 


Few automotive services offer such a potential for 
new and expanded business. Of the 60,000,000 vehicles 
in the U. S., over 20,000,000 require radiator service 
yearly. Inland-developed eqptoment allows Inland- 
trained operators to employ highly profitable 


Practical factory school 
trains you or your man 
quickly. Cleaning, repair- 
ing, recoring, pricing, mer- 
chandising —everything! 
Hundreds of graduates 
now expert radiator 
repairmen. FREE to Inland 
customers! 


production methods. And Inland, world’s largest 
manufacturer of radiator servicing equipment, offers 
the only complete package—equipment, free training 
and merchandising! 








MAIL TODAY! 


New free 46-peee “Blue- 
print for Profit’ gives you 
experiences of rf 

e 


over 
nation making an EXTRA ; 
$8,000 to $15, a year S. Fl 
Tequired squipnvent: inland's “P 
req' equipment, 's “Pays- 
For-Itself’’ payment plan. Invest a 
minute to Sa the coupon-—-the 
rewards can be amazing! 


INLAND Mfg. Co., 1108 Jackson St., 
Dept. AN-7 Omaha 8, Nebr. 


World's Largest Manufacturer 
of Radiator Servic Equipment 
“SOLD EXCLUSIVELY BY MAILI" 


TS TD NE 
INLAND MFG. CO., Dept. AN-7 
1108 Jackson St., Omaha 8, Nebr. 


Please send new free booklet ‘‘Biveprint for Profit 


| 


PLEASE PRINT 


Cie eccesentenenntlle.... Sie 

ha 5 
i 1f Dealer, make of cor sold. 
Are you now operating a radiator shop [] Yes [] Neo 
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Ideas Keep Customers Coming in Eugene .. . 


Dealer Sees Need for Extra Push 


By R. H. Schillios 
Staff Correspondent 

EUGENE, Ore.—It’s true, admits 
Parmenter Pontiac Co., that it has 
used proud-owner photos, the ekirl 
of bagpipes and that American in- 
stitution—the baby sitter— to draw 
attention to its new cars. 

The results, however, have been 
most pleasing and when these 
ideas have paled Parmenter will 
develop more like them. 

Mind you, Harold Parmenter has 
had his dealership in Eugene since 
1939 and it’s advertised as a busi- 
ness you can trust. Moreover, his 
record of civic leadership is excel- 
lent. 

It’s just that this live-wire sales 
chief believes that with so many 
inviting new cars on the market, it 
takes a trifle extra initiative to win 
the customer. 

A sparkling local advertising 
campaign is given some credit by 
Parmenter for lifting Pontiac sales 
to third in popularity in Lane 
County, as compared with fifth and 
sixth spot elsewhere. 

Only Ford and Chevrolet sur- 
pass Pontiac in this 4,000-square- 
mile market of Oregon, the sec- 
ond largest in the state. 

This is what Dealer Parmenter is 
doing: 

1. When a car is purchased a pho- 
tograph is made of the owner with 
his auto. A release for publication 
usually is gladly given and a few 
days later the photo appears in the 
local newspaper, together with 
identification and a cutline describ- 
ing features of the Pontiac. 

To sustain reader interest, photo 
angles are varied and copy is 
changed. Newspaper readership 
surveys have proved the popularity 
of newsphotos and Parmenter Pon- 
tiac Co. pictures are presented in 
news fashion. So popular is the 
publicity that some new-car owners 
who have been missed call to re- 
quest their pictures be made. 

2. The Eugene Scottish Bagpipers 
are engaged to skirl the value of 


Pontiac ownership. Sometimes the | 


pipers are carried through the 
streets atop a convertible and, on 
occasion, appear at the salesroom. 

3. Open ’til 9 o’clock evenings. 

4. Free baby sitters so mom 
and pop can have ample time to 
inspect Pontiacs with less dis- 
turbance. 

5. Coffee and doughnuts are fea- 
tured in the salesroom. 

6. Eugene’s only open-air lot. A 
block of new cars in varied colors 
that lets the prospective customer 
roam in a Pontiac world. 

7. A “write your own deal” ven- 
ture in which potential customers 
are given an opportunity to sug- 
gest the price they want in tradein 
oward a new car. 

Rating of Pontiac as third in 
sales for the county was noted by 
the secretary of state’s office from 
official records of licenses issued. 
Only Chevrolet and Ford showed 
higher sales for May. 

H. A. Rasmussen, new-car sales 
manager, largely is responsible for 
such local promotional ideas and 
notes that in a Pontiac zone sales 
contest, and in competition with the 
metropolitan areas of Seattle, Spo- 
kane, and Vancouver (Wash.) and 
Portland (Ore.), Eugene came in 


Chrysler-Backed 
Technical Class 


Finishes Course 


DETROIT.— The first group of 
industrial technicians to be trained 
under a two-year program con- 
ducted by Chrysler Corp. and High- 
land Park (Mich.) Junior College 
has been graduated. 

Members of the class are ready 
for full-time employment with 
Chrysler, filling a need for techni- 
cians in medium-level jobs which 
require more than a high school 
education but less than a four-year 
degree, Chrysler said. 

Neil Lottridge, the college voca- 
tional director, brought the idea to 
Chrysler in 1953 after winning ap- 
proval of the Michigan State De- 
partment of Public Instruction. 

The course consisted of alternate 
ten-week periods in classroom study 
and in practical work in nearly all 
the Detroit-area Chrysler plants. 


a 















second. Eugene’s 123.75 percent of 
quota compared favorably with 
first place Spokane’s 125 percent of 
quota. 

The six-man new-car sales staff 
includes: Wayne Warner, Gor- 
don Klamp, Allen Bedbury, Lee 
Scroggin, Robert Phillips, and 
George Wilson. 

Used cars are kept moving rap- 
idly—a complete turnover every 30 
days—and that keeps new cars on 
hand. Used-car salesmen are: Hen- 
ry Kramer, C. L. Campbell, Rich- 
ard Danielson and Price Speer. 

Long tenure of the 40 personnel 
is common with many employes 

* * * 


Showmanship on the Lot— 





having 10 to 15 years with the firm 
Parmenter Pontiac Co. began oper- 
ation in Eugene in 1939. 

Harold Parmenter is proud of 
the fact that his was one of the 
first dealerships in Oregon to re- 
ceive a Better Dealer award from 
Pontiac. A subscriber to the fac- 
tory training program, men are 
sent to Tigard, Ore., for special- 
ized training. 

Advertising often calls attention 
to the “factory trained mechanics” 
and “Better Dealer” classification 
and that full service is available at 
the dealership, located in the heart 
of downtown Eugene. 

* > * 





Parmenter Pontiac's open-air lot filled with new Pontiacs is a virtual continuing 
motor show. Shown at the wheel of the convertible is H. A. Rasmussen, Parmenter's 
new-car sales manager, starting out on a tour of Eugene, Ore., with M. Smith, one 
of the pipers hired by the dealership to skirl for Pontiac. 





White Paces 


Color Trend 


India Ivory Used on 40 Percent of Chevrolets, 
Alone or in Two-Tone Schemes 


DETROIT.— The ascendancy of 
white has been a significant trend 
in the increase of two-color cars 
that are being produced to meet 
the change in consumer color 
tastes, according to a Chevrolet 
survey. 

“We call it India ivory, but re- 
gardless of the name every auto- 
mobile company has something 
similar in its line and the color, 
basically, is white,” explained T. H. 
Keating, general manager. 


“When we tabulated our most 
recent monthly shipments we dis- 
covered that India ivory was car- 
ried on 40 percent of our cars, 
either as a solid or in a two-color 
combination. Considering that white 
was virtually unknown on automo- 
biles three years ago, this is really 
an astounding growth.” 

Keating said the survey dis- 
closed India ivory first gained 

popularity in the warmer cli- 
mates of the South, Southwest 
and Far West. Today, it is on a 
swift rise as well in Midwestern 
and Eastern localities, custom- 
arily the last to accept new styl- 
ing ideas. 

“The change in automobile color- 
ing is illustrated by a comparison 
of 1955 charts with those of other 
years,” Keating continued. “In 1950, 
the year most comparable to our 
present manufacturing level, our 
sport coupe could be had in any 
of four two-tone options. The model 
in our 1955 line has eleven two-tone 
options.” 

He termed the development a 
“virtual revolution in buying hab- 
its.” 

Keating pointed out that an in- 
creased consciousness of color 
among auto manufacturers un- 
doubtedly has been partly respon- 
sible for the change in buying 
habits. Another factor in the pref- 
erence for gayer colors is the trend 
to “outdoor living,” Keating said. 

“While our survey shows an 
increased appetite for lively col- 
ors clear across the country, it is, 
of course, more pronounced 
some sections than others. The 
Pacific Coast, which never did 
care for black, has swung even 
farther away from the conserva- 
tive shades and is absorbing a 
high percentage of light greens. 


The section also offers an extra- 
ordinary two-tone market. 

“The Southern area, long wedded 
to black as No. 1 choice, has taken 
to greens, with blues a strong sec- 
ond among the closed cars it is 
buying in solid shades. 

“The Eastern market, another 
long-time stronghold of black, is 
favoring blues. The Middle West 
again reveals a consistent liking 
for greens. The Southwest places 
green as the top solid, but here 
again is a region primarily inter- 
ested in two-tone styling in con- 
trasting colors.” 

Additionally exemplifying the de- 
cline in one-color cars, the survey 
revealed its sedan shipments in 
April ran: 

Greens, 13 percent; blues, 12 per- 
cent, and blacks, 5 percent. In 1950 
the top three were: greens, 31 per- 
cent; blacks, 25 percent, and blues, 
14 percent. 


Air-Conditioning 
On Nash Hiked 
Nearly Twofold 


DETROIT.—Roy Abernethy, sales 
vice-president, has announced that 
Nash is almost doubling the instal- 
lation rate of auto air-conditioning 
units this year. 

He said nearly 10 percent of 1955 
Ambassador, Statesman and Ram- 
bler models will carry air-condi- 
tioning, compared with 5.40 percent 
last year. 

Abernethy said that an independ- 
ent survey disclosed that only 1.50 
percent of all cars built in 1955 
will have air-conditioning, against 
-80 in 1954. 

He credited the higher Nash us- 
age to the cost—$271 on the Ram- 
bler and $317.55 on Ambassador 
and Statesman—which, Abernethy 
said, was as much as $300 below 
other units. 


Ware Joins Bank Board 


AUGUSTA, Ga. — Frederick A. 
Ware, president of Ware Buick, 
Inc., has been elected to the board 
of directors of the Georgia Rail- 
road Bank. 
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PICK A POLICY, MR. AUCTION OWNER... 
any policy at all. No matter what your type of 
operation, we’ve got a check insurance plan 
tailored to fit it, a plan that guarantees payment 


pl ek a p oli cy . Of every check written for autos sold through 
9 your auction. 


PICK A FIDELITY POLICY, MR. AUCTION 


Mr. Auction Owner eee OWNER... pick any of the following three 


check insurance plans custom built by Fidelity 
Fidelity Check Insurance on all cars consigned (and only by Fidelity) to give you the kind of 


Fidelity Check Insurance on cars actually sold financial protection you want. 
1. Coverage for cars actually sold 


ONLY FIDELITY OFFERS YOU THIS CHOICE OF POLICIES!!! 2. Coverage for all cars consigned 


3. Title Insurance optional on either policy 





PICK A FIDELITY POLICY, MR. AUCTION 
OWNER .. . for only Fidelity gives you all these 
features! 
1. Fidelity pays all claims immediately .. . 
you keep no cash on hand. 
2. Fidelity pays all legal expenses in claims 
and collections. 
3. Fidelity advertises your auction in national 
dealer publications. 
4. Fidelity supplies you up-to-date credit in- 
formation on over 50,000 auto dealers. 
5. Fidelity offers you an auction consulting 
service based on years of auction and in- 
surance experience .. . at no cost to you. 





























PICK A FIDELITY POLICY, MR. AUCTION 
OWNER ... the check insurance plan that 
builds volume for you through bigger consign- 
ments of used cars. How? Well, put yourself in 
the dealer’s shoes. Wouldn’t you sell your used 
cars through the auction that guaranteed pay- 
ment of every check you received? 


$ WRITE, WIRE OR CALL TODAY FOR THE FULL STORY 


FIDELITY 
INSURANCE COMPANY 


OF TENNESSEE 


Stahlman Bldg., Nashville, Tenn. Phone 5-4101 


AUTO DEALERS: YOU’RE 100% SAFE WHEN YOU SELL ONLY THROUGH THESE FIDELITY INSURED AUCTIONS 










ALTOONA AUTO AUCTION Thursday CONCORD AUTO AUCTION, INC.* Mon. & Fri. LEBANON AUTO AUCTION, INC. Wednesday ROCKFORD AUTO AUCTION Thursday 
Sixth Avenue Road, Duncansville, Pennsylvania 29 Sudbury Road, Concord, Mass. Highway 22, N. Plainfield, N. J. 6402 Forest Hills Rd., Rockford, Ill. 

APTCO AUTO AUCTION Wed. & Fri. | DAYTON DIXIE AUTO AUCTION, INC. Monday LEITCH MOTOR SALES, INC.* Savedew SKYLINE AUTO AUCTION, INC.* Tuesday 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 5300 North Dixie Drive, Dayton, Ohio 1450 E. Main St., Owosso, Michigan Greenpoint Ave. at Provost St., Brooklyn, N. Y. 
ARLINGTON AUTO AUCTION, INC. Wednesday DECATUR AUTO AUCTION* Monday MANEY AUTO AUCTION* Friday SOUTHERN AUTO SALES* Wednesday 
Hwy. 51 Intersection with Hwy. 60, Arlington, Wis. Highway 48, N., Decatur, lilinois Jorden Lene, Huntsville, Alabama Route 5, Warehouse Point, Conn. 






CAPITAL AUTO AUCTION, INC.* Thursday DIXIE MOTORS AUTO AUCTION* Tues. & Fri. STATEN ISLAND’S ONLY AUTO AUCTION Monday 














Ohio State Fairgrounds, Columbus, Ohio 718 Angier Ave., Atlanta, Ga. oe ee AUTO AUCTION* Wednesday 1600 Hylan Bivd., Dongan Hills, Staten Is., N. Y. 
CARROLLTON AUTO AUCTION Tuesday DOTHAN AUTO AUCTION* Tuesday aust, Homn, Senge SYRACUSE AUTO AUCTION* Wednesday 
Carroll County Fairgrounds, Carroliton, Ohio Montgomery Hwy., Dothan, Alabama MODERN AUTO AUCTION* Thursday R. D. #1, La Fayette, New York 
CENTRAL STATES AUTO AUCTION Wednesday FRIENDLY AUTO AUCTION* Monday Box 447, Brattleboro, Vermont TOLEDO AUTO AUCTION Co. Vhureday 
125 South Delaware, Mason City, lowa Municipal Airport, Daytona Beach, Fila. MOLINE AUTO AUCTION _ Friday 5902 Telegraph Rd., Toledo, Ohio 
COFIELD AUTO AUCTION* Monday GREATER SHREVEPORT AUTO AUCTION Thursday 4216 Twenty-Third Avenue, Moline,|ilinois TRISTATE AUCTION CO. Thursday 
Boaz, Alabama 1310 N. Market St., Shreveport, La. MONTPELIER AUTO AUCTION CO. Monday 3021 W. Front St., Fargo, N. Dakota 
COLUMBIANA AUTO AUCTION Friday GREENVILLE AUTO AUCTION, INC. Tuesday Route #1, Montpelier, Ohio TRI-STATE AUTO AUCTION, INC. Friday 
R. D. #2, Columbiana, Ohio 1227 New Buncombe Rd.,Greenville, S. C. MUNCIE AUTO AUCTION Friday Valley Springs, S. Dakota 
COLUMBUS AUTO AUCTION* Thursday INDIANAPOLIS AUTO AUCTION, INC. Wednesday 3344 So. Madison St., Muncie, Ind. TRI-STATE AUTO AUCTION COMPANY* Wednesday 
2603 Cusseta Road, Columbus, Georgia 4501 West 16th St., Indianapolis, Ind. PAGE BROS. AUTO AUCTION* Wednesday (effective June 22) 
35th at Divine St., Chattanooga, Tenn. U. S. #60, Huntington, W. Va. 
Sevetions offering beth check and title insurance. QUINCY AUTO AUCTION Friday TULSA AUTOMOBILE DEALER AUCTION** Thursday 





**title insurance only. 3220 Broadway, Quincy, Illinois Tulsa State Fairgrounds, Tulsa, Okla. 
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Auto Personnel 





Albert G. Barton, for 10 years 
manager of the Charleston (W. 
Va.) factory of Libbey-Owens-Ford 
Glass Co., has been promoted to 
general manager of window glass 
production with headquarters in 
Toledo, it has been announced by 
Curtis W. Davis, executive vice- 
president. He will be succeeded by 
Albert W. Swillinger. 


* 4 * 


Auto-Lite Export Shift 


Richard V. Johnson has been ap- | 


pointed export division manager of 
Electric Auto-Lite Co., Toledo, to 
succeed Richard C. Thompson, who 
will retire Aug. 31. The company 
also announced the resignation of 
C. F. Rork, export division assist- 
ant sales manager. 
* * * 


Police Chiefs Pick Two 


The International Assn. of Chiefs 
of Police, Evanston, Ill., has an- 
nounced the appointment of two 
officers to its state and provincial 
section. Joseph A. Childs, Michigan 


I's” 





It’s 


DIFEER 





| State Police commissioner, was 


named general chairman of the 
section and Supt. Phil M. Brown, 
Illinois State Highway Police, vice- 
chairman for the eastern part of 
the country. 


* * * 


Herring Represents Dickey 

Lee R. Herring has been named 

|to represent Dickey Industries in 

a sales capacity in the east, James 

| W. Dickey, president, announced. 
+ * 


Canada Body Picks Rice 


Thomas A. Rice, vice-president 
of International Harvester Co. of 
Canada, Ltd., has been named 1955- 
56 president of the Canadian Man- 
ufacturers Assn. Other officers are 
J. Ross Belton, treasurer, and A. 
E. McGillviray will head the tariff 
committee. 

* 


Duncan Heads Traders 


James S. Duncan, Toronto, presi- 
dent of Massey - Harris - Ferguson, 















the Australian- Canadian Assn. 
which aims to increase trade be- 


tween Australia and Canada. 
* * + 


Leece-Neville Names Smith 


Distributor Sales Manager 


Appointment of L. W. Smith as 
manager of the distributor sales 
division of Leece-Neville Co., Cleve- 
land, was an- 
nounced by P. H. 
Neville, president. 

Formerly as- 
sociated with the 
Radio Corp. of 
America, Cam- 
den, N.J., as man- 
ager of communi- 
cations, he was 
active in distrib- 
uted product 
sales including 
merchandising 
through electronics distributors. In 
his new post, he will direct sales 
activities with automotive electrical 


wholesalers in the U.S. and Canada. 
+ * * 


Wolverine Shifts Smith 


J. H. Smith, east central district 
sales manager, has moved from 
Dayton to the district’s new office 





L, W. Smith 





Ltd., has been named chairman of |in Detroit, J. M. Dumser, sales di- 


rector for Wolverine tube division, 
Calumet & Hecla, Inc., Detroit, an- 
nounced. He will be replaced by 
|R. B. Flynn, who will become ter- 
ritorial supervisor. Jack Gavigan, 
|formerly sales representative in 
|Louisville, will succeed Flynn and 
Jack Sheehan will replace Gavigan. 
* * * 


NHUC Appoints Cooper 


Southeast Representative 


Appointment of J. Olan Cooper 
as southeastern representative of 
the National Highway Users Con- 
ference has been announced in 
Washington by Arthur C. Butler, 
NHUC director. Cooper will repre- 
sent the Conference in Alabama. 

Formerly assistant and county 
farm agent of Lee County, Ala., 
from 1942 to 1948, Cooper has since 
been associated with the Alabama 
Polytechnic Institute agricultural 
experiment station as assistant and 
associate agricultural editor. 

* * + 


Pittsburgh Plate Glass 


Promotes Frank, Rhue 


Appointment of Edward R. Frank 
as assistant general manager of the 
Forbes finishes division of Pitts- 
burgh Plate Glass Co., Cleveland, 
has been announced by Charles 





JOMA MIRRORS for better visibility! 


Nowhere will you find mirrors that reflect today’s smart car styling better than 
Joma mirrors! They're designed to compliment and enhance all car styles and 


provide better rear visibility for safer driving. 


What's more, Joma mirrors feature turret-screw locks—absolute insurance 
against sagging heads. Once locked, they stay locked! And replacing heads is 
never a problem. Simply loosen turret screw, replace head and tighten into 
. without removing the bracket mounting. 


position . . 


Since 1919 Joma has designed and manufactured the most complete line of 
body mount mirrors for cars and trucks—all fully guaranteed. Joma mirrors 
are custom-contoured-for cars and trucks . . . triple chrome plated . 


heads of selected optical glass. 


When you have Joma mirrors, you are sure you have the best—a sure-fire 
gvarantee of bigger sales and bigger profits. If you want to get on the profit 
bandwagon—ask your jobber. 





VisinQiunireD 


. . mirror 


It's high, wide 
head measures 
all 
LIST— $5.50 


A JOMA ORIGINAL! 
SELF-ADHERING GASKET ACTS AS 





JF 88H BODY-MOUNT OBLONG MIRROR — 


and handsome! Mirror 
3%" x 5¥%2"—and has 


the fine features of the JF 88. 
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TEMPLATE FOR HOLE ALIGNMENT 








H. Reed, general manager. Also a: - 
nounced was the appointment cf 
Frederick F. Rhue as manager :f 
sales service. 


Frank formerly was assistant to © 
the divisionai director and Rhie/ 


served as assistant to the manage-:. 

Rhue succeeds John W. Morr's, 

who has been assigned sales re- 

resentative for Forbes in Michig: n. 
+ 


Dodge Promotes Maurer 


To Service Position 


Promotion of Martin R. Maurer 
to technical service manager for 
Dodge has been announced by By- 
ron J. Nichols, general sales man- 
ager. 

A sales engineer with Dodge 
since Nov., 1952, Maurer’s long ex- 
perience in the service field ex- 
tends back to 1935, when he went 
to work for International Harvester 
as a mechanic. 


* * . 
South Wind Names Conn 


Manufacturing Manager 


Appointment of Edgar L. Conn 
as manager of manufacturing of 
the South Wind division of Stew- 
art Warner Corp., Indianapolis, has 
been announced by Arthur R. Col- 
lins, general manager. 

Conn was works manager of 
Fairbanks-Morse Co., Beloit, Wis., 
prior to his association with South 
Wind. 

* * * 
Rootes Picks Musgrove 


M. G. Musgrove has been ap- 
pointed Canadian sales manager of 
Rootes Motors (Canada), Ltd., with 
headquarters in Toronto. 

* - + 


Borg & Beck Elects 
Nutt as President 


Election of Harold Nutt as pres- 
ident and general manager of the 
Borg & Beck division of Borg- 
Warner Corp. 
has been an- 
nounced. 

He replaces T. 
L. Knecht who 
has retired. Nutt 
formerly was 
vice-president 
and general man- 
ager of the divi- 
sion. Clyde Bis- 
sell has been 
named vice-presi- 





Harold Nutt 


dent and also will " 


continue as secretary-treasurer and 
controller. Edward H. Lipke has 
been elected a vice-president. 

* *~ * 


Plymouth Names Sullivan 


Production Manager 


Appointment of Harry J. Sulli- 
van as general production man- 
ager of the Detroit plant of Plym- 
outh has been announced by F. L. 
DeCavitte, operating manager. 

A veteran of 36 years experience 
in auto manufacturing, Sullivan 
has been with Plymouth since 1931. 
He formerly was general superin- 
tendent of the final car assembly, 


sheet metal and paint divisions. 
7” * * 


General Tire Ups Jacobs 


Paul E..Jacobs, formerly manager 
of employe training, has been 
named manager of the newly- 
formed central personnel depart- 
ment of General Tire & Rubber 
Co., Akron. 


Van Hull Promoted in L. A. 


J. van Hull has been named as- 
sistant manager in charge of pro- 
graming and methods at Chrysler 
Corp.’s Los Angeles plant, accord- 
ing to Dan Ringis, manager. 

= ~ * 


Bakelite Promotes Ward 


Gerald A. Ward has been ap- 
pointed distribution general man- 
ager for Bakelite Co.. division of 
Union Carbide Corp. Ward. previ- 
ously services superintendent at the 
firm’s Bound Brook (N. J.) plant, 
joined the company in 1925. 

* ~ * 


Foulkrod Elected President 
Of Engineering Society 

Raymond Foulkrod, chief enzi- 
neer of Michigan Bell Telephone. 
has been elected president of the 
Engineering Society of Detroit. He 
also was reelected to the board of 
directors. 

Other officers of the society «re 
George H. Miehls, first vice-presi- 
dent; Kenneth R. Herman, seccnd 
vice-president; William H. Grav-s, 
secretary; Fred J. Walls, treasurer, 
and Clyde L. Palmer, assist: nt 
treasurer. 
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NE thousand representatives of 

labor, industry and government 
gathered the other day to hear a 
warning from Isadore Lubin, New 
York industrial commissioner. 


O-e-third to one-half of the na- 
tion’s labor force will have to be- 


' come skilled workers to cope suc- 
' cessfully with automation, he said. 


This conference was called to 
consider the problems of training 
workers for new industries and 
new production methods. 

“Fewer than one-tenth of the 
present working force of 60 mil- 
lion can be classified as skilled 
workers,” said Lubin. “In many 


321 Dealerships 
Benefit from L-M 
Management Class 


DETROIT. — Graduation exer- 
cises have been held for a total of 
555 Lincoln and Mercury dealers 
and representatives and district 
sales representatives since the 
Dealership Management Confer- 
ence was started in September, 
1953, it is reported by T. J. Henry, 
assistant general sales manager of 
advertising, sales promotion and 
training for Mercury division. 

Since that time 16 dealer confer- 
ences have been held in Detroit, 
and 361 owners, managers and key 
men from 321 different dealerships 
from throughout the nation have 
participated, according to M. G. 


, Orlovich, conference manager. 


In tne two-week sessions all 
phases of the most effective dealer- 
ship operation are reviewed. The 
conference is designed to help de- 
velop a strong dealership organiza- 
tion through the exchange of ideas 
and experience between dealer 
members and top sales management 
people of the division. 

Dealer enthusiasm for the pro- 
gram is high, Orlovich reports, 
with 109 owners and partners, 51 
general managers, 53 sales man- 
agers and 70 department heads 
among the graduates. 

In addition, six conferences have 
been conducted for 194 Lincoln- 
Mercury district sales office people, 
with every district represented. 


Chattanooga Tags 
Go on Sale for $5 


CHATTANOOGA, Tenn. — The 
1956 $5 city automobile windshield 
sticker has gone on sale at the City 
Hall, the local safety lane and 
downtown banks. 

According to Mayor P. R. Ogli- 
ati, car owners are required to buy 
the stickers if they live or work in 
the city or drive into Chattanooga 
as many as 30 times per year. 

Aug. 1 is the deadline. Violators 


are subject to court citation and 


fines, the mayor said. 


Back in Action 
Old-Time Cars to Take Part 


In Four-City Tour 


EVANSVILLE, Ind.—More than 
100 persons and a number of old- 
time cars are expected to take part 
in the four-day Horseless Carriage 
Midwest Tour which will leave In- 
disnapolis Tuesday, July 12. 

The affair will see the group 
travel from Indianapolis to Evans- 
vile on July 12, from Evansville to 
Louisville on July 13, from Louis- 
ville to Cincinnati on July 14, and 
the last leg from Cincinnati back 
to Indianapolis on July 15. The tour 
Participants will be greeted in 
Evansville by members of the Olde 
Time Auto Club. 


| cases,” he added, “the term is 


more or less honorary title since 
the skill is limited to one partic- 

ular operation of a complex 

trade.” 

He said that if this country is to 
maintain industrial supremacy 
“which is the basis of the protec- 
| tion of our security and expanded 
| standard of living, industry must 
|invest in the training of skilled 
manpower, as it invests in new 
| plants and equipment.” 

Lubin urged labor and industry 
to create a pool of skilled workers 


from which all might draw. Train- 
|ees should be encouraged through 
a scholarship system—whose course 


dustry, labor and government. 
* * + 
E ADDED: “Schools must do a 
better job of educating.” He 
derided the concepts that automa- 
tion would make the training of 
workers useless. 

“The emphasis will shift from 
brawn and muscle to craftsman- 
ship,” he said. While acknowl- 
edging that he could not fore- 
cast how many workers would be 
needed in the future, he noted 








to which all would contribute and | 


could be a joint undertaking of in- | 
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| 
that, “in an automatic stamping 


plant today, unit per unit, as 
many workers are needed to push 
| a job through to completion as 
before.” 
| In defining skilled workers Lu- 
bin emphasized that he did not 
mean semi-skilled—not skilled at 
| one particular job—but fully trained 
and adaptable journeymen. 

“Time is on our side,” he ob- 
served, “automation can not come 
over night and unemployment on a 
|national or area basis need not 


result.” 
* + * 


Ps * if you want to find out how 
much of an increase is due in our 
| national capacity for production. 
| Under the present system some 
| skilled jobs would have to be brok- 
en down into 100 or 200 different 
| parts. 

If working techniques were to be 
applied now, Lubin’s hope and that 
of every intelligent American is 
that this nation might soon devote 
full time energies to full time peace 
| time production when that 
| happens everyone will benefit—the 
|consumer and the owner. 





Read the Census reports | 








Texas Dealers Learn at First Hand— 


Two Dodge Truck dealers, E. E. Louthan and G. C. Dowell, of Louthan-Dowell 
Motors, Lubbock, Tex., believe in knowing whereof they speak when talking “trucks” 
with customers, They are shown arranging to drive home new model trucks from the 
| Detroit factory so that they can familiarize themselves with the features. Arranging 





the route, from left, are William S. Woolsey, Dodge Truck general sales manager, 
| 
| Louthan; K. C. Deacon, general truck manager, and Dowell. 








But almost 11 million PARADE readers said “yes” 


to this picture and stopped to read PaRaDe’s recent story 


on new-born babies. 


Fresh, off-beat stories like this make PARADE the 


best read magazine in the country, according to independent 


surveys, and give advertisers twice as many readers 


per dollar as the 


No doubt about it: To open new markets, to establish 


big weekday magazines. 


brand name, to build sales every day, all week long — 
PaRADE has what it takes! 


PARADE ... The Sunday magazine section of 47 fine newspapers in 47 major markets 








... with more than 14% million readers every week. 
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Each year America’s rooftops yield a new 
The past season produced a bumper crop 
on all counts: 3% million new television 
antennas, bringing the total number of 
The average television family spent more 
time watching its screen than ever before 


increasingly over the face of the nation. 
television homes to 34,567,000. 





—5 hours and 20 minutes a day. 






































Li 

















Harvest 






AAT Sh 
= _ io< TE sown 
AY UY 


ee RF 
ZS . S45 aod 














os AES AZNIED ys 
Les 
ay 





























ELECTRIC FAN—The Roll-About electric 

fan, mounted on rubber wheels, has a 

20-inch propeller rated at 3,950 cubic feet 

per minute. The two-speed motor is 

mounted in rubber. Precision Equipment 

Co., 3716 Milwaukee Ave., Chicago 41, Ill. 
* 





brackets. The frame can be used to lift 
motors and front or rear ends. Chesney, 
Inc., 720 Towne Ave., Los Angeles 21, 
Calif. 


* * * 


FLOOR MACHINE—The K-19 floor ma- 
chine is a 19-inch model with “balanced 
power" said to minimize torque and 
counterbalance the handle weight. A cush- 
ioned gear arrangement aids in with- 
standing shock, it is claimed. Several 
brushes and attachment are available. 
The machine is powered by a %-horse- 
power motor. Kent Co., 873 Canal St., 
Rome, N. Y. 


SALES KiT—The lambert Method follow- 
up kit consists of four inter-related parts. 
lt is designed for use by both manage- 
ment and salesmen. It is said to be valu- 
able, too, in breaking in new salesmen. 
S$. W. Lambert Co., Wyandanch, Long 
Island, N. Y. 


Reynolds Metals Issues 
‘Do-It-Yourself’ Booklet 


A 12-page instruction booklet on 
“Meeting Room Equipment Ideas” 


‘A’ FRAME—A do-it-yourself “A” frame | @ spray applicator and brush. Alsol 
is put together from seven pieces of lum- said it will remove stains, discolor- 
ber and a pair of Chesney sawhorse | ations, tars, grease, ete. 


..|vent auto theft. The unit is 
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has been published by Reynolds | 
Metals Co. It shows how to make | 
10 items from Reynolds’ “do-it- | 
yourself aluminum.” 
Among those included are lec- | 
|tern, flannel board, carrying case, 
jeasel, stool, projection stand and | 


speaker’s timer for conference | 


rooms and field meetings. 
= 





been marketed which weighs 28 ounces 
and is equipped with an automatic dis- 


tires and air-operated tools. The filter is 
said to trap any substance heavier than 
air. When the air flow stops, an internal 
valve changes position allowing the full 
line pressure to force collected water and 
dirt out at the bottom. Engman Mfg. Co., 





St., Des Moines, la. 
* ” * 








STORAGE ARM REST—The Thermo Arm 
Rest serves as a portable, insulated stor- 
age compartment for carrying cold drinks 
or food. it has a removable inner com- 
partment and is covered with simulated 
alligator leather. The arm rest is 15 
inches long, seven inches wide and seven 
inches high. Wallace Brands Co., 20) 
Broadway, Toledo, °. 


Alsol Predues Shanallle _ . Juice ed 


Leather, Plastic Cleaner | TIRE TESTER—The Big Four tubeless tire 


Alsol Products Co., Newark, N testing tank is made of galvanized metal. 
J., has introduced a cleaner for Cadmium-plated rollers are mounted at | 


: . he bottom. Big Four Industries, Inc., 5938 
leather and plastic which it calls : aoe : 
Sparkleather. Carthage Ave., Cincinneti 2, ©. 


The firm said it is marketed with ——_—— fiers Manual 
On Oil Filter Installation 


The Purolator oil filter service 
manual tells how to select and in- 





* 


refills in all makes of cars. 





and text on selecting the right re- 

fill, housing locations, gasket instal- 

lation and general procedure. Pur- 

olator Products, Inc., Rahway, N. J. 
* *” * 


COPPER 





BRAKE LOCK — Auto-Safe is a key- 
operated hydraulic lock designed to pre- 
mounted on 
the car's dash and connects with the 
hydraulic brake line. When the key is 
turned, the driver steps on the brake and 
locks them. They are released by turning 
the key. The unit is said to fit all cars. 
Auto-Safe, Inc., Rocky Ridge, Md. 

x * 


Illustrated Folder Details 


Maintenance Materials 


Maintenance, Inc., has published 
an illustrated folder discussing uses 
for the firm’s Carbo-Tread floor 
maintenance materials. 

These include resurfacing and 
repair materials for factory, office, 
school, church, hospital, hotel and 
theater floors. Copies may be ob- 
tained by writing the company at 
Wooster, O., and asking for bulle- 
tin M-1219C. 


* *® * 





CAR MIRRORS—Griffin mirrors feature 
copper backing on their lenses. Electro- 
plated, the copper is said to give longer 
mirror life by resisting condensation, 
clouding and peeling. Rectangular models 
also have a rubber housing around the 
lens. Griffin Lamp Co., Hamilton, Oo. 


” 


ALL-ANGLE DRILL—The Proto 370 all- 
angle drill has a chuck which swings in 
a 270-degree arc to reach difficult places. 
The handle turns in a 180-degree arc at 
right angles to the chuck path. The drill 





comes in chuck capacities up to one- 
quarter inch. Storage space is provided 
in the handle for drills. Plomb Tool Co., 
2209 Santa Fe St., Los Angeles, Calif. 

+ * om 


Sherman Book Gives Data 


On Starting Auto Wash 


A booklet containing information 

TIRE TESTER— Model 211 features a| for persons interested in establish- 
capillary-type pressure indicator with high | ing an auto laundry has been pub- 
legibility, it is stated. The instrument is | lished by Sherman Vacuum Equip- 








supplied in a leather pouch. A. R. Fisher| ment Co., 14254 Wyoming Ave.,| 


Products Corp., 21-21 
| Long Island City 1, N. Y. 


Forty-fourth Dr., | Detroit 38, Mich. 
Among other points, the booklet 


AIR FILTER—An automatic air filter has | 


charge. The unit is designed to prevent | 
water, grit, scale or sludge from entering | 


EMCO Pneumatic division, 1317-19 Locust | 


stall Purolator Mocronic oil filter | 


The 16-page booklet has pictures | 


*| 1000 W. 50th St., 
* 
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NEW PRODUCTS 


offers advice on selection of a loca- 
| tion as well as supplies and equip- 
“Facts and 


ment. It is entitled, 
| Figures.” 


| 
| 
| 
| 
| 
| 


HOSE CLAMP—The Aero-Seal Jet hose 
clamp is attached by pushing the housing 
to a snug-fitting position on the clamp 
band. Worm screw threads drop into slots 
automatically, it is said, and the worm 
screw is then turned until tight. The clamp 
is made of stainless steel and comes in 
a wide size range. Aero-Seal Hose Clamps, 
700 Liberty Ave., Union, N. J. 





| 


BRAKE FLUID RESERVOIR — A brake 
fluid reservoir that mounts under the hood 
enables a motorist to tell the fluid level 
at a glance. A fitting connects to the 
master brake cylinder and a flexible tube 
leads to the transparent reservoir mounted 
on the fire wall. Darwin Products, Inc., 
Chicago 9, Wl. 





TIRE CLEANER—Valley whitewall tire 
| cleaner is offered in an unbreakable, 
multi-colored plastic squeeze bottle. The 
cleaner is sprayed on the tire. Valley 
Products Co., 1201 S. Melville St., Phila- 
delphia 43, Pa. . 


SQUEAK DETECTOR—The B & K port- 
able squeak detector is used for locating 


car noise sources. It comes in a case 11 
by 7% by 5 inches and is said to require 
no special training to operate. B & K 
| Mfg. Co., 3731 N. Southport, Chicago 
13, I. 

















UNIT HEATER—The Overhead Panelbloc 
is a gas-fired unit heater that needs no 
electrical connections. The heater gives off 
infra-red rays to heat persons and ob- 
jects rather than the air, the manufac- 
turer states. No fan or blower is used. 
Two models are offered, CR63 with a 
62,500 British Thermal Units input and 
CR125 with a 125,000 Btu input. Thermo- 
bloc division, Prat-Daniel Corp., 2 Mead- 
ow St., South Norwalk, Conn. 

* * * 





BATTERY CABLE — The Jano battery 
cables are said to last longer due to 
the fact that connections are protected 
by a plastic cup filled with heavy oil. 
Jano Sales Co., 2946 Los Feliz Bivd., Los 
Angeles 39, Calif. 





GREASE GUN MERCHANDISER—A one- 
piece corrugated counter merchandiser is 
available for Aro grease guns. Red and 
black printing identify the products and 
corrugated flaps bend forward to hold the 
three guns in place. The merchandiser is 
made by Hinde & Dauch, Sandusky, O. 

— = 2 





AUTO WASH—The Universal auto wash 
|is said to require only one-man operation. 
The washer moves on a track from the 
front of the car to the rear while the 
car stands still. The car is washed in 7, 
to 10 minutes, it is claimed. The system 
produces its own water pressure and can 
be fed by an ordinary hose, it is saic. 
Universal Auto Wash Co., 24422 Ryan 
Rd., Center Line, Mich. 

* *® 


Totrust Enamel Comes 


In Pressurized Cans 


Totrust Instant Dry Enamel] is 
available in a pressurized can for 
spraying and touch-up of machin- 
ery, trucks, farm equipment ani 
other metal products. 

It is said to give a high-gloss 
finish and resist corrosion an1 
dampness. The paint comes in 13 
colors. Wilbur & Williams Co., 1:5) 
Lincoln St., Boston 35, Mass. 
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How They're Pushing Sales .. . 





Dealer Ad Ideas 


For Grads 


ENMORE MOTORS, Buffalo, 
went after used-car business in 
convertibles at graduation time by 


suggesting a convertible as an ideal | .> trom Birmingham, there lived a 


gift for the graduate. 

The agency launched the deal 
with an unusual newspaper ad 
featuring a sketch of a prescrip- 
tion bottle which bore the label: 


Bessemer, Ala. Following is the text 
of the “fable,” called “The country 
mouse who decided to trade in his | 
horse for some horsepower:” | 

Once upon a time, on a farm not | 


| 


|mouse who dreamed of someday 


“RX Teen Tonic.” A sketch of a | 


convertible was spotted in a huge 
spoon. 

Said the ad caption: “Kenmore 
Motors Teen Tonic For Spring 
Graduates. Recommended for the 
relief of car-itis, pout-itis and Dad’s 
headaches. A treatment that will 
ease most family tension.” 

* * * 


Pokes at Competition 


M D. THOMAS (Hudson), Mar- 
¢ shall, Mich. has taken a 
critical view of the competition’s 
business methods in his recent ad- 
vertising. 

“American Motors does not over- 
produce. Our market is not flooded. 
Hence our resale value is high. 
Competition is after our cars in 
order to liquidate their overstock 
of new cars,” says one example. 

“Would you like to buy an auto- 
mobile the same as you would a 
bathtub?” 
another Thomas ad. “That’s what 
will happen of the Big Boys keep 
flooding the market and _ stifle 
competition. 


“Be an individualist! Buy inde- 


pendent! Patronize small business! | 


Beware of fostering monopoly!” 
* * + 
Know Your Salesman 


A 62-member staff of Wendle 
Bros., Ine. (Lincoln-Mercury) 


asks the headline of 


FULL-PAGE ad emphasizing | 


ap- | 


peared in the Spokane (Wash.) | 


Spokesman-Review. 


The ad contained photos of | 


every staffer, including individ- 
ual pictures of co-owners Rex 
and Chud Wendle, the sales man- 
agers and every salesman. There 
were group photos of office, fi- 
nance, parts and service person- 
nel. 

“From whom do you buy a car?” 


was the banner line over the pres- | 


entation. 
* * * 


Financing Gratis 


“TREE financing up to 24 months 
on ’55 Dodges and Plymouths 


is promised in the Louisville Times | 
advertising of Hannah Motors, Inc. | 
The dealership says it will absorb | 


financing charges on older used 
cars up to eight months. 

“Your old car need not be paid 
for in order to trade,” says the 
ad. “Insurance coverage of a fi- 
nanced car is a customer’s re- 
sponsibility.” 

Hannah is open evenings to 9 


p.m. and “Sunday after church.” 
a * ok 


Veteran Campaigners 


UMBLE Chevrolet - Oldsmobile, | 


Toronto, emphasized the 235 
total years’ experience of its sales 
staff in an institutional newspaper 
ad. 

The ad carried photos of vari- 
ous members of the staff and ac- 
companying copy read: 


“Here are the men whose com-| 


bined efforts and experience give 
you more value for your automo- 
bile dollar. The sales staff who sees 
that you get courteous, helpful 
guidance when you purchase your 
new Chevrolet, Oldsmobile or used 
car, the service manager to whom 
you look for better and more per- 
Sonalized service, the parts man- 
ager supplying the service depart- 
ment for all your needs.” 
* * * 
Sell °em Cowboy! 


HE cowboy theme was carried 

all the way through an ad of 
Valley Motor Co. (Ford), Salem, 
Ore. Featured was a photo of all 
Valley’s “ranch hands” dressed in 
Cowboy and cowgirl garb. 
_ “Yahoo ... head for the corral 
= roundup time!” bannered the 
ad. 


Truly Bodacious 


7 RNING story-teller to make a 
sales point advertising - wise 


was Drennen Motor Co., Inc. (Chev- | 
Tolet-Buick), Birmingham and! 


owning a shiny new car. 

One day he heard about an 
automobile dealer who was offer- 
ing a really bodacious tradein 
allowance on a new automobile. 
“Boy, oh, boy,” squeaked the 
mouse, “he’s gonna give me so 
money for my old horse, I can 
practically swap even!” 

“Hold on there, boy,” said the 
horse (who, as anybody might 
guess, was loaded with good old 
horse sense) ... “don’t you know 
that something for nothing just 
ain’t? Let’s do a little figuring— 
after all, it’s not what you get for 
tradein that counts—it’s the money 
difference you have to pay between 
me and the new car you need to 
know about. 

“The buggy that my great, great 


| ‘Not Philanthropists’ 





grandfather used to pull around! nizing that “no down payment” 
came from a place called Dren-| means heavy interest charges 
nen’s. Let’s trot over to 20th St.| during the life of his contract. 
and see those folks. It’s just horse | We give him credit for having 
sense that you've got to treat folks! the common sense to carefully 
right to stay in business for 86| check figures and make certain 
years.” | he gets all that he is paying for. 
This proved to be good advice, | We give him credit for realiz- 


present car will probably cover it. 
And you can pay for both of them, 
too, with only one low monthly 
‘payment. Why make one car do 
if you really need two?” 

| + * * 


Jet Propelled 
ERGER-OLDSMOBILE Balti- 
more, ran an airy ad showing 
the owners perched on a rocket 
ship. The ad copy was in the form 
|of an “order of the day” to Sales 
|Manager Paul Hisenberg. His in- 


for the money difference on the ing that Santa Claus comes but 
car the mouse wanted turned out 
to be lower at Drennen than any- 
where else—so did the finance 
charges. 


once a year and presents, not the 
customer, are in the bag. 


We make these observations with 


And our hero ended up with t | Bood nature and with due appre- 
right price on the horsepower he | Sation of the patronage from folles| Ste tttone: 
wanted—instead of the horse laugh. | pon mutual respect and confi-| “Break all existing sales records 
ali |dence. They like our old-fashioned, | for the 1955 Rocket Oldsmobiles. 
| on-the-barrel-head way of selling | Shoot the works on tradeins to do 
|it. Go as high as necessary to help 
}us make our biggest month ever. 


| The sky’s the limit.” 
| 








VETERAN Ford dealer, Harry | "€W and used cars. 
Sandager, of Cranston, R. I.,| eg ss 
sharply criticized so-called “bait| One Payment, Two Cars 
a eee eiece eu | KEN RALPH-FORD, Rochester, 
: aed Se ae | N. Y., promoted second car| 


oe ane can ae aati wes | business by pointing out that cus-| 


tomers can purchase two cars with | 
Yes, | 
realizing that automobile dealers 


we give him credit for | one down payment. 

> ‘ A newspaper ad pushing the 
are not philanthropists, but are idea was mounted “Dan oa use 
in business to make money. | » second ear?” 2 7 
4 We give him credit for know- | Copy read: “You can have it. 
ing that anything he gets “free” |Basy, too. Through special ar-| 
he pays for somehow, some- |rangements with our local bank, | 
where, in the deal. you can now purchase two cars| 
'with one down payment. Your). 








Doing a Flavor 


For Sundae Drivers 


NEW YORK. — Hues shock- 
ing and brilliant are not confined 
to U. S. autos. 


| A dealer in imported cars here 
| 





last week advertised an Aston 
Martin “painted crushed straw- 
berry with blue leather uphol- 
stery.” 














The Great A & P 


largest US food chain...in 1953 had 4,247 stores and 
$3,989,103,000 sales—12.1% of the national 
total of food chain sales.* 

A&P sales, however, reflect its merchandise, prices 
and service, rather than its size. Size is not always 
synonymous with value... 

For instance, one magazine with only 1,300,000 
circulation wraps up in an efficient and economical 
package the best of this country’s farm buying 
power—SuccEssFUL FARMING. 

SUCCESSFUL FARMING subscribers include 42% of 
all farms earning $10,000 or more...produce 53% 
of the US total of all grains, 57% of the hogs, 44% 
of the dairy products, 44%, of the eggs. 

For some years, their average annual cash income 
has been around $10,000—represents an $11 billion 
market, the equivalent of another national suburbia. 

Because SUCCESSFUL FARMING for fifty years 
has helped its subscribers make more money and 
live better...this magazine has more influence with 
farm families than any other medium. You need 
SF to balance national advertising schedules, to find 
new quality prospects! Inquire any SF office. 


*Source: Topics Publishing Company 


MEREDITH PUBLISHING COMPANY, Des Moines... 
offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


B4? HOMBURG, Germany. 
Three automotive facts clearly 
were apparent during a quick trip 
through southern Germany: 


| 

1, Germany is further speeding up | 
rebuilding, expansion and rearma- | 
ment. I have never seen so many | 
new dies for future models. Auto- 
motive plant facilities, in general, | 
should enable a 30 to 40 percent in- | 
creased production in 1956. 

2. Solex of Germany—member of 
the Solex (French) family of car- | 
buretor factories—now is using a| 
plastic float. 

3. The new super-speed truck. 

+ * + 


Truck Speed Record? 


DO not know if there is such a 

thing as a world’s speed record 
for trucks. However, Mercedes of 
Stuttgart has created a prototype 
which does up to 105 miles an hour. 
It is equipped with a six-cylinder, 
gasoline injection sport motor and 
presently ‘is utilized for race car 
transportation. 

Mercedes probably will custom- 
build one for those who have a 
need for such a vehicle. By the 
way, Mercedes stocks (Daimler- 
Benz Corp.) shot up from about 
265 to a high 370. 

In order to answer inquiries: 
Yes, Porsche (Stuttgart - Zuffen- 
hausen) will sell a chassis to 
those who want a custom tailored 
body. Price for the touring-sport 
job with air-cooled rear engine 
will be about $1,900 f.o.b. 

This. should answer Boano’s 
question from Turin, Italy, which 
is anxious to produce a body for 
that model. For those questions as 
to duty-free import and export of 
a chassis to and from Italy, please 
ask the Boanos. They know all the 
details as does John Fitch, the 
driver, who represents them in 
New York. 


* * * 


Ford Taunus Tested 


I AM testing at present the 1955 
Ford Taunus 15-M with four- 
speed transmission. Car is not bad 
at all—but, in general, Ford and 
Opel appear to have too little to 
say in regard to design for Con- 
tinental European conditions and I 
do believe the German plants 
should be listened to as they rep- 
resent large dealer bodies. 

The dealers complain that both 
firms are not flexible enough in 


Allis-Chalmers 


Shifts Divisions 


MILWAUKEE. — Allis-Chalmers 
Mfg. Co. has announced a “realign- 
ment” of its six operating divisions 
to strengthen its market position 
—e provide faster customer serv- 
ce. 

Three of the six divisions will be 
in the industries group and three 
in the tractor group, said Robert 
S. Stevenson, president. 

J. L. Singleton, vice-president and 
director, will head the industries 
group and W. G. Scholl, also a 
vice-president and director, will 
head the tractor group. The six 
divisions all will be headed by a 
general manager, Stevenson said. 


Ee sy 
WHOLESALE ONLY 
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SETH-BOYDEN INC. 


871 CLINTON AVENUE 
a Rate eth oe 


ESsex 4-7700 


CHARGES 


A rT 
All makes, models Aa 


REVERSE 


ae, ZoF Sat & Sun. f0 6 


100 Feet of 48-12” x 18” Pennants 
All-Weather Durafillm Only $4.50 
retunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 


regard to design and believe that 
testing should be done more un- 
der more typical road conditions 
—which are not good—in order 
to offer safer vehicles in regard 
to road holding, curve taking, 
etc. 

Robert Bosch, long before the 
war, had a prototype of a new 
starter which does not drive the 
flywheel and would be noiseless. It 
could be that this idea may be pre- 
sented again. 

And camping has become a big 
business over here! 

7 * * 


Gas Turbine Tested 


A GERMAN gas turbine that does 
not use a heat exchanger is 
now under test. The inventor, Paul 
Schmidt, Munich, who also designed 
the motor of the V-1 (buzz-bomb) 
rocket flying bomb of World War 
II, claims that the operating tem- 
peratures permit usage of normal 
materials. 

The reduction of temperatures is 


created, he said, by cycles of gas 
and air streams utilizing resonance 
and other physical laws. Since) 
Schmidt has been a successful pio- 
neer in this field, I take his new | 
idea seriously. | 
It is called the Schmidt Rohr | 
(Schmidt tube) and the theory is 
this: When one creates a turbine | 
with continuous combustion, very | 
much heat is developed and much 
of the power is used up for heat 
transfer. 
The Schmidt turbine is a contin- 
uation of the tube. Combustion is 
cyclic which allows for columns of | 
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Speed Goes 'Piggyback'— 


World's speed record for trucks? Mercedes of Stuttgart custom-built the above 
truck which has attained a speed of 105 miles per hour. The entire cab projects out 


air preceding the combustion cycle. | over the front wheels. It is a prototype and powered by a six-cylinder, gasolire 


Resonance and other complicated 
principles are involved, however, | 
the finished turbine appears rather 
simple. 

Schmidt claims that cycling may | 
mean a bit less power but so many | 
advantages due to limited temper- 
atures and simpler materials are | 
gained that his turbine will become | 
a popular power plant. 


pclante 


injection sport engine and presently is utilized for race car transportation. 


placed by the Dutch Government 
earlier this year. 
A similar consignment is sched- 


342 Jeeps Start Voyage 
From Toledo to Holland 


TOLEDO. — A shipment of 342|uled this month aboard the Prins 
military Jeeps direct from Toledo | Willem IV, a sister ship. The Jeeps 
to Rotterdam, Holland, has been | weighed approximately one million 
made aboard the Prins Willem II.|pounds and were boxed for the 
It is a part of a 4,000-unit order | trip. 


Progreceive Engineering 








ye 
ut 








By J. B. Van Tassel 


Dealer Business Counsel 


oe to my analysis of 
dealers’ statements sent in for 
analysis from all parts of the coun- 
try, the final net profit after Fed- 
eral taxes, decreased from 1.4 per- 
cent of total sales of all depart- 
ments in April to 1.1 percent in 
May. 


The main reason, of course, for. 


this decrease was the compara- 
tively large increase in used-car 
trading loss and an increase in 
total expense in spite of the fact 
the total sales volume remained 
the same in these months. 


Expense control is very impor- 
tant in these days of wild competi- 
tive trading. In fact about the only 
way to stay in this business and 
stay competitive in today’s market 


Dealer Business Counsel 


Net Profit Slump Increases the Importance 
Of Tight Control of Expense 


[total sales volume of all depart- 
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cost and expense controls at all 
times. 

For example in connection with 
expense controls: The average) 
dealer nationally made a net profit 
for the year 1954 of 0.6 percent of 


ments. In terms of expense reduc- 
tions this means that every time a 
dealer reduces expenses six tenths 
of one cent it amounts to the same 





St. Louis Dealer Gets 


Americanism Award 

ST. LOUIS.—William F. James, 
treasurer of James Chevrolet, 
Inc., and president of Boys’ Town 
of Missouri, has received the sec- 
ond annual award of the Allied 
Veterans Americanism Commis- 
sion for “outstanding services on 
behalf of the American youth.” 








is to operate on a rigid basis of 


net profit as selling one dollar in 


total sales. 
* + 


+” 

$6 Equals $1,000 
o™ cents is the net profit equiva- 

lent of $10 in total sales, 60 
cents is the net profit equivalent 
of $100 in total sales volume, $6 in 
expense reductions is the net profit 
equivalent of $1,000 in total sales 


jand $60 in expense reductions is 


the net profit equivalent of $10,000 
in total sales in all departments. 

Expense and cost controls are 
probably the best profit tools in a 
dealer’s business in these days of 
stiff competition. There are several 
different ways of controlling ex- 
pense of the business. 

One is on a sales volume basis, 
either new-car sales volume or 
total sales volume of all depart- 
ments; another is on the basis 
of gross profits as produced by 
sales volumes, and still another 
is on the basis of expense to ex- 
pense. 

The first method of controlling 
expenses on strictly a sales volume 
basis, 


Wakec the Difference 












| 
| 


DELCO-REMY’S NEW 
HEAVY-DUTY SPRAG CLUTCH 
HANDLES HIGHER TORQUE LOADS 





Dealer Directory— 


A pictorial directory of personnel is 
being supplied 75 dealers in Southern 
California by artist Jack Lane. Caricatures 
of salesmen are placed in the showroom 
with their names written at the bottom. 
Howard Poston, general manager of Bones 
Hamilton Buick, Van Nuys, looks over his 
company’s directory. 


ume, is unsound, because you cannot 
pay the expense of doing business 


without regard for gross|out of a sales dollar that does not 
profit produced by the sales vol-| produce a_ sufficient amount of 
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gross profit to pay expenses and 
make a net profit. 
* + 


Sound Expense Control 


Hevea where the expenses 
are’ controlled in line with a 
combination of both sales and 
gross profits produced, you are 
then operating on a sound basis of 
expense and profit control. The 
best way to control expense of op- 
erations on a combination sales 
and gross profit basis is, for ex- 
ample, to let us assume your total 
sales volume of all departments of 
the business amounts to $100,000, 
cost of sales $75,000 and gross profit 

Now, in order for you to make 
a profit of $5,000 you cannot 
spend in excess ‘of $20,000, or 20 
percent of total sales volume. So, 
in this case, you would use the 
20 percent of total sales as your 
controlling factor in the amount 
of total expense you could spend 
in relation to total sales. 
However, in order to check the 
individual expenses that go to make 
up this total allowable expense of 
20 percent of total sales, it would 
be necessary to develop your indi- 
vidual expense standards in line 
with this total and as taken from 
your own expense experience over 
a reasonable period of time. 

(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, in care of 
Automotive News.) 











Chicago Dealer 
Expands Sales 
To Outdoor Lot 


CHICAGO. — Walton Motors 
(Chrysler-Plymouth) has opened an » 
outdoor lot which it is operating 
for both new and used-car sales. 

The new location, paved with as- 
phalt and brightly lighted, is within 
walking distance of the firm’s main 
office and showroom. It is protected 
by automatic sliding fences and in- 
éludes three offices for “closing” 
rooms. 

Walton is one of the oldest deal- 
ers in the nation, having started 
as a livery service in the 1880's. It 
branched out into the finance busi- 
ness and entered the auto sales . 
field in the early 1900's. 


Couri Now Heads 






Although no larger in size than earlier types of heavy-duty 
overrunning clutches, Delco-Remy’s new sprag clutch has much 
higher torque capacity. Its remarkable increase in torque capac- 
ity is accomplished by a division of the load among 32 elements 
(sprags) rather than six rollers as in former overrunning clutches. 


Other important mechanical features of the new clutch are... 
relative rotary motion between pinion and ring gear, provided by 
a spiral spline, which normally relieves tooth abutment on first 
attempts and insures starts on second attempts . . . stop sleeve 
which limits pinion travel to prevent “‘spinning meshes”’ if abut- 
ment is not relieved on first attempt . . . provision for full mesh 
engagement of pinion before cranking occurs to eliminate corner- 
of-tooth breakage and fatigue . . . low-friction overrun at high 
speeds provided by external contracting spring which automati- 
cally relieves tension on sprags under centrifugal force. 


Specifically designed for cranking motor applications, this new 
sprag clutch is typical of Delco-Remy’s willingness and ability 
to be ready when further advances in automotive electrical 
equipment are needed. This is Progressive Engineering at work. 


a 
, 


Delco-k 
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ELCO-REMY e DIVISION OF GENERAL MOTORS e ANDERSON, INDIANA 


Maine Dealers 


AUBURN, Me.—Dewey W. Couri, 
of Couri Motor Co., Portland, has 
been elected president of the Maine 
Automobile Dealers Assn. to suc- 
ceed Henry M. Strout, of Bangor, 
who resigned. Strout plans to take 
over a dealership at Sharon, Mass. 

Moved up to higher offices were 
E. A. Joseph, of Waterville, first 
vice-president, and W. Hazen Jew- 
ett, of Lewiston, second vice-presi- 
dent. 


One-Piece Trailer Roof 


LAKE, Mich.— The 
first house trailers built with a one-. 
piece reinforced plastic roof are be- 
ing produced here by New Home 
Coach Co., Inc. The roofs are made 
from fiber glass fabric and polyester 
resin. 





INTERESTED IN FLEET 
VOLUME? 


plus added service profits 


We operate, service, and replace hun- 
dreds of leased cars in your area. If we 
can trade right—one and two-year old 


Chevs, Fords for new—you cash in on 
large, continuing volume, Add year-round 
revenue for your service department. 
Write or call 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois Museum 4-6969 














MORE AUTO DEALERS SPECIFY 


| PERSONALIZED NAME PLATES 
| THAN ANY OTHER MAKE 
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Prestone Uses Visual Aids— 


groups, service technicians and technical schools. 





owners praise 


Dealers find that 75 per cent of al/ shop 
jobs are more efficiently handled on Globe 
‘‘Frame-Kontact” Hoists. For them, profits 
are going up and up as the volume and quality 
of their services are raised. 


‘ “SAVE 50% OF TIME...” 
“We have just installed six Frame-Kontact 
Hoists. They save 50 per cent of the time on 
most jobs.” Anderson, Indiana, dealer 


“HELPS SELL ADDITIONAL MERCHANDISE..." 
“We have installed four Frame-Kontact Hoists 
and find they save 25% on labor operations 
: besides selling additional merchandise. We intend 
to install three more.”” Canton, Ohio, tire dealer 


AN-712-FKH(2) 
GLOBE HOIST COMPANY 
East Mermaid Lane at Queen Street 
Philadelphia 18, Pennsylvania 


Please send me complete data on Globe ‘’Frame-Kontact”’ 
Hoists including information on their superior lower bearing 
construction, polished cylinder, low oil control and other 
advanced features found only in Globe. 


Name 
Company 
Address 
City Sfate 


emapenenenenmnawel 





A salesman uses an illuminated display panel to illustrate the operation of a car 
cooling system. The panel, along with talks, sound-slide films and a working model | Coddington and Newton Smith), 
of a cooling system, is part of an audio-visual service presentation for Prestone | tighland, N. J.; Midway Motors 
anti-freeze. National Carbon Co., division of Union Carbide and Carbon Corp., is 
offering the presentation for use by marketing organizations, fleet operators, dealer Parks), Murray, Ky.; Cookman 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


GLOBE Frame.ffonte! HOISTS 


“FASTEST, MOST EFFICIENT..." 

“We have nine Hoists in our dealership, only 
one being a Globe Frame-Kontact. We find it to 
be the fastest, most efficient of them all.” 


“BEST HOIST FOR CHANGING TIRES..." 

“It’s the best Hoist I have ever used for chang- 
ing tires, putting on chains, packing wheels, and 
adjusting brakes. Very easy to work under and 
saves me a lot of time oh most cars.” 


“BEST LUBRICATION HOIST IN U.S...." 


“I think it is the best lubrication Hoist in the 
U.S. . . . faster, easy to drive onto, and the sus- 
pension is free.”’ 





The principle of ‘‘Frame- 
lifting was in- 
vented, pioneered, patented 
licensed by 
Hoist Company under the 
following U.S. Patents: 
2458986 - 2593630 - 2593635 
-2612344 -2612355 -2654443. 
Other U.S. & Foreign Pat- 
ents issued and pending. 
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Across the Nation .. . 


Studebaker has franchised 14 new 
|dealers in 11 states. The n&mes of 
|the companies and the dealers along 
| with locations follow: 

Ohman Service (Paul M. Ohman), 
| Hesperia, Mich.; Russ Cox Sales & 

Service (Russell L. Cox), Auburn 
| Heights, Mich.; Cullum Motor Co. 
| (Frank H. Cullum), Tulia, Tex.; 
Vosika Motor Co. (Victor Vosika), 
| Winner, S. D.; Tothill Auto Sales 
|(Howard B. Tothill), Lockport, 
N. Y.; Cooper Motor Co. (C. E. 
Cooper), Winnsboro, S. C.; Bill Wil- 
liams Auto Sales, Inc. (William and 
Annette D. Ciccone), Jersey City, 
N. J. 

T. & T. Motors, 


Inc. (Willard 


(Neva G. McClure and Edgar P. 
Motors (James B. Cookman), Rom- 
ney, W. Va.; Hanna & Sons Sales 
& Service (Arthur L., Jerry L. and 


"repair orders—UP 75%... 
parts sales—UP 133%... 
Bee 


Chicago, Illinois, dealer 


Yorkville, New York, service station 


St. Cloud, Minnesota, dealer 


land | 
me 


Globe 


Auto Dealer Changes 





i ee 
‘a, &: 
it bs ame) Mi 











Robert G. Hanna), Salem, O.; An- 
| dover Implement Co. (Lewis Lipps), 
|formerly of Andover, O., now in 
| Williamsford, O.; Dartmouth Mo- 
tors, Inc. (Lynn M. and Ramona J. 
| Ball and Howard A. Lord), New- 
port, N. H., and McCormick Mo- 
tors, Inc. (Francis E. Troy, Ross M. 
McCormick and Judge David G. 
Nagle), Roslindale, Mass. 


Nash Counts 
(13 New Outlets 


Nash has announced the enfran- 
chisement of 13 dealerships. Names 
of the businesses, dealers and loca- 
tions are: 

| Winchester Nash Co., Inc., An- 
|thony Voci, Winchester, Mass.; 
Humphries Nash, John B. Hum- 
phries, Bandera, Tex.; United Car 
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| 
| Sales, Kenneth E. Hopfe and Rob- 
|ert L. Hopfe, Austin, Minn. 
Elliott’s Service, Elliott Halstead 
Farmington, Minn.; Bruno’s Nash 
Service & Body Shop, Bruno J. An- 
tonelli, Hibbing, Minn.; Whitey’: 
Motor Sales, David L. Lares, Johns 
ville, Minn.; Brunell Motors, Her 
| bert H. Brunell, Alamogordo, N. 
Stanley Block, Stamford, Conn.; 
Billerica Motor Sales, Inc., Edwin 
P. Braley, Billerica, Mass.; Drexel 
Motors, John Proetto, Drexel Hill, 
Pa.; Robley E. Perkins and Robert 
R. Coolidge, Lake Placid, N. Y.:; 
Connecticut Services, Inc., Harold 
A. Hansen, Westport, Conn., and 
Don’s Nash Sales & Service, O. B. 
Stapleton sr., Ashland, Ky. 


* * * 


Brooks Buys Gilmore 


Ellis Brooks has purchased Don 
Gilmore Chevrolet Co., San Fran- 
cisco. He will operate under the 
name of Ellis Brooks Chevrolet, 
Inc. 


Buick for Community 


Community Motors, Mount Holly, 
N. J., has dropped its Lincoln and 
Mercury franchises and has been 
appointed a Buick dealer. F. Max- 
well is president. 

* * * 


New Hudson Dealership 


Johnson Motor Sales is a new 
Hudson dealership in LaPorte, Ind. 


* * * 


Hendricks Opens Mercury 


Hendricks Brothers Auto Sales, 
Bruce, Wis., has been granted a 
Mercury franchise. The owners are 
Chris and Chick Hendricks. 


* * * 


Metcalf Sells Chrysler 


Metcalf Motor Service (Chrysler- 
Plymouth), Shakopee, Minn., has 
been sold by J. A. Metcalf to W. L. 
Kelley, St. Paul, and Erving J. 
Bartlett, Minneapolis. 


* * * 


Bye and Holm Open Deal 


Billy Bye and Paul R. Holm have 
purchased Squires Motors Sales 
(Chrysler-Plymouth), Detroit 


Lakes, Minn. 
* a: oe 


Hudson Grants 
16 Franchises 


Throughout U.S. 


Hudson franchises have been 
granted to the following 16 dealers 
throughout the country: 

John Busch, Busch Motor Sales, 
Palatine, Ill.; Max and Robert 
Chize, Chize Sales and Service, Chi- 
cago; Robert E. Chaffee, Three 
Gables Hudson Sales, Kendallville, 
Ind.; Sloop Auto Service, High 
Point, N. C.; Alfred E. Loucks, 
Loucks’ Sales and Service, Pulaski, 
a es 

George D. Green, Brooks Auto 
Sales, Inc., Daytona Beach, Fla.; 
Denton Motor Co., Galveston, Tex.; 
Adkins and Garner Motor Co. 
Dothan, Ala.; Henry Klooster and 
Howard Ouderkirk, Charlevoix 
| Hudson Sales & Service, Charle- 
| voix, Mich.; Walter Casper, Casper 
Motors, Galena, IIl. 

M. J. O’Donohue, O’Donohue Mo- 
tors, El Paso, Tex.; Alvin Heidrich, 
Marshfield, Wis.; Jean S. Cuthbert- 
son, Rainbow Motor Co., Miami, 
Okla.; E. F. Timmerman, L 0 u is- 
berg Garage, Cuba City, Wis.; Ed 
Allen Motors, Rock Hill, S. C., and 
Arthur C. Engelbrecht, Engelbrecht 


Motors, Grafton, Wis. 
* * * 





Ackerman Buys Walker 
Bob Ackerman, St. Francis, Kans., 
has purchased Walker Implement 
| (International), Colby, Kans. 
* x Ok 





DeSoto Names Gilbertson 


Al Gilbertson Services, Enderlin, 
N. D., has been named a DeSoto- 
Plymouth dealership. Al Gilbertson 
is the owner. 

ca * * 


McKean Sells Ford Deal 


| McKean Ford Co., Sioux Falls, 
iS. D. has been sold to Frznk 
Prather and Robert E. Egan. "‘he 
|new owners will operate as Sioux 
|Motors. Prather is president «nd 
| Egan secretary - treasurer. For) er 
owner was W. E. McKean. 
*” * 


Tillman Opens S-P Deal 


Tillman Motor Co., Milbank, S. D. 
|has opened as a Studebaker-Peck- 
|ard dual dealership. 
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When you sell the $5,000- 
or-more market you're selling — 
the new car market 








This one-third of the nation’s families (38%) is 
buying three-fourths of all the new cars being sold today 


% ALL NEW CARS - 
% NATION'S FAMILIES BOUGHT BY THEM 
WITH $5,000-OR- 






- MORE INCOME* 


+1954 Survey of Consumer Finances, Federal Reserve Board 


The importance of the $5,000-or-more market, 
the fastest growing market in the country, 
is one of the big and basic facts underscored 
by the just-published report, ‘““THE PEOPLE 
BUYING NEW AUTOMOBILES TODAY.” 

The report is based on a new study of 
18,000 known buyers of new cars, 1,000 
buyers of each of the 18 principal makes. 
It shows how new car buyers have many 
characteristics in common, good clues to 
locating the prospects you have the best 
chances of closing. 

For instance, new car buyers not only 
have good incomes, they also have sub- 
stantial extra cash on hand (savings, bonds, 
stocks, etc.). It’s this extra buying power, a 
natural result of high incomes, that gives 
them the urge and the confidence to go out 
and buy—to buy new, and to buy now. 
While only a third of the nation’s families 
have $1,000 or more in such savings, three 
out of four of all the new car buyers have 
at least that much, even after they buy 
their new car. 

The study makes it plain that when you 
concentrate your selling in the higher-income 
market, you are concentrating on prospects 
who already have the confidence and readi- 
ness to close the sale. And, as you’d expect, 
the study also shows that these high-income, 
high-asset prospects are mostly the people 
who hold responsible jobs—in business, the 
professions, etc. 


Here’s the picture on the kind of people 
doing the buying of each of the 18 principal 
makes. Check yours. Check your competitors’. 


Families Who 
Bought a New: 


% with $5,000- % with $1,000-or- 
or-more Income more in Assets 


Mercury 
Lincoln 


Studebaker 
Packard 


All New Car 
Buying Families.... 76.4 


Nation’s Families*.. 38.0 


*1954 Survey of Consumer Finances, Federal Reserve Board 


There are many other illuminating facts 
to emerge from this report. It establishes 
clearly, for instance, that the new car market 
—the $5,000-or-more income market—is also 
the best two-car market. One-third (31.6%) 
of new car buyers own two or more cars— 
more than twice the percentage of all car- 
owning families in the nation (14.7%). Almost 
nine out of ten (87.2%) of these new car, 
two-car families have incomes of $5,000 or 





more, and more than four out of five (81.9%) 
have assets of $1,000 or more. 


Here Are the Magazines Which 
Concentrate on This Market 


There’s an important section on media in 
this study, too. Of 33 major magazines sur- 
veyed, only five—two mass magazines and 
the three news magazines—were among the 
top ten in all three of these basic advertising 
values—coverage of buyers, cost of coverage 
of buyers, and impact on those buyers. They 
were Life, the Post, Time, Newsweek and 
“U.S.News & World Report.” 

Average family income of “U.S.News & 
World Report”’ subscriber families is $14,462 
—highest of all news magazines. There are 
147 automobiles to every 100 “U.S.News & 
World Report” car-owning families. These 
figures help explain why last year ‘‘U.S.News 
& World Report” led all magazines in pas- 
senger car advertising page gains. Only six 
magazines now carry more such pages. 


How to Get Your Copy 


RN 


. 


You can put a copy of this report to 
work for you as you concentrate your 
selling on this best and biggest market. 
Write Market Research Division, 
“U.S.News & World Report,” 24th & 
N Sts., N.W., Washington 7, D. C., for 
“THE PEOPLE BUYING NEW AUTOMO- 
BILES TODAY.” 





U.S.NEWS & WORLD REPORT e America’s Class News Magazine « Now more than 725,000 net paid circulation 


41 





Used-Car Auction Prices 





Market Trend 


After holding to one price for three consecutive weeks, the overall 
average of used cars sold at wholesale auction last week declined $5, 
according to Automotive News’ index. 

Sales action quickened slightly. Of all cars offered, 67.1 percent were 
sold. A week earlier, 66.6 percent were knocked down. 

Only three models showed price increases. They were: 
"48s, up $6, and '49s, up $4. 

Declines were: °50s, down $3; ’52s, down $7; ’538s, down $8; ’51s, 
down $14, and ’55s, down $24. 

Record lows were established for ’55s, ’53s, 52s, ’51s, and ’50s. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates: power steering. 


DENVER wen $1,865; Bel Air (8) 4-dr., $1,- 


‘53 One-fifty station wagon, $1,- 
(Denver Auto Auction. Sale every Fri- 140; Bel Air coupe, $1,035*,. '51 SL De- 

day. Prices are for sale of June 24.) luxe 2-dr., $460; %-ton pickup, 2 at 
(Market holding on new units. Strong | $465. 

demand for good, clean autos. Sold 68 

cars out of 192 offerings.) 


BUIGK—’55 Special Riviera, $2,640* (ps); 
2-dr., $2,170. °54 Special Riviera, $1,- 
740°. 


"54s, up $6; 


CHRYSLER—’53 Windsor 4-dr., $800*, ’51 
Windsor 4-dr., $405°*. '47 4-dr., $125. 
DeSOTO—’54 Powermaster station wagon, 

$1,590. 
DODGE—’51 Meadowbrook 4-dr., $295*. 
FORD—’55 Fairlane (8) Crown Victoria, 


CADILLAC—'55 (62) coupe, $4,260° (ps). | $2.350* (ps); conv., $2,255* (ps); Town 
52 (62) $1,865*. '50 (61) club/ sedan, $2,225 er Main (3) Ranch 
coupe, $1,370 Wagon, $2,275, $2,250; %-ton pickup, 

$1,350. °54 Main (8) 2-dr., $925. °53 


CHEVROLET — '55 One-fifty (8) station 


SILENTBLOC 


Squelches Vibration in 


Trains and Pianes 


Silentbloc mounts and bearings throttle 
vibration, noise, and shock .. . have 

been doing it successfully for years 

in planes, cars, trucks and trains. In fact, 
wherever. there’s motion there is 
probable application for unique 
rubber-in-metal Silentbloc units. 


There is no job too big or too small 
for Silentbloc. Units are available 
to handle loads from delicate 
instruments to machinery weighing 
many thousands of pounds. 


For a complete selection and design 
guide to Silentbloc motion control 
products write for Catalog 4240. The 
General Tire & Rubber Company, 
Industrial Products Division, Dept. AN, 
Wabash, Indiana. 


* From Plans to Products wm Plastics and Rubber 
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Custom (8) station wagon, $1,375; conv., | 
$1,255* (ps), $945; 2-dr., $860. ’52 Cus- 
tom (8) 4-dr., $620*. °51 Deluxe (8) 
2-dr., $505. | 

’55 Rambler Cross Country, $1,- | 
740. 51 Super 2-dr., $275. 

KAISER—’ 51 2-dr., $180. 

MERCURY—’'55 Montclair 4-dr., $2,675*; 
coupe, $2,620, $2,600; Monterey coupe, 
$2,480°%, $2,475*, $2,385; 4-dr., $2,155* 
(ps). '54 Monterey 4-dr., $1,595*; Sun 
Valley, $1,505*. ‘53 Monterey Sport 
coupe, $1,375*. 








OLDSMOBILE—’55 (98) Holiday, $2,950* 
(ps); (88) conv., $2,590°. '53 (88) Su- 
per 2-dr., $945*. '52 (88) Super 4-dr., 
$905°. 


PACKARD—'49 4-dr., $185. 


PLYMOUTH—’53 Cambridge 4-dr., 
’51 Cambridge station wagon, $560. 

PONTIAC—'55 Chieftain (8) 4-dr., $2,- 
350°; 2-dr., $2,195. °53 Chieftain (8) 
conv., $1,415*. '52 Chieftain (8) conv., 
$850*; 4-dr., $690*, $600. 

STUDEBAKER—’51 Champion 2-dr., $205. 

MISCELLANEOUS—’55 GMC *%-ton pick- 
up, $1,800*. °52 GMC ‘¥%-ton pickup, 
$555. 


$605. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of June 28.) 

(Sold 277 cars out of 423 offerings.) 
BUICK —’55 Super 2-dr., $2,525* (ps); 

Century 4-dr., $2,400° (ps). °54 Super 

Riviera 2-dr., $2,170* (ps); RM Riviera 


4-dr., $1,945* (ps), $1,895* (ps), $1,785* 
(ps); 2-dr., $1,855* (ps); Century Riviera 
2-dr., $1,925°; 4-dr., $1,750°, $1,705*; 
Special Riviera 2-dr., $1,850*; ‘a-dr., $1,- 
790°, $1,490. 

CADILLAC—’55 (62) 4-dr., $4,200* (ps), 
$3,955* (ps). °54 (62) conv., $4,100* 





(ps); 4-dr., $3,290* (ps), $2,370* (ps). 
'53 (62) 4-dr., $2,420* (ps); coupe, $2,- 
155° (ps). '51 (62) 4-dr., $1,250*, $1,- 
105°. 

CHEVROLET—’55 Bel Air (6) conv., $1,- 
950; 4-dr., $1,630*. '54 Bel Air conv., 
$1,625*; Sport coupe, $1,610* (ps); One- 


fifty station wagon, $1,240; Two-ten 2- 
dr., $1,170*, $1,030, $1,025, $1,015, $1,- 
010, $1,005, $1,000; 4-dr., $1,095*, $1,040, 
$1,015. ’'53 Bel Air conv., $1,190*; 4-dr., 
$1,115*, $1,110*; 2-dr., $925; Two-ten 
2-dr., $915; conv., $910*; 4-dr., $815. 
CHRYSLER—’53 Windsor Newport, $1,- 
225°; 4-dr., $850*; NY 4-dr., $985* (ps). 
$465*. °50 Windsor 


"51 Saratoga 2-dr., 
Newport, $500*. 






These are General Tire Industrial Products 
in Industry 


Silentbloc vibration and shock mountings - 


Silentbloc bushings - Silentbloc bearings - Oil & 
hydraulic seals - Bonded to metal rubber parts - 
Hydraulic brake parts - Metal stampings- Extruded 
& molded rubber - Extruded plastic - Polyester 
glass laminates - Sponge rubber « Glass run 


channel - Vibrex® fasteners. 


Average Used-Car Prices 


(Compiled by Automotive News) 
























July, 1955 June, May, 

Model To Date 1955 1955 
i iesevcosecssves $2,143 $2,167 $2,147 
1,378 1,372 1,489 
993 1,001 1,009 
669 676 696 
474 488 508 
351 354 363 
249 245 252 
185 179 155 

Overall a 

Average... $ 805 $ 810 $ 827 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 





DeSOTO—’53 Fire Dome (8) 2-dr., $1,130"; 


4-dr., $1,040* $850*. °52 Deluxe 4-dr, 
$575°*. 

DODGE — '54 Royal Diplomat, $1,430°; 
Coronet 4-dr., $1,400*, $1,240*. ‘53 


Meadowbrook station wagon, $905; Cor- 
onet Diplomat, $880*; 4-dr., $810*, $560°; 
2-dr., $760*. 


FORD—’55 Fairlane (8) Victoria, $1,785"; 
Main (8) 4-dr., $1,605. '54 Custom (8) 
conv., $1,570*; 4-dr., $1,415*; Custom 
(8) 2-dr., $1,185*. ’53 Crest (8) station 
wagon, $1,350*; Victoria, $1,345*, $1,- 
245*, $1,240*, $1,205, $1,190; Custom 
(8) conv., $1,155*; club coupe, $1,050*; 
4-dr., $955; Main (6) 2-dr., $700. 


HUDSON—’55 Rambler station wagon, §1,- 
695; Wasp Sport coupe, $1,320*. ‘’54 
Wasp 2-dr., $1,055; 4-dr., $950*. 

LINCOLN—'47 Continental 2-dr., $600. 


MERCURY—’54 Monterey coupe, $1,905*; 
conv., $1,850* (ps), $1,805*; 2-dr., $1,- 
350. ’°53 Monterey conv., $1,430* (ps), 
$1,295*; 4-dr., $1,230*; Custom 4-dr., 
$995*; Sport coupe, $935*, 


NASH—’53 Statesman 4-dr., $925*, $800*. 
‘52 Rambler club coupe, $635; States- 
man 4-dr., $625*, $600; 2-dr., $605, 
$580°*. 

OLDSMOBILE — ’55 (98) conv., $3,205* 
(ps); (88) Holiday, $2,800* (ps), $2,675* 
(ps), $2,655*, $2,595* (ps), $2,525* (ps). 
’54 (88) Holiday, $2,235*; 4-dr., $2,165* 
(ps), $2,050* (ps), $1,940*; Super 4-dr., 
$2,095* (ps). 


PACKARD — '53 Clipper 4-dr., $1,190* 
(ps), $915. ’52 4-dr., $615*, $275*. ‘51 
4-dr., $560*, $400*, $370. 


PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
830*. °54 Belvedere 4-dr., $1,205; conv., 
$1,180*; Savoy 4-dr., $1,105*, $1,110*, 
$1,100, $1,075, $1,000, $975; Plaza 4-dr., 
$955. '53 Cambridge station wagon, $945; 
Cranbrook 2-dr., $805, $705; 4-dr., $745, 
$725. 


PONTIAC—’55 Star Chief (8) 4-dr., 
280* (ps). ’54 Star Chief (8) Catalina, 
$1,750*; 4-dr., $1,695*, $1,660*; Chief- 
tain (8) 4-dr., $1,695*, $1,660*; $1,580* 
(ps); conv., $1,665*. °53 Chieftain (8) 
Catalina, $1,285* (ps); 4-dr., $1,095*, 
$1,085". 

STUDEBAKER ’54 Commander 2-dr., 
$895. '53 Commander 4-dr., $570*. 
Champion 2-dr., $470. 


WILLYS—’55 station wagon, $1,395*. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of June 28.) 


(Bidding was good on all clean autos. 
"548 and ’55s were off slightly. Sold 173 
cars out of 227 offerings.) 

BUICK—’55 Special 4-dr., $2,625. '54 Su- 
per conv., $1,975*. '53 Special 2-dr., $1,- 
375*, $950; Super conv., $1,340*; 2-dr., 
$1,200*. °52 Super conv., $675*; 2-dr., 
$650*. ’51 Special 2-dr., $570, $525; RM 
4-dr., $625*, $560*. °50 Super 2-dr., 
$390*; Special 2-dr., $345, $255. '49 Spe- 
cial 2-dr., $450*; Super 2-dr., $220. °47 
Super 2-dr., $100. 

CADILLAC—’53 (62) 4-dr., 
(62) 4-dr., $925*; conv., $870*. ’°51 (60) 
2-dr., $890*; (62) conv., $875*. '48 (62) 
4-dr., $215. '47 (60) 2-dr., $160. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
840*, $1,760*, $1,750°, $1,500; 4-dr., 
$1,750*; conv., $1,750; Two-ten (8) club 
coupe, $1,775. '54 Two-ten 2-dr., $1,075*, 
$1,025; conv., $975; One-fifty 2-dr., $975. 
"53 Bel Air 2-dr., $1,000*, $945; 4-dr., 
$940*, $935; coupe, $800; One-fifty conv., 
$950; 2-dr., $685; Delivery sedan, $550. 
’52 SL Deluxe conv., $385. '51 SL De- 
luxe 4-dr., $500, $485, $475, $455, $450, 
$435. '50 SL Deluxe 4-dr., $300, 2 at 
$275, $265, $225; 2-dr., $260; conv., 
$200. 


$2,- 


$2,015*. '52 


CHRYSLER—’53 Imperial 4-dr., 
$980*, $960*. °52 Windsor 2-dr., 
$725*. ’51 Imperial 4-dr., $625*, 
’50 Windsor 4-dr., $415. 


DeSOTO—’55 Fire Dome (8) 4-dr., $2,530* 
(ps). ’53 Deluxe 4-dr., $1,010*, ’52 De- 
luxe 4-dr., $645. 


DODGE — ’'55 Coronet (6) 4-dr., $2,065. 
*54 Coronet conv., $775. '53 Meadow- 
brook club coupe, $675; sedan, $675, 
$640, 2 at $635, $610. ’°52 Coronet 4-dr., 
$455. '49 Coronet 4-dr., $215. 


FORD—’55 Fairlane (8) Victoria, $2,160*, 
$2,100*, $1,975*, $1,900*; conv., $2,025*. 
"54 Custom (8) 4-dr., $1,245*, $1,110*; 
Custom (6) 4-dr., $900; Main (6) 2-dr., 
$770; %-ton pickup, $775. °53 Custcm 
(8) 4-dr., $1,150*, $1,125*; 2-dr., $930, 
$925. '52 Custom (8) conv., $910*; Main 
(6) 2-dr., $645. ’51 Custom’ (8) Victoria, 
$450, $430. °50 Custom (8) Victoria, 
$490*, $270, $260, $140. '49 Main (4) 
2-dr., $170. 

HUDSON—’52 Wasp 4-dr., $660. 
2-dr., $215. 


KAISER—’53 Manhattan 4-dr., $565. 
Manhattan 4-dr., $415. 


LINCOLN — ’52 Cosmopolitan coupe, $!,- 
075*, $975. 


MERCURY—’53 Monterey 2-dr., 


$1,095*, 
2 at 
$600. 


"50 Wasp 


"51 


$1,15e", 


$1,125*, $1,075*. '51 Custom 2-dr., $615, 
2 at $480, '50 Custom 2-dr., $420. ‘49 
Custom 2-dr., $265, $200 

NASH — '52 Statesman 2-dr., $610. ‘51 


Statesman 2-dr., $265, $260 


OLDSMOBILE—’54 (88) Holiday, $1,77(*- 
’53 (98) Holiday, $1,620*. ’52 (98) con’., 


(Continued on Page 43, Col. 1) 
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(Continued from Page 42) 


$1,175*. °51 (88) Holiday, $675*, $650°, 
$625", °49 (98) Holiday, $235. 

pA( KARD—’55 Clipper 4-dr., 52 
C.pper 4-dr., $795*, $485. 

PL} MOUTH—’55 Savoy sedan, $1,650, '54 
S.voy station wagon, $1,265; 2-dr., $1,- 
125, ’52 Cranbrook 2-dr., $510, $505. ‘50 


$2,255. 


Deluxe 2-dr., $395, $355. 
PONTIAC—’55 Chieftain (8) conv., §$2,- 
690%; 4-dr., $2,590°, $2,575*. °54 Chief- 


tain (8) Catalina, $1,725*; 2-dr., $1,700*. 
'53 Chieftain (8) 2-dr., $985*, $975*, '52 
Chieftain (8) 2-dr., $520, 

STU DEBAKER—’53 Champion 2-dr., $825*, 


$710*, $650. °52 Champion 2-dr., $730*, 
$440. °51 Champion 2-dr., $315, $300, 
$190. °50 Commander 2-dr., $180, $160. 
'48 Commander 2-dr., $125. 
MISCELLANEOUS—’53 GMC %-ton pick- 


up, $725. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Weunesday. Prices are for sale of June 


29.) 

(The bidding was very slow and deal- 
ers were reluctant to stock automobiles. 
Prices firm on clean units but off $25 to 
$50 on °’54 and ’55 merchandise. Sold 
103 cars out of 174 offerings.) 
BUICK—’55 Special 2-dr., $2,600*; 4-dr., 

2,565*; Century 2-dr., $2,565*. ’54 Cen- 
tury 2-dr., $1,800*; Super 4-dr., $1,680*. 
‘53 Super 4-dr., $1,310*. '52 Super 4-dr., 
$875. °51 Special 4-dr., $600*, $500, 
$410*. ’50 Special 4-dr., $235, $190. ’49 
RM 2-dr., $210. 

CHEVROLET — ‘'55 Custom (6) station 
wagon, $1,745. ’53 Bel Air club coupe, 
$1,075", $1,060, $1,055*; 4-dr., $1,025*, 
$925; Two-ten 4-dr., $875; 2-dr., $780. 
'52 SL Special 4-dr., $600; SL Deluxe 
4-dr., $535*; club coupe, $475. °51 SL 
Deluxe conv., $615; Bel Air, $435; 2-dr., 
$425; 4-dr., $300°; SL Special 4-dr., 
$245. "50 SL Deluxe 2-dr., $255, $230*, 
$165, $130, $125, $100*; 4-dr., $185, 
$180, $110; club coupe, $220, $175; Bel 
Air, $185. °49 SL Deluxe 2-dr., $130; 
club coupe, $125. 

CHRYSLER—’54 NY 4-dr., $1,850* 

DeSOTO—’53 Powermaster 4-dr., 

DODGE — ’52 Coronet 4-dr., 
Meadowbrook 4-dr., $270. 
4-dr., $110*. 

FORD—’ 54 Custom (8) club coupe, $1,150; 
2-dr., $1,140*, $1,030%; 4-dr., $1,060. 
‘53 Custom (8) 2-dr., $905; club coupe, 
$880; 4-dr., $800. °52 Custom (8) club 
coupe, $840*; 4-dr., $550. °51 Custom 
(8) 2-dr., $485, $355, 2 at $350, $325, 
$230*; club coupe, $255*; Victoria, $210. 

HUDSON—’53 Hornet club coupe, $850*. 

KAISER—’51 Deluxe 4-dr., $175, $130. 

MERCURY—’53 2-dr., $1,065. °52 4-dr., 
$635. '51 4-dr., $390, °50 4-dr., $340. 
"49 4-dr., $205. 

NASH—’52 Rambler club coupe, $510. ’50 
Rambler club coupe, $175. 

OLDSMOBILE—’51 (88) 4-dr., $530*; (98) 
4-dr., $510*. ’50 (88) 4-dr., $365*, °48 
(98) 2-dr., $110*; 4-dr., $100*, 

PLYMOUTH — ’54 Plaza 2-dr., $880. '53 
Cranbrook station wagon, $815; Belve- 
dere, $785. ‘52 Cranbrook Belvedere, 
$475. '50 Deluxe 2-dr., $150. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,- 
695. ’52 Chieftain (8) 2-dr., $765, $715. 
*51 Silver Streak (6) 2-dr., $355; Silver 
Streak (8) 2-dr., $300*. ’50 Silver Streak 
(8) 2-dr., $150*. °49 Silver Streak (8) 
coupe, $125. 

STUDEBAKER — ’52 Commander 2-dr., 
$285. °51 Champion 4-dr., $220. ’50 
Champion 4-dr., $155. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
June 24.) 

(Market good. Sold 240 cars out of 
351 offerings.) 

BUICK—’55 RM 4-dr., $2,770* (ps); Super 

Riviera, $2,575*, $2,410*, $2,320*, ’54 

Super Riviera, $2,030*; Century 4-dr., 


(ps). 

$835*. 
$455*. °51 

’49 Coronet 








Used car market conditions 
vary greatly from one part of 
the country to another. See the 
Picture in your area with the 
N.A.D.A. Official Used Car 
Guide . . . published in six 
regional editions. 


Accurate - Concise - Thorough 


© Based upon actual sales trans- 
actions by auto dealers 
throughout six regions 

© Facts in compact, easy-to-use 
form 

© Includes average loan, “as is’, 
and retail values for all models 


Subscribe for all your $f PER YEAR 


key employees only —_ merase 


NATIONAL AUTOMOBILE DEALERS 
USED CAR GUIDE CO. 


H Stree 





1800 


Washington 6 D.C 








$1,870*. °53 RM 4-dr., $1,400*. °51 Spe- 
cial 4-dr., $500. ‘50 Super 4-dr., $425. 


CADILLAC—’55 (62) conv., $4,900* (ps); | 





4-dr., $4,180* (ps). '53 (62) coupe de- 
Ville, $2,450* (ps). ’52 (62) 4-dr., $1,-, 
625*. '51 (62) 4-dr., $1,375*. °"49 (62) 
conv., $570*. 

CHEVROLET —’55 Bel Air (8) station 
wagon, $2,140*; Sport coupe, $1,910*; 
2-dr., $1,525. ‘54 One-fifty 2-dr., $890. 


’53 Two-ten station wagon, $1,310*; Bel 
Air 2-dr., $1,000; One-fifty 2-dr., $700. 
’52 SL Deluxe 2-dr., $710; conv., $660. 
"51 SL Deluxe 4-dr., $660. '50 SL De- 
luxe Bel Air, $450*. '49 SL Deluxe 4-dr., 
$370. '48 FL Aerosedan, $285. 


CHRYSLER—’55 NY St. Regis, $3,150* 
(ps). °53 NY 4-dr., $1,100*; Windsor 
2-dr., $845*. ‘52 Windsor (6) 4-dr., 
$700*. °51 Imperial 4-dr., $585*; NY 
2-dr., $395. °49 Windsor club coupe, 
$390; 4-dr., $300*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $2,- 
350*. '54 Fire Dome (8) conv., $1,480*. 


’53 Fire Dome 
150*. ’52 Fire Dome 
’50 Custom 4-dr., $335. 
DODGE — ’54 Coronet (6) 4-dr., $1,340; 
Meadowbrook 4-dr., $1,060. ’°53 Coronet 
4-dr., $1,110*; Diplomat, $925*. °52 
Coronet 4-dr., $600*. '49 Coronet 4-dr., 


(8) station wagon, $1,- 
(8) 4-dr., $800°*. | 


$410. 

FORD —’55 Fairlane (8) 4-dr., $2,075*, 
$1,950*; 2-dr., $2,050*%; Custom (6) 4- 
dr., $1,670. ’54 Custom (8) conv., $1,- 
320°; 4-dr., $1,225%; Main (8) 2-dr., 
$935. °53 Crest (8) Victoria, $1,325*; 


HUDSON—’52 Hornet 4-dr., $665. 
KAISER—’'54 4-dr., 


LINCOLN—’53 Capri 4-dr., $1,530*. 
MERCURY—'55 Montclair conv., 


NASH — 
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Custom (8) 2-dr., $970*; Main (8) 2-dr.,| dise not quite as high as usual, Sold 93 


$850. '52 Custom (8) 2-dr., $800*. 

"51 Hor- 
net 4-dr., $520. 

$1,370. 


$2,780°* ; 
Monterey 2-dr., $2,370*, '54 Monterey 
coupe, $1,875*. '53 Custom 2-dr., $1,300*. 
"52 Custom 4-dr., $840; Monterey coupe, 
$700*, '51 4-dr., $670*. 
’54 Ambassador 4-dr., $1,450; 
Rambler station wagon, $1,200. ’°53 
Statesman 4-dr., $810. °52 Ambassador 
4-dr., $740, $565. °49 4-dr., $145. 
OLDSMOBILE — '55 (98) conv., $3,325* 
(ps); (88) Holiday, $2,575*; 2-dr., $2,- 
510°. °54 (98) 4-dr., $1,925*. °53 (88) 
conv., $1,450*; (88) Super 2-dr., $1,220*. 
"51 (88) 2-dr., $710. °49 (76) 2-dr., 
$395°*. 
PACKARD—’53 Clipper 4-dr., 
(200) 4-dr., $755*. 
PLYMOUTH—’55 Savoy (6) 4-dr., $1,570; 
Plaza Business coupe, $1,310. ’54 Belve- 
dere coupe, $1,305; Savoy club coupe, 
$1,050; Plaza 4-dr., $1,010. '53 Cran- 
brook Belvedere, $900; 4-dr., 
Cambridge 4-dr., $720. 
PONTIAC—’55 Star Chief (8) conv., $2,- 
700*, $2,460*; Catalina, $2,400*, $2,360°; 
Chieftain (8) Catalina, $2,400*. ’54 
Chieftain (8) 2-dr., $1,620*. ’53 Chief- 
tain (8) 2-dr., $1,130*. 
STUDEBAKER—’55 Champion 2-dr., 
425. ’53 Commander club coupe, 
’*52 Commander Land Cruiser, $590*; 
Champion 4-dr., $550*. '50 Commander 
Land Cruiser, $200. '47 Commander 4- 
dr., $110°*. 
WILLYS — ’'53 (6) station wagon, $650, 
$640. '52 (6) sedan, $430. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auction, Inc. Sale every 
Tuesday. Prices are for sale of June 28.) 
(Market steady. Quality of merchan- 


$910*. "52 


$1,- 
$695. 


$875°*; | 


cars out of 128 offerings.) 


BUICK—’54 RM Riviera 2-dr., $1,900*; 
Super Riviera 4-dr., $1,765. °'53 Super 
Riviera 2-dr., $1,385*, $1,310*; Special 
Riviera 2-dr., $1,170. '52 Super Riviera 
2-dr., $875*; 4-dr., $860*. °51 Special 
4-dr., $650*, $625*, $575*; 2-dr., $615; 
RM conv., $565". °50 Special 4-dr., 


$300*, '49 Super sedan, $255°*, 
CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 


850*, °54 Bel Air Hard Top, $1,450; 2- 
dr., $1,310*%; Two-ten 4-dr., $1,385, 
$1,150, $1,080*. °53 Bel Air 2-dr., 2 at 


$1,120*, $815, $785; Two-ten 4-dr., $840, 
$835, $825; club coupe, $825; One-fifty 
2-dr., $700. '52 SL Deluxe 4-dr., $695*; 
Bel Air, $655*; FL Deluxe 2-dr., $655*. 
'51 SL Deluxe 2-dr., $510. 50 SL Deluxe 
4-dr., $330; Bel Air, $315. 


CHRYSLER—’53 Windsor 4-dr., $990*. ’51 
Windsor 4-dr., $585*; NY 4-dr., $580*. 
’50 Windsor sedan, $300*, 

DeSOTO—’55 Fire Dome (8) 4-dr., $2,250*. 
53 Fire Dome (8) 4-dr., $990*. ’52 Cus- 
tom 4-dr., $630*. '49 4-dr., $220. 

DODGE — ’53 Coronet 4-dr., 2 at $925, 
$885*; Meadowbrook 4-dr., $705. 

FORD—’55 Custom (8) 2-dr., $1,670. °54 
Custom (6) 2-dr., $1,165*; Custom (8) 
2-dr., $1,080; Main (8) 2-dr., $1,040; 
Main (6) 4-dr., $1,015. '53 Custom (8) 
club coupe, $1,000*. ‘52 Custom (8) 
4-dr., $715, $675*, '51 Custom (8) Vic- 


toria, $525; 2-dr., $490*, $480, $435; 
Deluxe (6) 2-dr., $460. ’50 Deluxe (6) 
4-dr., $365. °49 Custom (8) 4-dr., $230. 


HUDSON—’52 Wasp 2-dr., $455. ’50 Com- 
modore 2-dr., $130*. 

MERCURY—’51 Custom 4-dr., $585*, 

NASH—’53 Statesman Country Club, $1,- 
000. °52 Ambassador 4-dr., $750*; Ram- 
bler station wagon, $600, 

OLDSMOBILE—’55 (88) Holiday, $2,300*. 
'54 (88) 4-dr., $2,000* (ps). °'51 (98) 
4-dr., $675*%; (88) 4-dr., $600; 2-dr., 
$565*. '50 (98) 4-dr., $450*; (88) 2-dr., 
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$395*; club coupe, $380*, 48 (98) 4-dr., 
155° : 


$ ° 

PLYMOUTH — '52 Cambridge 4-dr., $405. 
‘61 Cranbrook Belvedere, $540; club 
coupe, $345. ‘49 Deluxe station wagon, 


$410. 

PONTIAC—’54 Chieftain (8) conv., $1,- 
700*; 4-dr., $1,375", °53 Chieftain (8) 
4-dr., $1,165*, $1,110*, $1,000*. '51 Sil- 
ver Streak (8) conv., $635*%; 4-dr., $620. 
‘48 Torpedo (8) 4-dr., $215*. 

STUDEBAKER—’55 Commander 4-dr., $1,- 


600. 
WILLYS—’52 station wagon, $470. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of June 24.) 
(Sold 239 cars out of 358 offerings.) 
BUICK—’55 Special Riviera, $2,700*; 2- 
dr., $2,615*, $2,130. °54 Special 2-dr., 
$1,465. '53 Super 4-dr., $1,250°; Special 
Riviera, $1,185*. ‘52 Super Riviera, 
$925*, $800*; Special 2-dr., $825*. ’51 
Super 4-dr., $555*, $520*. °50 Special 
4-dr., $350*, $275, $115. 


CADILLAC—’55 (62) coupe deVille, $4,- 


650* (ps). °52 (62) 4-dr., $1,575*, $1,- 
465*; coupe deVille, $1,555*%, °51 (62) 
4-dr., $1,150*. °'50 (62) 4-dr., $1,075*. 


'49 (62) 4-dr., $570*. 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
725, $1,660, $1,625*; Bel Air (6) 4-dr., 
$1,700*. °54 Two-ten 4-dr., $1,090, $1,- 
080, $1,050. '53 Bel Air 2-dr., ~ $920, 
$915*; Two-ten 4-dr., $910, $790*%. '52 
SL Deluxe 4-dr., $615*%, $545*, $525*, 
$520*; FL Deluxe 2-dr., $555; SL Spe- 
cial 4-dr., $390, $225. °’51 SL Deluxe 
4-dr., $500*, $455*, $435*, $430°; conv., 
$255. '50 FL Deluxe 2-dr., $380, $365; 
SL Deluxe conv., $315. °49 SL Deluxe 
2-dr., $305, $300. 

CHRYSLER—’50 Windsor Newport, $505. 

DeSOTO—’53 Fire Dome (8) 4-dr., $925* 


(Continued on Page 44, Col. 3) 


e many 


other leading engine manufacturers 


selects and distributes...for 


authorized replacement service... 


2 in 1 chrome piston rings...the 


standard of comparison! 
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Dealers . . Sales Managers 


EQUIP YOUR SALES FORCE 
WITH LIVE SALES AMMUNITION 
TO INCREASE SALES PRODUCTION! 


ARM YOUR SALESMEN WITH FIELD TESTED AUTOMOTIVE 
SALES METHODS USED SUCCESSFULLY IN TRAINING OVER 
50,000 AUTOMOBILE SALESMEN. 

WATCH YOUR SALES GROW BY PUTTING THESE BASIC PRIN- 
W. K. BRAASCH CIPLES OF AUTOMOTIVE SALESMANSHIP INTO ACTION. 





W THE INSTRUCTIONS IN THESE SIX MANUALS—COVERING ALL IM- 
PORTANT PHASES OF AUTOMOBILE SALESMANSHIP—EDITED BY THE DEAN OF 
AUTOMOTIVE SALES TRAINERS, W. K. BRAASCH. WE GUARANTEE RESULTS. 


ORDER NOW ! 
$2.00 EA. POSTPAID 
or SAVE $2.00 
ORDER ALL SIX FOR 


No. 1—The Eight Automotive Success Fundamentals. 
No. 2—The Automotive Selling Process. 
3—Eighty Ways to Find New Prospects. 
. 4—Personality—the Key to Leadership. 
. 5—The Technique of Used Car Salesmanship. 
6—Developing and Testing Your Sales Talk. 


ADDRESS 


NATIONAL SALES TRAINERS SAF Washington Bivd., Chicago 64, Illinois 


NO 





STATIONARY AND REVOLVING TYPE 


7 
| 


Give Your Display the “NEW LOOK” 


and Increase Your SALES and PROFITS 


Get Our New Reduced Price List and Complete 
Information Now! Wire, Write or Call 


MCFARLAND GREAT UMBRELLA CO. 


DIVISION OF McFARLAND AWNING CORP. 
742 $.W. 8TH ST. MIAMI, FLORIDA 


Cushman serves 
the automotive 
world 


MCFARLAND "GREAT" UMBRELLAS 
AT NEW REDUCED PRICES 


NEW SIZES « NEW DESIGNS « NEW COLORS 







PHONE 2-8153 


78 
TRUCKSTER 


’52 Fire Dome (8) conv., $840* 
’51 Custom 4-dr., $550. °50 Deluxe 
club coupe, $460. '47 Deluxe 2-dr., $110. 
DODGE—’53 Coronet Diplomat, $1,040*; 
| 4-dr., $785. '52 Coronet 4-dr., $415. '51 
¥%-ton pickup, $295, $250; Coronet 4-dr., 
$405, '50 Coronet 4-dr., $390, $360, 
FORD—’55 Fairlane (8) Victoria, $2,165*; 


(ps). 
(ps). 


4-dr., $2,060. '54 Crest (6) Victoria, $1,- 
745* (ps); Custom (8) station wagon, 
$1,495*; conv., $1,300, $1,275. °53 Crest 
(8) Victoria, $1,295*, $1,270*; 2-dr., 
$990*, $900, $860. '52 Custom (8) 4-dr., 
$675*, $660*; Deluxe (8) 4-dr., $545, 
$530, $525. '51 Custom (8) 2-dr., $465*, 
$335*. °50 Deluxe (8) 4-dr., $315, $235, 


$215, $205, $155. 





HUDSON—’55 Rambler station wagon, $1,- 
670*. °52 Pacemaker 4-dr., $420. ’51 
Hornet 4-dr., $350*, $335, '50 Commo- 
dore (6) 4-dr., $105. 

KAISER—’53 Deluxe 4-dr., $715*. '52 De- 
luxe 4-dr., $325". 

LINCOLN—’ 50 4-dr., $110*. 

MERCURY—’55 Montclair 4-dr., $2,700*. 
’54 Monterey coupe, $1,675*. ’°53 Monte- 
rey coupe, $1,400*; 4-dr.,° $1,000*. °51 
club coupe, $415, °50 2-dr., $160, $145, 
$130. 

NASH—’53 Ambassador 4-dr., $930*. °52 
Statesman 4-dr., $650*. ’'51 Rambler 
station wagon, $430*. ’'50 Statesman 
4-dr., $160*, $150*, $135. 


OLDSMOBILE — ’55 (98) conv., $3,200* 


(ps). °54 (98) Holiday, $2,770*, $2,765*; 
(88) Super conv., $2,405* (ps). '53 (88) 
Super 4-dr., $1,365* (ps), $1,155* (ps); 
Deluxe 4-dr., $1,200. ’52 (98) Holiday, 
$1,240*. °’51 (88) 4-dr., $725*, $700*. 
"50 (88) 2-dr., $340*, $305*, $300*, $295", 
$260*. 
PACKARD—’53 Clipper 4-dr., $1,025*. 


PLYMOUTH—'54 Belvedere coupe, $1,195*, 


$1,050; Savoy 4-dr., $1,050; Plaza 4-dr., 
$875. ’'53 Cranbrook Belvedere, $790; 
2-dr., $775, $700, $625. °52 Cranbrook 
4-dr., $575*, $570, $525, $415. '51 Cran- 
brook 4-dr., $265. '50 Deluxe station 
wagon, $240. 

PONTIAC—’55 Star Chief (8) conv., $2,- 
565* (ps); Catalina, $2,375* (ps), $2,- 
355* (ps). °54 Star Chief (8) conv., 
$1,850* (ps); Catalina, $1,840*. °53 
Chieftain (8) conv., $1,295, $1,290* 
(ps); 2-dr., $1,045*, $875*, $800. °52 
Chieftain (8) 4-dr., $600*. 

STUDEBAKER — ’53 Commander coupe, 
$1,095*, $1,000*%; Champion 2-dr., $830. 


WILLYS—’50 (6) Jeepster, $285*. 
MISCELLANEOUS—’53 MG roadster, $890. 
’51 Frazer sedan, $100. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of June 24.) 
(Sold 182 cars out of 273 offerings.) 
BUICK—’55 Super Riviera, $2,825* (ps), 
$1,900*; Century 2-dr., $2,600*, '54 Cen- 
tury 2-dr., $1,770*. '53 RM Riviera, $1,- 
200*; Super 4-dr., $1,050. ’52 Super 4- 
dr., $840*. '51 Special 4-dr., $610*; 2-dr., 
$575; Super station wagon, $510*. 
CADILLAC—'53 (62) coupe devVille, $2,- 
590*; 4-dr., $1,975*. ’52 (62) 4-dr., $1,- 
700*. ’51 (62) 4-dr., $1,370*. 
CHEVROLET — ’55 Bel Air (8) station 


SHAFT 
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total 
operating 
cost just 

3%4¢ per mile 


You make automotive service calls 
quickly and economically with the 780 
Truckster. If you want to take the auto 
back to the shop, simply tow the Truck- 
ster with its extra-strong tow-bar. 


Auto servicing is only one of hundreds 
of uses you'll find for the 780— offering 
500 pound payload capacity in all-steel 
pickup box; famous Cushman Husky 
4-cycle 5 HP engine; automotive type 
transmission and differential; three 
speeds forward and one reverse. 


Get the complete story on Cushman’s 
full line of two and three-wheeled light 
vehicles for business and industry. 


ask your dealer for 


FREE demonstration or write 


for literature 


USHMAN MOTOR WORKS, inc. 





941 No. 21, Lincoln, Nebraska 
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$2,300; 4-dr., 
$1,725; 2-dr., 


$2,- 
conv., 


wagon, 
025* (ps), 
$1,900"; 
ten 4-dr., $1,860*, $1,850*%; One-fifty 
4-dr., $1,350. '54 Bel Air conv., $1,410* 
(ps), $1,400* (ps); 2-dr., $1,280; station 
wagon, $1,250; Two-ten 4-dr., $1,185*; 
2-dr., $1,135; One-fifty 4-dr., $950. '53 
Two-ten 4-dr., $960; Bel Air 2-dr., $870; 
One-fifty 4-dr., $730. 


$2,100* (ps), 
$1,780; 


CHRYSLER ’53 Windsor 4-dr., $925* 
(ps). ’51 Windsor 4-dr., $460*; NY 4-dr., 
$400*; Saratoga 4-dr., $375*. °50 Wind- 
sor Newport, $520*; Saratoga 4-dr., 
$425. 

DODGE—’53 Coronet 4-dr., $820*; 2-dr., 
$780; Meadowbrook 4-dr., $545*. °52 


Meadowbrook 4-dr., $400*. 


FORD—’55 Fairlane (8) Victoria, $2,225, 
$2,000; 4-dr., $2,005*, 2 at $1,975*; Cus- 
tom (8) 4-dr., $1,805*, $1,740*, $1,710*; | 
2-dr., $1,765*. °54 Custom (8) station | 
wagon, $1,600*; 4-dr., $1,235; 2-dr., $1,- 
200*; Crest (8) Victoria, $1,490*; Cus- 
tom (6) 2-dr., $900; Main (8) 2-dr., 
$1,000. '53 Crest (8) Victoria, $1,200*, 
$900, $770; Custom (8) 4-dr., $1,025*, 
$975* (ps), $780; 2-dr., $820; Main (6) 
2-dr., $740, $550. ’°52 Crest (8) Victoria, 
$900; Custom (6) 4-dr., $640; 2-dr., 


$625; Main (8) coupe, $500. 
(8) 2-dr., $450*, 
KAISER—’53 4-dr., $810. 


’51 Custom 


let up in the present business re- 
covery but a slackening of auto 
production is seen by the Cleve- 
land Trust Co. in its current 
monthly Business Bulletin, which 
says: 

“This business recovery is now 
about six months old. It has been 


proceeding with notable vigor and | 


energy, and no signs of a let-down 
have become visible so far. 


“As measured by industrial pro- 
duction, general business activity 
is around 10 percent higher than 
last September. That puts us with- 
in shooting distance of the all- 
time peak reached in mid-1953. 


“Barring a serious automobile 
strike in the late spring, there 
is at least a reasonable, chance 
that industrial production for the 
second quarter of 1955 will hang 
up a new record. 

“Once started, business recover- 
ies have a way of acquiring mo- 
mentum; and this one is no excep- 
tion. At first the up-swing was 
concentrated mainly in automo- 
biles and steel, with strong assist- 
ance from construction in general 
and residentia] building in particu- 
lar. These are still. leading the 
parade, but other lines have en- 
tered the ranks. 

“By March virtually all of the 
major industries were operating at 
levels above their respective 1954 
low points, the gains being pro- 
nounced in some cases and only 
moderate in others. 

“Confidence, too, has increased 
since last fall. For example, March 
brought the news that businessmen 
have raised their sights on their 
1955 expenditures for new plants 
and equipment, which implies that 
last year’s decline in this impor- 
tant economic indicator has been 
reversed. 

“The same release indicates 





Calendar 


(Continued from Page 12) 


General 


Sept. 22-24—Automotive Parts Rebuliders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich, 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Oct. 6-16—Paris Auto Show, Paris, France. 

Oct, 14-15 — Annual convention of the 
Western Engine Rebuilders Association, 
Fairmont Hotel, San Francisco. 

Oct. 19-29 — 40th International Motor 
Show, Earls Court, London, England. 
Oct. 26-28—i0th Annual Technical Con- 
vention, American Society of Body En- 
ineers, Rackham Memorial Building, 

etroit, 

Oct. 28— Automobile Old Timers 16th 
Anniversary Dinner, Waldorf - Astoria 
Hotel, New York, 

Nov, 6-7—Texas Independent Automobile 
Dealers Assn., Inc., IIth Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Dec. 45— Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago. 

Dec. 6—Automotive Affiliated Represent- 
atives, Board of Directors Meeting, 
Sheraton Hotel, aicege. 

Dec. 7-8—A.S.|. Booth nference Navy 
Pier, Chicago—Sponsored by M.E.W.A.., 
M.E.M.A, and N.S.P.A, 

Jan. 11-l4—American Road Builders’ As- 
sociation's 54th Annual Convention, 
speieipes Auditorium, Miami Beach, 

a. 


Bel Air (6) 2-dr., $1,575; Two- | 


Boom Seen Continuing 


But Cleveland Trust Co. Predicts Drop 
In Auto Production 


CLEVELAND. — No signs of a} 





| LINCOLN —’52 Cosmopolitan Hard Toy, 
$1,100*. °51 Cosmopolitan 4-dr., $475 . 
*49 4-dr., $350*. 

| MERCURY—’55 Montclair 2-dr., $2,575 ; 

Monterey 2-dr., $2,360*%; Custom 2-dr, 

$2,040*. '54 Monterey 4-dr., $1,610* (ps . 

’53 Monterey 4-dr., $1,000* (ps); cou; 

$1,075* (ps), $1,000; Custom 2-dr., $9 

’52 Custom Sport coupe, $950*, ’51 4-d 

| $605*. 

NASH—’50 Super 4-dr., $245. 


| 
| 
| 
| 


| OLDSMOBILE—’55 (88) Super 4-dr., $:.- 
840*; Holiday, $2,700*, $2,625, $2,575"; 
Deluxe 4-dr., $2,600*, °'53 (88) conv., 
$1,300* (ps); Super 4-dr., $1,240*, "51 
(88) 4-dr., $700*, $575*. '50 (S88) 4-dr, 
$625. 


PLYMOUTH—’55 Savoy (8) 4-dr., $1,840*; 


|} club coupe, $1,530. '54 Belvedere Sport 

| coupe, $1,200; Plaza 4-dr., $925. °52 

| Cranbrook conv., $530. °51 Cranbrook 
Belvedere, $205. °50 Deluxe club coupe, 
$215. 

PONTIAC—’55 Star Chief (8) conv., $2 - 
350°; 4-dr., $2,100*; Chieftain (6) 4-dr., 
$1,760. °53 Chieftain (8) 2-dr., $1,055"; 
Chieftain (6) Delivery sedan, $580, °52 
Chieftain (8) 4-dr., $750*, $725*, ‘51 

| Silver Streak (8) 4-dr., $600, $550 

| $470*. ’50 Silver Streak (6) 4-dr., $38) 
| STUDEBAKER—’'54 Champion Hard To; 
$1,250. '53 Champion coupe, $710, $70: 
$650. 
N. PLAINFIELD, N. J. 
(Lebanon Auto Auction, Inc. Sale every 
| Wednesday. Prices are for sale of June 


29.) 

(Red hot sale with everything from 
puffs to tron finding homes at good 
prices. Sold 92 cars out of 139 offerings.) 
| BUICK—’53 Super sedan, $1,190*; Special 


(Continued on Page 45, Col. 1) 





that business concerns are ex- 
pecting a noticeable rise in sales 
this year. Inventory liquidation 
as a whole seems to be about 
over, and in some lines accumu- 
lation has begun. And the public 
has been spending more money 
—aided by a sizable increase in 
borrowing. 

“Looking ahead, two questions 
|are whether the present high-speed 
|}output of new automobiles and of 
|houses will continue. The first is 
unlikely, while the second is open 
to argument, either way. 

“Passenger car production for 
|the first quarter was at an annual 
|rate of around 8,500,000 cars, or 
nearly 2,000,000 above the previous 
|record in 1950. This rate will al- 
|most surely slacken later on, with 
or without a strike.” 


Auto-Lite Reveals 
Major Sales, Ad 


‘Drive for Summer 


CHICAGO. — Launching a series 
of meetings in key cities, W. E. 
Blank, Auto-Lite Battery Corp. 
sales manager, unveiled a new 
sales and advertising program to 
| 300 distributors and their salesmen 
here. 
| Spearheading the firm’s advertis- 
|ing this year will be 4,000 billboards 
|in 51 metropolitan areas, Blank 
| said, starting in August. 

Full-page advertisements will ap- 
|pear in Life, Look, Saturday Eve- 
| ning Post, Collier’s and Coronet, he 
|added. A million pieces of direct 
mail also will be sent to dealers 
jand fleet operators this year. 

| Auto-Lite will again sponsor its 
| “Sellerama” program for jobber 
salesmen, designed to improve 
overall sales, he said. 

Some 3,000 Auto-Lite battery dis- 
| tributors and salesmen are ex- 
| pected to attend meetings this sum- 
mer at which the program will be 


detailed. 








Opening Sales Drive— 
| W. E. Blank, Auto-Lite Battery Corp. 


|sales manager, announces a new sales 
j}and advertising program at a Chicago 
meeting attended by distributors and 
| salesmen. More than 3,000 will attend 2 
series of similar meetings in key citics 
across the nation. 
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sedan, ae, $980, $900. '52 Super se- 
dan. $850° ; 
51 RM "apien. $680°. 
$36", $350. ’48 Super sedan, $160, 

CADILLAC—’52 (62) coupe, $1, 925°. 
(62) sedan, $400°. 

CHE’ ROLET—’54 Two-ten 4-dr., $1,100. 
’53 Bel Air 4-dr., $940°; Two-ten sedan, 
$920, $880, $870, $790. '52 SL Deluxe 
sedan, $700. '51 SL Deluxe sedan, $610, 
$570, $560, $500, $425. '50 SL Deluxe 
conv., $440; sedan, $390, 2 at $375; SL 
Special sedan, $400. "49 SL Deluxe se- 
dan, $360, $300. 

DeSOTO — ’53 Powermaster sedan, $920. 
’52 Fire Dome (8) sedan, $770. ’51 Cus- 
tom sedan, $620, $515, $500. 

DODGE ’53 Coronet conv., $830. 51 
Meadowbrook sedan, $425; Coronet se- 
dan, $310. '50 Coronet sedan, $475, $340; 
Meadowbrook sedan, $255. '49 Coronet 
sedan, $350. 

FORD — ’55 Custom (8) station wagon, 
$1,915. °'54 Custom (8) sedan, $1,320. 
°53 Main (8) sedan, $920, $590. ’52 Cus- 
tom (8) sedan, $775, $770, $750; Custom 
(6) sedan, $630. ’51 Custom (8) sedan, 
$520; station wagon, $410. ’50 Custom 
(8) sedan, $350, $300. 

KAISER—’51 sedan, $340. 

MERCURY —’54 Monterey 4-dr., $1,450, 
$1,400. ’53 Custom Sport coupe, $1,380*. 
’52 sedan, $840. ’51 sedan, $570. ’50 se- 
dan, $400. 

NASH—’53 Rambler station wagon, $850. 
'51 Statesman sedan, $350. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
350*, $2,200*. '50 (98) sedan, $375. °48 
(76) sedan, $165. 

PACKARD—’52 sedan, $550. 

PLYMOUTH—’'54 Belvedere Sport coupe, 
$1,350*°; 4-dr., $1,250*. '53 Cambridge 
station wagon, $1,020, $800; sedan, $620. 
"52 Cambridge sedan, $530, °51 Cran- 
brook sedan, $510. 50 Special Deluxe 
sedan, $350; Deluxe sedan, $290. ’49 Spe- 
cial Deluxe sedan, $310. 

PONTIAC — ’55 Star Chief (8) Catalina, 
$2,250*. '53 Chieftain (8) Catalina, $1,- 
300*; sedan, $900. '52 Chieftain (8) se- 
dan, $630. 

STUDEBAKER — ’51 Commander sedan, 
$415. °50 Champion sedan, $150. 

MISCELLANEOUS—’53 Jaguar coupe, $1,- 
350; Singer conv., $550. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of June 28.) 

(This sale marked our first anniver- 
sary as New York City’s only wholesale 
auto auction. Good retail business had 
dealers bidding briskly for clean and 
extra-clean autos. Market off on late 
models; strong on all others except rough 
stuff. Sold 96 cars out of 148 otrerings.) 


"51 


BUICK—’53 RM Riviera coupe, $1,295*; 
Super 4-dr., $1,245*, $1,190*. ‘51 RM 
4-dr., $520*. ‘50 Super 4-dr., $520*, 
$300*, $170*. °49 Super 4-dr., $235*, 
$160*; RM 4-dr., $225*. 

JADILLAC—’50 (62) 4-dr., $715* 

CHEVROLET—’54 Two-ten station wagon, 
$1,440; 4-dr., $1,065; 2-dr., $1,030, $1,- 
000; Bel Air 2-dr., $1,200; 4-dr., $1,- 
205*; One-fifty 4-dr., $1,015, $975, $970, 
$935, $920, $900; 2-dr., $1,010, $975, 
$960, $930, $915. '53 Bel Air 2-dr., $920; 
Two-ten 2-dr., $860, $830, $825, 4 at 
$800, $790, $755; One-fifty 2-dr., $715, 
$700, $690, $680; 4-dr., $710. °52 SL 
Deluxe 4-dr., $605; SL Special 4-dr., 
$515, $490. '51 SL Deluxe 4-dr., $470, 
$435*. 50 SL Deluxe 4-dr., $410; 2-dr., 
400. 

CHRYSLER—'53 NY 4-dr., $725*. ’52 NY 
4-dr., $530*. 

DeSOTO—’'50 Custom 4-dr., $380*. 

DODGE—’54 Coronet 4-dr., $1,080*. '52 
Coronet 4-dr., $545; Wayfarer 2 - dr., 
$470*. '51 Coronet 4-dr., $440*. 50 Mead- 
owbrook 4-dr., $265; Wayfarer 2-dr., 
$110. '48 Custom conv., $250. 

FORD—’55 Crest (8) 2-dr., $1,705. ‘54 
Main (6) 4-dr., 3 at $625, $615, $605, 
2 at $600. '53 Main (6) 4-dr., $730. ’51 
Custom (8) Victoria, $510*; Custom (8) 


station wagon, $460*. ‘50 


4-dr., $495*; 
$225. '49 Custom (6) 


Deluxe (6) 2-dr., 
club coupe, $135. 

MERCURY—’52 Monterey Hard Top, $705. 
’51 4-dr., $730, $480; 2-dr., $425. °50 
conv., $260. 

NASH—’54 Rambler Hard Top, $1,155. °52 
Statesman 4-dr., $540. "50 Ambassador 
4-dr., $375, $150. ’47 (600) 4-dr., $140. 

OLDSMOBILE — ’54 (88) 4-dr., $1,515*. 
"53 (88) conv., $1,340* (ps); (98) 4-dr., 
$1,300* (ps), $1,275* (ps), $1,125* (ps). 
"49 (76) 4-dr., $225*; (88) conv., $220*; 
(98) 2-dr., $210*. '48 (98) 4-dr., $115*. 

PACKARD—’50 Clipper 4.dr., $100*. °49 
Clipper 4-dr., $100. 

PLYMOUTH—'54 Belvedere 4-dr., $1,105*. 
‘53 Cranbrook station wagon, $800; 4- 
dr., $750, $725, $715, $700, $685, $670. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
015*, $950*. ’51 Silver Streak (8) 2-dr., 
$555*; 4-dr., $370*. 50 Silver Streak (8) 
station wagon, $630*. ‘49 Silver Streak 
(8) 4-dr., $220*. 

STUDEBAKER—’51 Champion 4-dr., $330. 

WILLYS—’53 (6) station wagon, $770. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of June 29.) 

(Still lacking a sufficient number of 
late model sharp autos. West Coast 
buying much more active. Sold 76 per- 
cent of cars offered.) 


BUICK—’55 Special Riviera, $2,695* (ps), 
$2,680* (ps); Super Riviera, $2,685* 
(ps), $2,600* (ps); Century conv., $2,- 
565*. °54 Super Riviera, $1,985* (ps); 
Special Riviera, $1,720*, $1,690, $1,- 
650*. '51 Super Riviera, $590*. 


CADILLAC—’55 (62) coupe, $4,115* (ps); 
4-dr., $4,005* (ps). "52 (62) coupe, $1,- 
930°" (ps); (60) Special 4-dr., $1,455* 
(ps). ’51 (62) 4-dr., $1,375*. '50 (62) 
4-dr., $850*. °49 (62) 2-dr., $825*. 

CHEVROLET—'55 Two-ten station wag- 
on, $1,900. '54 Two-ten 4-dr., $1,110, 
$1,100; 2-dr., $1,065, $1,060, $1,050. ‘53 
Bei Air 2-dr., $1,005; 4-dr., $870, $860; 
Two-ten 2-dr., $790, $735, $715, $710; 
One-fifty station wagon, $955; 4-dr., 
$775; 2-dr., $670. '52 SL Deluxe 4-dr., 
$705, $690, $670. '51 SL Deluxe Bel Air, 
$620, $620*; Two-ten 4-dr., $535; One- 
fifty 2-dr., $495. 

DeSOTO—'53 Fire Dome (8) 4-dr., 
$1.910* (ps). ’°52 Custom 4-dr., 
Custom 4-dr., $445*. 


$1,025, 
$550. 50 





DODGE—’52 %-ton pickup, $445. '50 Cor- 
ornet 4-dr., $365°. 
FORD—’55 Custom (8) station wagon, §$2,- 


205°; 4-dr., $1,625, $1,585. '54 Custom 
(8) 4-dr., $1,110, $1,100, $1,090. '51 
Custom (8) Victoria, $505; 4-dr., $485, 


$475; Custom 

panel, $375. 

"49 Custom (8) 2-dr., 
25. 


(6) 2-dr., $320; %-ton 
"50 Custom (6) 2-dr., $235. 
$210, $190, $145, 


$1 

LINCOLN—’53 Capri 2-dr., $1,620* (ps). 

MERCURY—’55 Monterey Hard Top, $2,- 
355*, $2,300*. ’52 Custom Sport coupe, 
$1,020*; 2-dr., $880. '51 Custom 4-dr., 
$680°, $605, $540. '50 4-dr., $510*. 

NASH—’51 Statesman 4-dr., $310*. 

OLDSMOBILE — ’'55 (98) 4-dr., $2,780* 
(ps), $2,690* (ps), $2,675* (ps); (88) 
Holiday, $2,705* (ps); 4-dr., $2,635* 
(ps). '53 (88) Super 4-dr., $1,295* (ps). 
"51 (98) 4-dr., $695*. °49 (98) 4-dr., 
$300; (76) 2-dr., $280. 

PACKARD—’52 4-dr., $750*. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,650. 
"53 Cambridge station wagon, $1,045; 4- 
dr., $600; Cranbrook 2-dr., $715, $690, 
$660. '52 Cranbrook 4-dr., $485; Cam- 
bridge 4-dr., $435. ’51 Cranbrook 2-dr., 
$375; Concord 2-dr., $350. 


PONTIAC—’55 Chieftain (8) 2-dr., $1,800; 
Star Chief (8) 4-dr., $2,080*. '49 Silver 
Streak (8) 4-dr., $225* 


STUDEBAKER 51 Commander 4 - dr., 


$385. '50 Commander 2-dr., $135*. 
WILLYS-—-’49 station wagon, $285. 
(Richard Abel Auto Auction. Sale every 


Thursday. Prices are for sale of June 30.) 
(Market good although ’55 autos off.) 

BUICK—’54 Century Riviera, $1,870*, $1,- 
725. ’53 RM 4-dr., $1,200* (ps); Special 
4-dr., $895*. ’51 Super Riviera, $605*; 
Special 4-dr., $520*. °50 Super Riviera, 
$520*. '49 Super 4-dr., $250*. 

CADILLAC—’54 (62) 4-dr., $3,200* (ps). 
"53 (62) 4-dr., $2,150* (ps). °49 (62) 
4-dr., $750*. 

CHEVROLET—’55 Bel Air (8) conv., $2,- 
210*, $2,140; Two-ten (8) 2-dr., $1,670. 
’54 One-fifty station wagon, $1,280; 4- 
dr., $1,050; Bel Air 4-dr., $1,250, $1,- 
150; 2-dr., $1,180; Two-ten 4-dr., $1,045. 
’53 SL Deluxe 4-dr., $1,000. '52 SL De- 
luxe Bel Air, $750, $675*; 2-dr., $640; 
4-dr., $630*; SL Special 2-dr., $550; 2- 
ton stake, $550. ’51 SL Deluxe station 
wagon, $795; 4-dr., $495; Business coupe, 


$375. '50 SL Deluxe 2-dr., $410; 4-dr., 
$230. °49 SL Deluxe 2-dr., $230. '48 FL 
Aerosedan, $140. 

CHRYSLER—’54 NY 4-dr., $1,700*. ’51 
Windsor 4-dr., $460*. 


DeSOTO—’53 Fire Dome (8) 4-dr., 
*52 Custom 4-dr., $685*. 

DODGE—’55 Custom Royal 4-dr., §$2,- 
265* (ps). 54 Royal (8) 4-dr., $1,375*. 
’53 Coronet 4-dr., $765*. °52 Coronet 
station wagon, $880. °51 Meadowbrook 
4-dr., $390*. ’49 Meadowbrook 4 - dr., 
$260; 2-dr., $190. 

FORD — '55 Fairlane (8) station wagon, 
$2,395*; Victoria, $2,310*; Custom (8) 
2-dr., $1,825. '54 Main (8) station wag- 
on, $1,620; Main (6) station wagon, $1,- 
510; Custom (8) 2-dr., $1,150. '53 Crest 
(8) Victoria, 2 at $1,140; Custom (8) 
2-dr., $955; Main (6) 2-dr., $635. °52 
Crest (8) Victoria, $885; station wagon, 


$965*. 


$815. ’51 Custom (8) 2-dr., $575, $375, | 
$305*; 4-dr., $550*, $515*; Deluxe (8) 
2-dr., $430. '50 Custom (8) station wag- | 


on, $510, $450; 2-dr., $405; Deluxe (8) 
station wagon, $335; %-ton pickup, $410. 


"49 Custom (8) 2-dr., $255, $145. 
KAISER—’51 (6) 2-dr., $345. 
LINCOLN—’55 Capri Hard Top, $3,450*. 


’53 station wagon, $2,800*. 

MERCURY—’'55 Montclair Hard Top, §$2,- 
535*; Monterey coupe, $2,350. '54 4-dr., 
$1,400. °53 2-dr., $1,115; 4-dr., $1,130. 
"52 4-dr., $770*. '51 club’ coupe, $625*. 
"50 club coupe, $345, $340. 

NASH—’51 Custom 4-dr., $335*. 

OLDSMOBILE—’55 (88) Holiday, $2,750* 
(ps); Super 4-dr., $2,435* (ps). '54 (98) 
Holiday, $2,310* (ps); (88) Super 4-dr., 
$1,825* (ps), $1,790*. '53 (98) Holiday, 
$1,640* (ps). '52 (98) 4-dr., $930*. ‘51 
(98) 4-dr., $675*. '49 (98) 2-dr., $245. 

PLYMOUTH—’53 Cambridge 4-dr., $585. 
’51 Cranbrook 4-dr., $395. ‘50 Deluxe 
club coupe, $365. °48 Special Deluxe 4- 
dr., $115. 

PONTIAC—’'55 Chieftain $2,- 
290* (ps). ’53 Chieftain (8) 4-dr., $1,- 
075*. °52 Chieftain (8) 4-dr., $605*. °49 
Silver Streak (8) sedan, $195*. $140*. 
’48 Torpedo (6) conv., $135*. 

STUDEBAKER—’52 Champion 2-dr., $570; 
¥%-ton pickup, $540. "51 Commander Land 
Cruiser, $315*, $230. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 29.) 

(Good average sale. Buying a little 
weak, reflecting coming Holiday. Sold 
104 cars out of 140 offerings.) 


(8) 4-dr., 


BUICK—’51 Super 4-dr., $705*. ‘50 Super 
4-dr., $465*, $460, $455. 

CADILLAC —'51 (62) 4-dr., $1,475. '47 
(62) coupe, $205; conv., $200. ’46 4-dr., 
$300. °41 4-dr., $200. 


CHEVROLET—’54 Bel Air 2-dr., $1,225; 
Two-ten 2-dr., $1,100. ’°53 Bel Air 2-dr., 
$1,015; Two-ten 4-dr., $1,000; 2 at $805. 


’52 SL Deluxe 2-dr., $610, $600. ’51 SL 
Deluxe 2-dr., $590, $580; 4-dr., $515, 
$390, $305; Bel Air, $350; FL Deluxe 4- 


50 SL Deluxe 4-dr., 
$400; 2-dr., $415, $205; FL De- 
2-dr., $405, $400; %-ton pickup, 
’49 FL Deluxe 2-dr., $460; SL De- 
2-dr., $430, $400, $325. °48 SM 
$205. 

~51 Custom club coupe, $500. 
54 Meadowbrook 4-dr., $1,000. 
’52 Wayfarer 


dr., 
$415 
luxe 
$480. 
luxe 
conv., 
DeSOTO 
DODGE 
"53 %-ton. pickup, $490. 
4-dr., $405. 
FORD—'55 Crest (8) 
54 Main (8) 2-dr., 


$540, $530. 


Victoria, $2,325*. 
$1,195*, $925; Main 
(6) 4-dr., $910; Custom (8) 4-dr., $1,- 
150; 2-dr., $1,140, $1,105. '°53 Main (8) 
4-dr., $1,110*, $1,015*, $780; Custom (8) 
station wagon, $1,080. '52 Custom (8) 
4-dr., $900; 2-dr., $780; Main (8) 4- 
dr., $800. 51 Custom (8) 2-dr., $600, 
$570, $490; Victoria, $380; Deluxe (8) 
2-dr.. $565. $560; conv., $300: Deluxe 
(6) 2-dr.. $495: %-ton pickup, $480; %- 
ton pickup, $400. '50 Deluxe (8) 2-dr., 
$335, $300: Custom (8) conv., $150. '49 
Custom (8) 4-dr., $340, $330; Deluxe 
(8) 2-dr., $205, $195. 40 2-dr., $100. 
HUDSON—'49 Commodore (6) 4-dr., $105. 





MEROCURY—'53 Monterey 4-dr., 
‘51 4-dr., $555. °49 4-dr., $300. 
coupe, $270. 

NASH—’50 Statesman 2-dr., $200, '49 Am- 
bassador 4-dr., $165. '47 2-dr., $105. 
OLDSMOBILE—’55 (88) Holiday, $2,560*. 
‘53 (88) 4-dr., $1,150*; 2-dr., $950°*. 
"52 (98) 4-dr., $1,010*. '50 (88) 4-dr., 
$555, $500, $400; 2-dr., $405. ‘49 (98) 

4-dr., $145. '48 (88) 2-dr., $145. 

PLYMOUTH — ’'53 Cranbrook club coupe, 
$830; 4-dr., $805; Cambridge club coupe, 
$650. '51 Cambridge 4-dr., $530. '49 De- 
luxe coupe, $330. 

PONTIAC — ’51 Silver Streak (8) 2-dr., 
$660*. ‘49 Silver Streak (6) 2-dr., $205. 

STUDEBAKER—’52 Champion 2-dr., $445. 
‘51 Champion coupe, $300; Commander 
2-dr., $150. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of June 30.) 

(Market strong. Bidding good, Sold 54 
cars out of 86 offerings.) 


$1,095°. 
*48 club 


BUICK—’54 Super Riviera, $1,800; conv., 
$2,140*; 4-dr., $1,760. '52 Special sedan, 
$635. '50 Super 4-dr., $300. '49 RM 2- 
dr., $145. 

CHEVROLET—’54 One-fifty station wag- 
on, $1,210; Two-ten 2-dr., $985, $970, 
$960. °53 One-fifty 2-dr., $855, $740, 


$735; 4-dr., $790. °51 SL Deluxe conv., 
$650*; 2-dr.. $430; FL Deluxe 4-dr., 
$450. 

DeSOTO—’'50 Custom 4-dr., $330. 

DODGE—’50 Coronet 4-dr., $205. 

FORD—’54 Custom (8) 4-dr., $935; %-ton 
pickup, $710. ‘53 Custom (8) 2-dr., 
$890*; Main (6) 2-dr., $650. '51 Custom 
(6) 4-dr., $450. °50 Custom (8) 2-dr., 
$470, $345, $310; Custom (6) 2-dr., $245, 
$220, $200. 

HUDSON—’52 Pacemaker 2-dr., $500. 

KAISER—’53 Deluxe sedan, $580. ’51 Spe- 
cial sedan, $200. 

MERCURY—’51 2-dr., $410. 

NASH—’53 Rambler conv., $655. '52 Ram- 
bler 2-dr., $570, $485. 

OLDSMOBILE—’52 (88) 2-dr., $740*. ’51 
(98) coupe, $610*; (88) 2-dr., $430; se- 
dan, $400. '50 (88) 2-dr., $290. ’48 (68) 
sedan, $100. 

PLYMOUTH—’53 Cranbrook 4-dr., $690; 


Cambridge 4-dr., 
club coupe, $375. 


$580. '52 Cambridge 
’51 Cranbrook 4-dr., 


$350. '49 Deluxe 2-dr., $260. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
375*. °53 Chieftain (8) club coupe, $1,- 
050*. ’50 Silver Streak (8) 4-dr., $370; 
2-dr., $350. 


STUDEBAKER — ’52 Champion sedan, 
$345. 
™ * * 


— Auctions in Brief — 
BOUND BROOK, N. J. 


Plainfield Auto Auction. Sales every 
Tuesday and Friday. Prices are for sales 
of June 28 and July 1. Sales very strong 
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16%” x 27%", screened 


attaching. 
Board accomodates up to ten names* 


(SIZE 16% x 27% IN.) ‘ 


Board is durable glis- 
tening white plastic, size 


brilliant red and gold with 
simulated bronze frame, 
corner-drilled for easy 


which 


with a high percentage of consignments 
being sold. Prices were steady but there’s 
a great demand for more cars. 

* * + 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (June 30). Market weaker. Clean 
cars bringing the top dollar. A good per- 
centage sold this week. 

* * 


AKRON, oO. 

Akron Auto Auction. Sale every Thurs- 
day (June 30). Good automobiles are bring- 
ing top prices. Sold 75 percent of 196 cars 
this week. 

* * * 


NEAPOLIS 

Minneapolis Auto Auction, 

Wednesday (June 29). 

day. Lots of action on '50 to ’52 autos. 

Retail picking up slightly. Sold 87 cars 
out of 124. 


Sale every 
More activity to- 


* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (June 30). Market surprisingly 
firm with even ’55 models bringing good 


dollars. Dealers claim that clean units are 
bringing retail. We expect prices to slide 
next week but it sure wasn’t evident this 
week. Sold 108 out of 134. 
* + + 
FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (June 30). Prices off from last week’s 
sale. Sold 52 out of 80. 

+ * + 
CHICAGO 


Greater Chicago Auto Auction. Sale ev- 
ery Thursday (June 30). A very good sale 
with prices holding firm on practically all 
models. Much more action this week on 
‘54s and '55s. Sold 150 cars out of 247. 


Allen to Open Clothing Plant 


OKLAHOMA CITY. — Walter E. 
Allen, whose Chrysler dealership 
went into bankruptcy last year, 
has been awarded a Government 
contract reportedly in excess of 
$100,000 and plans to open a new 
clothing plant here. 





FEDERAL 10-TON WRECKERS 


GOVERNMENT SURPLUS 


Federal 10-ton Army 6x6, all wheel 
10-wheeler, equipped with 
10-ton Power Driven 27 foot 
telescopic boom, two heavy 
duty winches. Equipped with 
joutriggers. 11:00x20 tires, air 
brakes, very good condition. 


drive 


Ideal to handle steel or other heavy material. Swing crane that will swing 180 
degrees right or left with full power. Also equipped with fifth wheel to handle 
semi-trailers—will pull capacity up to 50 tons. We have only 20 of these in 
stock. They will go fast at this price, so hurry your order! 


$3750" 
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wih SELL: 


in 


record compares with others. 


may be lettered with grease pencil or rubber 


stamped directly on plastic. Wipe with damp 


cloth for easy name change 


Simple to operate—just drop 
red plug in tube to record a 
sales unit. 


*In cases where salesman’s 
quota is over 24 units, use 
extra Thermometer. 


19840 
DET 


VAN 
ROIT 34 


DYKE AVE 


PRICE 


$2995 


Order in multiples for 
thet lerge sales force 


3 for $75.00 


Michigan Residents odd 3a, Sales Tox 


NEWMAN ENTERPRISES 


MICHIGAN 





Newman Enterprises, 
19840 Van Dyke, 


\ 
\ 
4 Detroit 34, Michigan 





1 
: Please Ship —__ 


Firrn Name 
Address 


NUE City 


Signature 
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2235 Stewart Ave., 


MAIL HANOY COUPON Today! 








Original cost to government $22,500.00. We carry a complete 
line of Army equipment, trucks and parts. 


AUTO EXCHANGE 


Ss. W. Atlanta, Ga. 
Telephone FAirfax 8606 
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Instill Competitive Spirit ! 
See Your Total Sales at a Glance! 
Know Individual Salesman’s Productivity ! 


O- 


Sales Gncentive Beard 


ATTRACTIVE © DURABLE © EASY TO MAINTAIN 


Board is ideal for contests or regular sales. 
how each salesman stands and in turn shows each salesman how his 
Provides needed incentive for bigger sales. 


RATER 


Shows you at a glance 





Michigan Residents 
add 30, Sales Tox 


— SELL-O-RATER Sales Incentive Boards 
0 * Check or M. O. Enclosed 


O Ship C.0.0 
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Zone State 


— 
* Postage Prepaid if Check or Money Order Accompanies Order 
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House Committee Hears NADA Chiefs .. . 


Bootlegging Up, Congress Told 


(Continued from Page 1) 


vantage of an anti-bootleg clause 
in sales agreements were they 
clearly legalized under the Williams 
bill. 

Answering a related question, 
he said he had “no information” 
that factories “ever sell to other 
than its authorized dealers.” 


Cooper defined for the subcom- 
mittee a bootlegger as the non- 
franchised operator who buys new 
units, thus causing some confusion. 
The Trade has generally defined 
the bootlegger as the authorized 
dealer who disposes of some of his 
vehicle inventory through non- 
franchised sources. 1 


What Has NADA Done? 


EP. William T. Granahan asked 

the NADA witness what the 
national association has done to 
stop bootlegging. Cooper replied 
that NADA tries to discourage the 
practice through such means as 
stressing business ethics but cannot 
force errant dealers to stop. 

“We can’t step in and try to tell 
a man how to run his business,” 
he said. 

Cooper refuted the belief, as 
indicated by the remarks of some 
subcommittee members, that buy- 
ing a new car from a non-fran- 
chised dealer always means a low- 
er price to the public. He said 
association surveys show that “in 
many instances” consumers actu- 
ally pay more in making a deal 
with a non-franchised operator. 

Asked by Klein whether boot- 
legging was legal, he answered that 
it was perfectly legal, with fran- 
chised dealers themselves being the 
cause of the problem because they 
were the source of factory-fresh 
units acquired by non-franchised 
dealers. 

Rep. Tom Steed appeared briefly 
in behalf of the territorial security 
bill which he introduced. He ex- 
pressed belief that unless relief is 
forthcoming, small dealers are 
threatened with bankruptcy. He 
said he was convinced a bill such 
as his would provide the needed 
relief and at the same time work 
to the benefit of the consumer and 
preserve free enterprise. 

& s * 


ANOTHER witness favoring en- 
actment of the anti-bootleg bill 
was S. I. Bryant, Buick dealer from 
Cleveland, Tenn. 

He complained that many boot- 
legged units in his area came from 
two local auto auctions which 
bought the cars from franchised 
operators in the Detroit area. He 
expressed great concern over safety 
hazards to the public of improperly 
serviced new cars sold by operators 
without adequate makeready and 
other service facilities. 

Bryant agreed with Rep. Carl 
Hinshaw, who introduced the 
phantom-freight bill, that non- 
franchised operators’ practice of 
towing new units from the point 
of sale to their lots could weaken 
their diaphragm and otherwise 

them. 

Bryant added, however, that it 
was hard to pin down any future 
traffic accident to this particular 
cause because “corpses tell no 
tales.” 

Klein asked the witness if the 
reason for bootlegging might not 
lie in the dealer’s desire to main- 
tain his good standing with the 
factory by selling cars in volume. 
Bryant agreed that this might be 
the case. 

7. * * 

U. S. Agencies Hit Bill 
Laur made public the unfavor- 

able reports on the anti-boot- 
leg bill filed by the Justice De- 
partment, Federal Trade Com- 
mission, Budget Bureau and Com- 
merce Department. 

The executive agencies also op- 
Pose the phantom-freight bill and, 
it is believed, the territory-security 
measure. 

The FTC report on the anti- 
bootleg bill said passage “would 
be a signal for other segments of 
our economy to press for special 
dispensation of a similar nature 
and would initiate further en- 
croachments upon our national 
policy of free competition.” 

Calling the bill discriminatory, 
the Justice Department, said its 





enactment “would level disorder 
and confusion to the body of Fed- 
eral statute law governing trade 
and commerce.” 

The opinion went on to say that 
the department doesn’t believe “the 
current competitive. conditions in 
the automobile industry present a 
reasonable justification for tamper- 


ing with the antitrust laws.” 
~ * * 


EP. SHEPARD J. CRUM- 

PACKER, whose anti-bootleg 
bill last year-passed the House but 
was not voted on by the Senate, 
appeared as a witness and said 
bootlegging was “greatly disturb- 
ing” the automobile market and, 
in his opinion, was encouraging 
monopoly in the industry. 


He said that although bootleg- 
ging had diminished this year, it 
was likely to become a big prob- 
lem later in 1955 because of the 
necessity of liquidating larger 
dealer inventories. 


Crumpacker said his bill last 
year brought criticism that it 
would benefit franchised dealers 
but would be against the public 
interest. 

The legislator said he didn’t be- 
lieve this was so—that franchised 
dealers performed a necessary 
function, part of which was to 
makeready a car and maintain its 
safety through providing reliable 
after-purchase service and genuine 
replacement parts. 

* x * 


Farm Bureau Testifies 


A SURPRISE witness in opposi- 
to the anti-bootleg and terri- 
tory-security bills was Matt Triggs, 
assistant legislative director of the 
American Farm Bureau Federa- 
tion. 


Triggs said he was appearing in 
line with the organization’s policy 
of opposition “to modification of 
antitrust legislation to authorize 
contracts which restrict sales by 
distributors on the basis of class 
of buyer or territory.” 


“Business people generally sup- 
port the principle of competition,” 
he said. “But, by the nature of 
things, business people are con- 
stantly engaged in finding ways 
and means to avoid competition.” 

On the phantom-freight bil], 
NADA Director Wilson testified 
that the Chevrolets his Los Angeles 
dealership receives are assembled 
in suburban Van Nuys, but that he 
is billed a transportation charge 
based on delivery from Flint. 


He said that the actual shipment 
cost of a Chevrolet sedan from 
Van Nuys is $21 but that he must 
pay $148, adding that before the 
freight-rate adjustments last fall 
it was $278. 

oJ 


* 

was said the factory pre- 

pays the freight charge but 
dealers don’t know what the charge 
is because it is not broken down 
on the “freight and handling” in- 
voice item they receive. Transpor- 
tation charges are not detailed on 


GM Splits Duals 
In Toronto; U.S. 
Policy Followed 


TORONTO.—A number of Gen- 
eral Motors dealers here are drop- 
ping multiple car lines to concen- 
trate on just one make, according 
to E. J. Umphrey, GM sales di- 
rector. 


He said A. D. Gorrie & Co., Ltd., 
will drop Oldsmobile and sell only 
Chevrolet, Hogan Pontiac-Buick 
will sell only Pontiac and GMC 
trucks, City Buick-Pontiac will 
handle Buick exclusively, Beattie 
Cadillac will drop Oldsmobile and 
Chevrolet, and British and Ameri- 
can Motors will handle only Chev- 
rolet and eliminate Oldsmobile. 


Ernest Seitz, Gorrie manager, 
stated that the change is consistent 
with GM’s U.S. policy where all 
dealers in large metropolitan areas 
have exclusive franchises for a 
single make. 


He predicted lower car prices 
and higher used-car allowances 
through increased volume on a 


specialized basis. 
* 


the customer’s bill either, he 
pointed out. 
Klein, after listening to some 
explanation of phantom freight, 
commented that “it seems to me 
a rather vicious practice.” 
He said there is “no justifica- 
tion whatsoever” for a manufac- 
turer to include as an expense 
something he isn’t paying for. 
Klein indicated he would like to 
have the factories come to town 
and “explain the practice.” 
Hinshaw said he couldn’t under- 
stand why the Justice Department 
and FTC were holding back on the 
phantom-freight legislation. 
Wilson termed bootlegging the 
end result of “capricious freight 
charges” and said he was hopeful 
of passage of a bill to take the 
“water” out of transportation costs 
so that dealers “can look a cus- 
tomer in the face and know that 
we are charging him a price that’s 
right.” 
* * * 

| ad ANSWER to questions, Row- 

land Kirks, NADA legislative 
counsel, said that according to the 
“best evidence we have,” the fac- 
tories did not lose any money in 
making last fall’s freight adjust- 
ment rates since rate cuts in some 
areas were offset by increases in 
others. 

Crumpacker, in his testimony, 
had stated that reductions ac- 
crued to about 25 percent of the 
dealers, with higher rates being 
leveled at the other 75 percent. 
Rep. Morgan M. Moulder, Mis- 

souri Democrat, commented that 
he could not see why passage of 
the Hinshaw bill would harm any 
manufacturer. He said the auto 
makers could make up any loss of 
freight revenue simply by raising 
the factory delivered prices of their 
cars. 

W. F. Duckworth, Ford dealer in 
Norfolk, Va., stated, in answer to 
a question, that he wasn’t sure 
whether all makers practice the 
device of phantom-freight. 

* * oa 


Opposition Reports Quoted 

ONGRESSMAN KLEIN said it 

was his belief that American 

Motors and Studebaker - Packard 
did not, since they did not have 
assembly plants scattered far 
afield. 

In its report opposing enactment 
of the phantom-freight measure. 
the Justice Department said its 
language “would single out a cer- 
tain practice which would be desig- 
nated an unfair method of compe- 
tition and an unfair or deceptive 
act or practice in commerce with- 
out indicating the manner in which 
such practice would violate the 
statute.” 

In its opposition stand, FTC 
said that inasmuch as it already 
has jurisdiction “with respect to 
false representation which results 
in deception, and it does not ap- 
pear likely that the bill would be 
effective in preventing anything 
else, enactment does not seem 
desirable.” 

Hinshaw branded this report as 
“gobbledegook of the first order.” 

There were no opposition wit- 
nesses to the phantom-freight bill. 

cs * * 


BSTER, whose father, Rich- 

ard C. Webster, used to be a 
franchised Packard dealer in Bal- 
timore, testified in opposition to 
the anti-bootleg bill, as he did last 
year. He said he was very sympa- 
thetic with new-car dealer problems 
and that he was against boot- 
legging as such. 

However, he added, the proposed 
measure “does not strike at the 
cause of bootlegging,” which he 
said stemmed from overproduction 
and “one-sided one-year sales 
agreements which force dealers to 
take inventory they don’t want.” 

He said factory coercion in this 
respect is easy when the dealer 
knows that despite his sizable in- 
vestment, his contract can be termi- 
nated after one year. 

Webster said he hoped the anti- 
bootleg bill would not be rushed 
through the House on the consent 
calendar, as it was last year, but 
should be thoroughly explored by 
the legislators. He said he favored 
a bill sponsored by Rep. Jamie 
Whitten which would ban manu- 
facturers from forcing unwanted 
inventory on dealers. 


Pretty Big Stuff— 


Under the watchful eye of P. O. Peter- 
son, president of Mack Trucks, Inc., 
youngsters scale the side of a huge off- 
highway truck on display at the ‘Mack 
Day” open house at the company's 
Allentown (Pa.) plant. Compare the size 
of the tire with that of the lad taking 
the photographer's picture. 


80,000 Sales 


Louisville Dealer Marks 


39th Year 


LOUISVILLE. — Summers-Her- 
mann, Inc. (Ford), will observe 
its 39th birthday Aug. 1 and kas 
advertised that it has sold 80,000 
vehicles during its existence. 

“We think we are able to proper- 
ly advise the new and used-car 
buyers of today,” the ad read. 

Summers-Hermann has been in 
the same location during the 29 
years and before that the site was 
occupied by another dealership, Roy 
E. Warner Co. 

In the anniversary advertisement 
the dealership advised the public: 
“The safe way to buy any car to- 
day is to examine what you are 
buying and what you actually have 
to pay after negotiating with the 
dealer. 

“If a tradein is involved, talk 
only cash difference. It makes no 
difference what the allowance is 
for your car, but what you pay 
between the two is your net cost. 

“Carefully check your finance 
charges, there can be hidden 
charges of $100 to $300 in those 
figures alone and after signing the 
purchase contract you are legally 
responsible for the unpaid balance.” 


As NADA Presented Case. . . 


What Legislators Heard 


WASHINGTON.—Here are con- 
densations of statements made be- 
fore a House Interstate and For- 
eign Commerce subcommittee on 
behalf of legislation which would 
ban “phantom freight,” check boot- 
legging and restore territorial se- 
curity. 

Frank H. Yarnall, NADA presi- 
dent and Chicago dealer, set forth 
statistics to emphasize the im- 
portance of franchised dealers to 
the auto industry and to the gen- 
eral economy of the U.S. 

NADA, he said, was pushing for 
passage of the three bills, which 
he termed essential to the preser- 
vation of the auto industry. 

Frederick J. Bell, executive vice- 
president of NADA, said, in sup- 
port of bootlegging legislation, that 
permitting a new car to be sold 
under conditions that are false and 
misleading is as harmful to the 
public as if laws allowed drugs and 
medicines to be sold by other than 
registered pharmacists. 

He pointed out that territorial 
security existed in franchises for 
more than 40 years and fixed 
areas of {sales responsibility.” 
Such clauses he said, neither re- 
duce competition nor deny abso- 
lute’ freedom of choice to a pur- 
chaser. 

Packing of freight charges by 
manufacturers, he said, is a disre- 
gard of the rights of new-car buy- 
ers. It doesn’t make sense to dis- 
regard actual shipping costs, he 
said. 

Alton M. Costley, NADA director 
and dealer in East Point, Ga., said 
territorial security would directly 
benefit vehicle buyers and owners. 


It would also, he said, protect a 
dealer’s investment and enable him 
to give better service. Competition 
would not be reduced, he said. 

W. F. Duckworth, a Ford dealer 
in Norfolk, Va., in testifying for 
the freight measure, emphasized 
that only the factories have the 
full details on freight charges. 
However, he said, conclusions may 
be drawn which show that the 
revenue derived from “phantom 
freight” by factories is tremendous. 

Freight, he said, should be 
charged at the actual cost and sav- 
ings passed on to the consumer. 

Charles M. Hewitt jr., on the 
faculty of the school of business 
of Indiana University, told the 
congressmen that he had been 
doing research in territorial se- 

curity provisions since 1953. 

There is, he said, evidence that 
removal of territorial provisions 
from franchises in 1949 may have 
contributed to the increasing de- 
gree of concentration of production | 
of new cars. 


There is also evidence, he said, | 
that removal of territorial provi- | 
sion contributed to the increased | 
failure rate for dealers — particu- | 


larly among those handling “inde- 
pendent” lines. 

Hewitt accompanied his testi- 
mony with a 29-page memorandum 
on the territorial security clauses. 


Walter B. Cooper, chairman of 
NADA’s national affairs commit- 
tee and a dealer in Fort Collins, 
Colo., testified on the bootlegging 
legislation. 

He referred the committee to 
evidence filed in 1954 bootlegging 
hearings, and said there had been 
little change in the “bootlegging” 
situation since then. 

Bootlegging, he said, constitutes 
a threat to the economic strength 
and stability of the individual fran- 
chised dealer and to the industry 
itself. 


Nash Offers Trip 
To Factory for 
Buyers in West 


DETROIT. — Nash and United 
Airlines have joined in a program 
to offer buyers of new Nash cars 
who live in the western states a 
vacation trip to Wisconsin. - 


“The amount the car buyer saves 
on shipping costs will pay the 
greater part of his family’s vaca- 
tion tour,” said Fred W. Adams, 
Nash advertising director. 


Those who make the trip to the 
Nash plant in Kenosha, Wis., will 
be able to tour the plant to see the 
cars being built. 

“Such a trip offers a Nash buyer 
from the Coast the opportunity to 
visit Chicago, Wisconsin, Yellow- 
stone Park, Grand Canyon and 
other parts of America,” Adams 
said. “It also gives the buyer a 
leisurely ‘get acquainted’ trip with 
his new Nash.” 


Joins Willys Ranks— 

Glendy Munson, president of Glendy 
Munson Motor Co., Houma, La., signs ° 
Willys franchise for sale of Jeeps and the 
Willys line of four-wheel drive vehi-les. 
Concluding the deal is Lawrence Mesh, 
Willys district manager. 
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House Hears Wholesale Chief... 





Texas Held Center 
For Parts Monopoly 


AUSTIN, Tex.—“Texas (is being) 
turned into a playground for mo- 
nopoly,” G. C. Morris, Automotive 
Wholesalers of Texas’ executive di- 
rector, has declared in a statement 
filed with the House Small Business 
subcommittee probing distribution 
of automotive parts and equipment. 


Morris said he submitted it at 
the invitation of Rep. James Roose- 
velt, California Democrat and sub- 
committee chairman. 


Morris charged that “small 
business is being strangled to 
death in Texas because of inade- 
quate enforcement of the state’s 
antitrust laws.” 


He said that it was common 
knowledge that major oil refiners 
and automobile manufacturers are 
“systematically and deliberately vi- 
olating the intent of our laws 
against coercion” by forcing inde- 
pendent service station operators 
and automobile dealers to handle 
the tires, batteries, accessories and 
parts in which the big corporations 
have an interest. 

“Due to a legislative log jam, the 
Legislature failed to strengthen our 
antitrust law, so that these com- 
monplace violations could be suc- 
cessfully prosecuted,” Morris said. 
“Our antitrust laws must be 
strengthened if the small business- 
man is to survive. 

“Historically, Texas antitrust 


Nash Shifts Three 
To New Posts 
In Sales Setup 


DETROIT.—Nash has made three | 
major personnel changes in its sales | 
organization. | 

R. R. Compton, former central 








R. R. Compton J. B. Fountain 


division manager, has been ap- 
pointed Western division manager 
with headquarters in El] Segundo, 
Calif. He succeeds L. T. Kouns, 
who has joined Studebaker as as- 
sistant general sales manager. 

John B. Fountain has been ele- 
vated from Chicago zone manager 
to central division manager. He 
will maintain his offices in Chicago. 

Robert T. Prendergast has been 
named to succeed Fountain. He 
formerly was assistant manager 
of the Chicago 
zone. 

Compton joined | 
Nash in 1940 as| 
district manager 
in Charlotte,! 
N. C. He later) 
served as mid-| 
west regional 
manager, south- 
ern regional man- | 
ager, central re- 

, gional manager 
R. T. Prendergast and sales promo- 
tion manager. He had been head of 
ae central division since March, 








DeSoto Now Installing 


Improved Headlamps 


; DETROIT.—DeSoto has begun 
installation of the new sealed 
headlamps as standard equipment 
in late-’55 models, according to | 
J. B. Wagstaff, sales vice-presi- 
dent. 

Approved in all states except 
Idaho, the lamps provide an ad- 
ditional 80 feet of seeing distance 
in clear weather, through an im- 
proved lower beam pattern that 
directs the light down the right 
hand side of the road when pass- 
ing. The lamp was developed by 
an Automobile Manufacturers 
Assn. Committee. 
en 


laws have stood among the 
strongest and most effective in 
the nation,” he said. “It is dis- 
heartening to see this tradition 
discarded and Texas turned into 
a playground for monopoly.” 

Morris told the congressmen that 


Parrish Burns 2nd Time; 


Was Destroyed in 1932 


BENSON, N. C.—Fire of unde- 
termined origin swept through Par- 
rish Motor Co. (Ford) here and 
caused approximately $75,000 dam- 
age, including the destruction of 
two new cars. 


The company said it had no in- 
surance except for a small amount 
on the parts, none on the building. 
This is the second time Parrish has 
suffered heavy fire loss. It was 
wiped out by a fire in 1932. 





the organization he represents 
plans to continue its fight to “guar- 
antee independent businessmen the 
right to compete on fair terms with 
nationwide or statewide chains.” 

It is a matter of long-established 
public policy—expressed by 40 years 
in the Clayton antitrust statutes— 
Morris said, that in a free, private 
and competitive economy, the ex- 
ercise of coercion against independ- 
ents is hostile to the interests of 
the public. 

“This is the cornerstone of small 
businesses’ existence,” he said, “at 
every level—manufacturing, whole- 
saling and retailing.” 

Morris said that it was the 
studied conclusion of the AWOT 
that if the alleged coercion con- 
tinues “unabated a majority of 
the automotive wholesalers in our 
region will be forced out of busi- 
ness within 10 years.” 


He denied that wholesalers are 
“expensive middlemen whose oper- 
ations boost costs to the public.” 


Morris maintained that small, in- 
dependent businesses cannot be 
kept in good health—at either the 
retail or manufacturing levels— 
without a healthy, independent 
wholesaling system. 








Prize Winner Gets New Ford-— 


Jerome Dillon, Ford district sales manager, presents the keys to a '55 Ford Sunliner 
to Nita Bregger, Washington, as Martin T. Wiegan, Red Cross fund drive chairman, 
looks on. Miss Bregger won the car as a door prize at a benefit baseball game for 
the Red Cross chapter. The car was donated by the Capital's Ford dealers. 
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Protects 


batteries from overcharge in hot weather... 


the U. S. Peerless MICROPOROUS Rubber Battery Separator 





U. S. Peerless Microporous Rub- 
ber Battery Separators gain electri- 
cal resistance when the thermom- 
eter goes up. Result: they help to 
protect the battery against over- 
charge. Also because they have a 
thin web and narrow ribs, they 
permit the greater acid circulation 
that makes a battery run cooler and 
give full power under all condi- 
tions. They will withstand the ex- 
cessive oxidizing conditions devel- 
oped aoe overcharge through- 
out battery life. 


Electrical Wire and Cable Department e¢ 


Peerless separators safeguard the 
dollars your customers pay for bat- 
teries. Peerless cannot be harmed 
by battery acid or plate pressures. 
High mechanical strength prevents 
cutting by warped or broken 
plates. In fact, Peerless separators 
outlast the plates. In cold weather, 
they deliver 20% faster cranking 
speed, 10% more power. Your 
trade gets long battery life and 
Operating savings when you stock 
and sell batteries equipped with 
U. S. Peerless Microporous Rub- 
ber Separators. 


Sell better batteries with 
U. S. Peerless Separators. 
Better batteries mean cus- 
tomer satisfaction and 


high profits for you. 


Write to address below for free informative booklet on U. S. Peerless Microporous Rubber Battery Separators. 


UNITED STATES RUBBER COMPANY 


Rockefeller Center, New York 20, N. Y. 










UAL PLANNING PROG 


Nineteen years of outstanding service 


PLANNING FOR CONTINUED 
LEADERSHIP 


H. A. KEMPER J. A. MclNERNEY 
Kemper Chevrolet Co. McInerney Chevrolet 
Newberry, S.C. Chicago, Ill. 


H. S. HENSLEY H. L. WELCH 
Hensley Sales & Service Nielson Chevrolet Co. 
Elkton, Va. Kearney, Nebr. 


NED W. HARDEN A. B. SMITH 
Harden Chevrolet Co. Knapp Chevrolet 
Circleville, Ohio Houston, Texas 


ARTHUR H. CHAPMAN A. R. MONTGOMERY 
Chapman Brothers Martin Pollard Co. 
Westbury, New York North Hollywood, Calif. 


BLAIR BURWELL, JR. STANLEY A. NERHAUGEN 
Burwell Motor Co. . Nerhaugen Chevrolet Co. 
Jacksonville, Fla. Zumbrota, Minn. 


J. D. McKINNON F. W. MICHAEL 
Elm Chevrolet Cooper Motors, Inc. 
Elmira, New York Walden, Colo. 


RAY BRANDENBURG RALPH E. RANDEL 
R. Brandenburg Motor Sales, Inc. Randel Motor Co. 
Washington Court House, Ohio Panhandle, Texas 


WILLIAM T. MAGUIRE W. L. MORRIS, JR. 
Jameco Chevrolet, Inc. W. L. Morris 
Jamaica, New York Fillmore, Calif. 


















































































The Industrys most successful 


Dealer Planning Committee 


really 
rolls up its sleeves and works 


@ Six hundred twenty-five separate resolutions passed problems and to formulate resolutions for consideration. 
through the Chevrolet Dealer Planning Committee during You can see the results of their hard work in 1954. 


the period of one year! This is typical of the effectiveness . 7 
P ’ y : ¥P 5 It is only natural that the Chevrolet Dealer Planning 

of the automotive industry’s leading Dealer Planning Com- 7 ? ; 
7 ea Committee is such an outstanding success. The Chevrolet 
mittee and of the great contribution it makes to Chevrolet ; , : 
Pe lati committee was the first one in the industry and served 
ealer-factory relations. a 
y as the model for the others. Now in its 19th year of con- 


Every Chevrolet dealer — large or small — is represented tinued service to dealers, the Chevrolet Dealer Planning 
i on the committee and has a voice in discussions of the Committee has made and continues to make a tremendous 
i problems affecting his business. Each year, dealers vote contribution to the welfare of individual Chevrolet dealers 
to elect Zone Committees whose members elect Regional — and is one more reason why the Chevrolet franchise is 
F Committees, which in turn elect a National Committee. the most valuable franchise in the industry! Chevrolet 


The National Committee meets in Detroit to discuss dealer Division of General Motors, Detroit 2, Michigan. 








RESOLUTION 42 — Resolved, That the “Gold Truck Album,” used RESOLUTION 140 — Resolved, That Chevrolet should take under 


so effectively by dealers in the prewar days, should be reinstated consideration the advisability of adding a 125-inch wheelbase 

as part of the salesman’s kit. half-ton pickup to the truck line. A unit of this type not only 

RESULT: rides easier, but provides additional hauling benefits for farmers, 
commercial carriers, and delivery units of retail stores. 
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O 
GJ © OF THE RESOLUTIONS PASSED BY THE 1954 DEALER COMMITTEE, as of this date, have 


been acted upon as were the two resolutions above. The others are still under consideration and will be reviewed period- 





ically for possible action in the future. 


New Products... New Progress... 
for a New Era of Leadership 
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Steel Settled, Chrysler Talks Continue .. . 


Wage Pacts Winning 


SOME DEALERS HAVE 1007 ABSORPTION FIGURES! 


(National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. 
For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them , . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars .-. . and get away from single-item repair orders, 
If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 

1112S. Wabash Ave. 'e 
Flash-A-Call Service Control jn'i00, “Ghicogo ‘5. tilinets 


NEW BUMPA-TEL SIGN 


“Tell Your Story Here!" 


Mounted or Dismounted in Seconds* 

Polished Aluminum Frames e Sheet Steel Face 

Sign a Telescope into Non-Visible Brackets Mounted 
ind Bumper Guards 

Does not Interfere with Operation of Trunk Lid 

Available for all 1955 GM Cars 

Available for all 1955 Ford Cars Exc Lincoln 

Available for all 1955 Chrysler Cars Except Imperial 


* 
Also Available for Packard, Nash, Studebaker and Hudson 
* After original installation State Make and Model When Ordering 


$16.50 Lettered — $12.50 Unlettered 
F.0.B., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 


Quantity 
PRODUCTION 


o) 
GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 
FOUNDRY DIVISION 


MAIN OFFICE AND 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURING PLANTS 





More State 


By Joseph M. Callahan 
Staff Writer 

7 oe wheels were beginning to 
roll in a number of states last 
week to permit the integration of 
the UAW’s guaran- 
teed wage and state 
unemployment com- 

pensation. 
Because, under the 
General Motors and 
Ford contracts, no supplemental 
benefits can be paid before next 
June, the action was understand- 

ably slow. 

Of course, the major step in the 
integration of the two plans was 
taken the week previously when 
Michigan Republicans announced 
they would support the necessary 


Studebaker Clarifies 
1,700-Worker Layoff 

SOUTH BEND. — Studebaker 
announced last week that 1,700 
workers have been laid off, fol- 
lowing the installation of a 
better-methods program. This re- 
duces the Studebaker work force 
to 9,000. 

A company statement said the 
reduction in manpower was made 
possible by the agreement nego- 
tiated with the union last 
August which provided for the 
abandonment of piece work and 
the establishment of new plant- 
wide work standards. 


changes in the unemployment laws 
in Michigan where about half the 
auto workers are employed. Inte- 
gration must be provided for two- 
thirds of the workers before the 
plan can operate. 

According to Secretary of 
Labor James Mitchell, the U.S. 
will assist the states in integrat- 
ing the two methods of unem- 
ployment compensation by offer- 
ing recommendations for tying 
their programs into the UAW 
contracts. 

Making it clear that this is “pri- 
marily and exclusively a state prob- 
lem,” Mitchell said that integration 
of the private and public plans 
was “complex and difficult” and 
that the Labor Department will 
soon make a full study of the situ- 
ation because “we should make our 


position known.” 
7 * * 


EANWHILE, in Massachusetts 

a bill designed to assure the 
legality of simultaneously paying 
state and company unemployment 
benefits has been introduced in the 
State Legislature by Rep. James L. 
O’Dea jr., who said such a law was 
needed to clarify existing rulings. 

Gov. Christian Herter said the 
Division of Employment Security 
was studying the union agree- 
ments although he doubted that 
they conflict with the present 
law. 

A spokesman for the Missouri 
State Employment Security office 
said no decision on integration 
would be made until an actual sit- 
uation was presented. However, 
belief was expressed that Missouri 
auto workers would not be eligible 


now to receive payments from both 
the State and companies. 
Delaware’s General Assembly will 
be asked, if necessary, to change 
the State’s unemployment compen- 
sation law if it conflicts with the 


GM-NAW contract. GM has the 
State’s only auto plant. 
* e . 


Agency May Ask Change 

LBERT STETSER, executive 

director of the Delaware Unem- 
ployment Compensation Commis- 
sion, said his agency would ask for 
the change because “it would be our 
place to ask for it.” 

In Delaware, as in many states, 
the question of integration 
hinges on whether the supple- 
mental payments are considered 
“wages” under present law. 

In New Jersey, John C. Yencik, 
director of the Division of Employ- 
ment Security, said that a study 
of the actual contracts would be 
required before any absolute state- 
ment on integration could be made. 

He asserted, “There is nothing to 
prevent supplementation, but such 
payments might affect the amount 


Backers 


of benefits collectable under New 
Jersey law.” 
o * + 


EORGIA’S State Labor Commis- 

sioner Ben T. Huiet said auto 
workers in his state will not receive 
full state benefits during layoffs 
under the Ford contract. 

In New York, Industrial Com- 
missioner Isador Lubin said that 
if changes in the labor law should 
“be required in order to make 
these benefits fully available to 
Ford workers in New York State, 
I shall recommend the necessary 
legislation to Gov. Harriman.” 

Maryland’s State Attorney-Gen- 
eral C. Ferdinand Sybert has asked 
the State Legislative Council to 
study what “impact” the CIO’s 
guaranteed wage plan would have 
on state unemployment benefits. 

Sybert said, “It may well be that 
such a study might indicate that 
amendments may be necessary to 
our unemployment compensation 


laws.” 
~ = +. 


Steel Pact Settled 


EANWHILE, the CIO United 

Steel Workers and U.S. Steel 
Corp. have reached an agreement 
on a wage offer averaging about 15 
cents an hour after a 12-hour 
strike. 

The settlement was quickly ac- 
cepted as a pattern and other 
“Big Six” and Little Steel pro- 
ducers began to make similar 
agreements. Many of the com- 
panies immediately boosted their 
prices an average of $7.35 a ton, 
or 5.8 percent. 

After a holiday recess, Chrysler 
Corp. and UAW negotiators last 
week resumed their talks, with 
union spokesmen presenting in de- 
tail their economic demands, in- 
cluding the guaranteed wage. 

The bargaining is being conduct- 
ed in two separate conferences. One 
group of negotiators is discussing 
problems of the corporations auto- 
motive body division and the other 


PROTECT YOUR SHOWROOM FLOOR 


Installation 
© Cannot Be Seen 


© Treated Material Resists 
Oil, Grease, Water and Fuel 


Eliminates Unsightly Drip Pans 
Large Buick and Cadillac 
Slightly Higher 


$13.50 


group is discussing contract issues 
for the whole corporation. 
* - * 


O*. THE dealership front, six 
Spokane dealers have reach: 
a contract agreement with the 
Automotive Trade Council there, 
representing AFL automotive ma- 
chinists. Latest to sign was George 
R. Jones Co. Contracts also have 
been signed with 40 independent 
auto repair shops. 


In Missoula, Mont., a mechan- 
ics’ strike is continuing against 
auto dealers. A meeting was held 
between union and company rep- 
resentatives but it ended in a 
stalemate. 

At last report there was no other 
meetings scheduled. None of the 
franchised dealers has agreed to 


union terms. 
* * * 


Other Talks Continue 


‘oe dealers are still negotiating 
with representatives of the 
salesmen, painters and garage 
workers. Association officials feel 
that the mechanics’ package will 
be acceptable to the other groups. 

In Coos Bay, Ore., picket lines 
at Tower Motor Co., which were 
established last November, have 
been removed following an agree- 
ment between I. R. Tower, presi- 
dent of the company, and Wil- 
liam G. O’Connell of the Oregon 
Joint Couneil of Teamsters. The 
picket lines were part of an or- 
ganizational attempt. No details 
of the settlement, if any, were 
revealed. 

Last week a National Labor Re- 
lations Board election was held at 
Hicks Chevrolet in Washington. 
The shop workers voted 33-0 
against the petitioning unions, the 
AFL Teamsters and the AFL Ma- 
chinists. 

af * * 
i BALTIMORE, an NLBEB elec- 
tion among all employes at City 
Oldsmobile was held and the work- 
ers voted 42-19 against the peti- 
tioners, the AFL Teamsters and 
the AFL Machinists. 

The Portland (Ore.) NLRB re- 
gional director has refused to is- 
sue an unfair labor practice com- 
plaint against Joe Fisher, a 
Dodge-Plymouth dealer. 

AFL picket lines, which were es- 
tablished last November, are con- 
tinuing at Fisher’s dealership. 

Fisher said the pickets have cost 
him $100,000. 


WITH D & M UNDER CAR COVERS 


NOW 
AVAILABLE 
FOR NEW 
MODELS 


for Standard Models 
F. O. B. Detroit, C. O. D. 
When Ordering, Give Make 
of Car 


D & M TRUCK TOP CO. 


12186 Petoskey, Detroit 4, Michigan 


PHONE: WEbster 3-1613 


lecturers of Stake and Pick-Up Tops 








COMPARE THESE LOW PRICES 


: Ww 


Cadillac 


‘ 
TH FACTORY LIST PRICES! 


MODELS, FROM 1941 fo 1955 


(plus 8% 
(plus 8% 


Front Carpets: $15 
Rear Carpets: $13 


Maroon & Blue Front $2 extra; 
1955 CARPETS $3.00 EXTRA 


Carpets available for other makes of cars, too. 
Manufacturers of seat covers, convertible tops and 


carpets for the trade only. 


Newark AY 


i] 


Rear $! extra 


tax) 
SAVE UP TO 60% 

ON REPLACEMENT CARPETS 
Finely made of equal - quality 
material as your original carpet 
and reinforced with felt (ozi‘e) 
under pad. In gray, blue, brovn, 
black, green or maroon. 

Address all inquiries to 
Dept. A-655. 


tax) 
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‘in the first six months of 1953. 
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AMC and S-P Also Show Gains .. . 





Chrysler Output Share Rises 


(Continued from Page 1) 


previous peak of 3,559,028 cars built 
during the second half of 1950, and 
43.9 percent more cars than were 
produced during the first half of 
1954. + + * 


THE first-half total, 4,031,056 

cars were assembled by the Big 
Three and 227,547 by the Little 
Three. The Big Three's slice of to- 
tal industry output during the first 
half was 94.66 percent, slightly be- 
low the 95.73 percent of total out- 
put for the first half of last year. 
The Little Three copped 5.34 per- 
cent of total industry output this 
year, as compared with 4.27 percent 
on 126,340 cars during the first half 





of ’54. 

GM was the biggest producer 
with 2,086,922 assemblies during 
the first half, while Ford was 
second with 1,150,543 cars. Both 
established new six-months rec- 
ords by their achievements, GM 
erasing its old mark of 1,551,465 
in the second half of 1950, and 
Ford breaking its old high of 
925,279 in the first half of 1954. 
Although they both set new all- 
time records for six-month produc- 

tion, Ford division and Chevrolet | 
lost the most percentage ground to 
the four Chrysler divisions. 

* of * 


eo produced 938,941 | 
cars during the first half to} 
account for 22.05 percent of total 
output, while Ford copped 21.02 
percent of total production with 
894,947 assemblies. Chevrolet’s first- 
half output topped the old mark of 
774,256 set during the second half 
of 1950. Ford’s record first-half 
production exceeded the former 
high of 750,047 cars built during the 
first six months of last year. 

Despite these achievements, how- 
ever, the two makers together lost 
7.99 percentage points in total] in- 
dustry output. In comparison with 
the 43.07 percent of total industry 
output grabbed by Ford and Chev- 
rolet this year, the two makers 
during the first six months of last 
year took a 51.06 percent slice of 
total output. 

Although Mercury, Hudson, 
Nash, Packard, Studebaker, 
Buick, Oldsmobile and Pontiac all 
managed to grab a greater share 
of total industry output this year, 
Chrysler made the biggest dent 
in the Ford-Chevrolet combine. 

Plymouth, which produced 9.91 
percent of total industry output 
during the first half with 422,190 
assemblies, led all other Chrysler | 
divisions in the corporation’s come- 
back after a poor 1954. Plymouth’s 
first-half efforts also toppled 


Anderson Files | 
$4 Million Suit 
Against GM 


(Continued from Page 2) 


Anderson became sole shareholder, 
and during that period GM re- 
ceived $78,704.56 in dividends from 
the stock. 

Anderson filed a statement of 
company income, after taxes, show- 
ing net earnings of $231,717 in 
1947; $269,941 in 1948; $75,231 in 
1949; $246,891 in 1950; $91,258 in 
1951; $17,114 in 1952, and $43,587 





These figures, it is pointed out, 
do not include a substantial bonus 
and personal salary for Anderson 
as company executive. 

GM is withholding comment on 
the suit until its legal department | 
can file an answer in court. 





Mercury Dealer Bares 


Factory Bonus in Ad 


AKRON. “Bonus! Bonus! 
Bonus!” shouted newspaper ads 
of Richards Mercury last week. 

“Our factory has advised us 
that on every car delivered .. . 
We will receive a special bonus 
which we are passing on to you,” 
the ad continued. 

Mercury is paying bonuses 
ranging up to $125 per unit for 
dealers selling over 90 percent 
ef quota. Richards is the first 
dealer reported using the bonus 





as a merchandising device. 
ee 


old high of 398,064 built during the 
second half of 1950. Altogether, 
Plymouth gained a 2.60 percentage- 
point greater share of total indus- 
try output this year. 
+ * * 


p= made the second biggest 
comeback, jumping its produc- 
tion to 179,753 cars during the first 
half. This amounted to 4.22 percent 
of total industry output, and was 
a 1.92 percentage points greater 
than it recorded on the 67,950 cars 
produced during the first half of 
1954, 


Chrysler division produced 2.63 
percent of total output with 111,- 
753 assemblies during the first 
half and also recorded a 0.71- 
point greater share of total in- 
dustry output than was register- 
ed during the same period of 
1954. DeSoto grabbed a 0.61-point 
greater share of total industry 
output this year with a produc- 
tion of 79,895 cars during the first 
half. 

Mercury, with a 0.31 percent in- 











crease in total industry output, 
was the only Ford Motor division 
| to show a gain during the first 
|half, although both Ford division 
and Mercury showed new produc- 
tion marks for both the second 
quarter and half. 

Mercury’s first-half output of 
233,900 cars erased its old high of 
195,090 set in the last half of 1953, 
and the 126,890 cars built during 
the second quarter broke the old 
mark of 107,707 set during the third 
quarter of 1953. Ford division’s out- 
put of 456,339 cars during the sec- 
ond quarter topped the old high 
of 438,608 established during the 
first quarter of this year. 

* * * 


LL FIVE GM divisions estab- 
lished new six-month marks 
during the first half, while Oldsmo- 
bile and Buick also erased quarter 
marks established during the first 
three months of this year. 
In addition to Chevrolet’s new 
six-month mark, Buick built 425,- 








New Record Half 
In Car Output 


Ist Half 2nd Half 
1955 1950 
(New Record) Make (Old Record) 
1—938,941 Chev. 7168,649— 1 
2—894,947 Ford 567,080— 2 
38—425,057 Buick 282,582— 4 
4—422,190 Plymouth 398,064— 3 
5—328,413 Olds. 199,558— 7 
6—312,310 Pontiac 236,512— 5 
7—233,900 Mercury 165,264— 8 
8—179,188 Dodge 224,145— 6 
9—111,753 Chrysler 111,781—10 
10— 82,201 Cadillac 64,214—15 
11l— 79,895 DeSoto 86,601—12 
12— 72,357 Stude. 118,988— 9 
13— 71,182 Nash 82,166—138 
14— 43,324 Packard 40,139—16 
15— 34,023 Hudson 68,015—14 
16— 21,676 Lincoln 17,799—18 
17j— 5,428 Willys 21,694—17 
18— 1,008 Kaiser 101,246—11 
19—__......... Crosley 4,330—19 
20—— Frazer 251—20 
Total All Makes 

4,258,603 3,559,028 





057 cars to erase its old high of 
287,042 in the first half of 1954; 
Cadillac erected 82,201 to smash its 
old mark of 64,214 in the second 





FRAM can be your #1 profit-maker! 


Cartridge replacements lead all common replacement 
items—including spark plugs, batteries, mufflers, car- 
buretors! That means you’ll sell more when you offer 
your customer genuine Fram! 


FRAM is easy to sell with every oil change! 


Oil changes lead all other services and repairs— 
including lube jobs, washing, brakes, tune-ups, body 
or fender work! Add even more profits to oil changes— 
sell a new Fram Cartridge! 


Your customers want FRAM! 


Motorists prefer FRAM more than 2 to J over other 


brands. . 


FRAM more than equals the prefer- 
ence for the next two most popular 
brands combined! 
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FRAM CORPORATION, Providence 16, R. I. 


. and in many surveys, the preference for 


FACTS PROVE 


FRAM 


SALES POWER! 


6 


Surveys show it! Profits prove it! Sell FRAM! 


Fram Canada Ltd., Stratford, Ont. 





half of 1950; Pontiac assembled 
312,310 to erase its old high of 
236,512 in the last half of 1950, and 
Oldsmobile built 328,413 to break its 
old mark of 223,962 during the first 
half of 1954. 

Likewise, Buick’s production of 
219,479 cars during the second 
quarter broke its old mark of 
205,578 assembled during the first 
quarter of this year, and Olds- 
mobile’s output of 171,147 cars in 
the second quarter erased its old 
high of 157,266 cars built during 
the first three-month period of 
this year. 

Only Kaiser Motors failed to 
show a gain among the Little 
Three makers. American Motors 
showed a 0.78 percentage-point 
gain in total output with the pro- 
duction of 105,205 cars during the 
first half, while Studebaker-Pack- 
ard jumped its output percentage 
0.62 points this year, with the pro- 
duction of 115,681 cars during the 
first half. 

Both corporations more than 
doubled their 1954 output during 
the first six months of this year. 
Kaiser Motors showed a loss of 
0.33 points in total industry output 
this year. 
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Booklet Scoffs 
At Automation 
As Job ‘Killer’ 


DETROIT.—A booklet based on 
information from the Departments 
of Labor and Commerce has been 
issued by Denham & Co. here show- 
ing that an increase of mechaniza- 
tion (or automation) has always 
resulted in an increase of produc- 
tion worker employment in the 
U. S. instead of “throwing men out 
of work.” 

Summing up, the booklet, a new 
edition of one printed in 1950, 
states: “Thus regardless of booms 
and depressions, wars or peace the 
surest way to increase productive 
employment is to maintain a high 
rate of installation of so-called 
‘labor-saving’ equipment —automa- 
tion (and) the surest way to 
throw men out of work is to stop 
mechanizing U. S. industry.” 

In each year depicted since 1910, 
a sharp increase in “automation” 
was followed by a sharp increase 
in employment and conversely, a 
drop in the installation rate of 
mechanized equipment was linked 
to a drop in production jobs. 

The figures contained in the 
booklet did not include clerical, 
sales and other jobs, but only those 
of industrial production workers. 

Copies may be obtained by writ- 
ing Denham & Co., 925 Book Blidg., 
Detroit 26, Mich. 


Sssst—Poof! 
Pin and Balloon Prove Point 


For Tubeless Tires 


DAYTON, O.— By sticking pins 
into balloons, distributors and deal- 
ers for Dayton Rubber Co. are dem- 
onstrating safety features of tube- 
less tires. 

The demonstrator kit consists of 
balloons, a cardboard balloon pump 
seven inches high and three inches 
in diameter, transparent tape and 
a lapel button urging: “Ask Me for 
a Tubeless Safety Demonstration.” 

A section of the inflated balloon 
is covered with a strip of tape. 
When punctured by the lapel pin, 
this portion produces a slow leak 
comparable to that of a damaged 
tire. But when any other portion 
is jabbed with the pin, the balloon 
explodes like a tire blowing out. 

This demonstration, accompanied 
by an instructive talk, shows mo- 
torists why tubeless tires are virtu- 
ally blowout - proof, the company 
says. 


N. Y. Shopping Center 


Stages Automobile Show 


SYRACUSE.—Shoppingtown, a 
suburban shopping center, has pre- 
sented an automobile show as a 
traffic-pulling device, the first time 
such an event has been staged in 
central New York. 

Planned as an annual feature, 
the show featured the latest model 
cars and trucks, with local dealers 
cooperating. It included prizes for 
visitors and was opened by a mo- 
tor parade from downtown Syra- 
cuse. 
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Current Prices on New Cars 





The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 
BUIOCK—Special — 4-dr. sed., 

2-dr. sed., $2,232.88; hardtop cpe., §2,- 
382.43; 4-dr. hardtop, $2,409; conv., $2,- 
590.17; 4-dr. stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., §2,- 
600.56; 4-dr. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynafiow standard on Road- 
master, optional at $192.50 on other 
models.) . 
CADILLAC—Serites 62—4-dr. 
976.70; cl. 
$4,305.01; conv., 
clal—4-dr. sed., 
pass. sed., $6,186.78; 


$2,291.32; 


sed., $3,- 
cpe., $3,881.77; hardtop cpe., 
$4,448,31. Series 60 Spe- 
$4,728.32. Series 75—8- 

lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-Matic 
standard.) 

CHEVROLET — (Prices are fcr 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; hardtop cpe., $1,959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. 
Bel Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2,067; conv., $2,206; 4- 
dr. stat. wag., $2,262; Nomad 2-dr. stat. 
wag., $2,472. Corvette—6-cyl. conv., $2,- 
799; V-8 conv., $2,934. (Powerglide op- 
tional at $178.35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; —- 
$3,000.25; 4 dr. stat. wag., $3,332.25. 

Yorker Deluxe—4-dr. sed., $3,494.25; dew. 
port hardtop cpe.. $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. 300—Hardtop cpe., 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 


DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013, 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. ronet V-8 
—4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; 4-dr. 3- seat stat. wag., $2, 668.25. 
Royal V-8— 4-dr. sed., $2,310; hardtop 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75; 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748 (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. 
for V-8, add $99.98) — Mainline 
sed., $1, 753. 24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605. 97. Customline — 4-dr. sed., 
$1,844.66; 2-dr. sed., $1,800.55. Fairiane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2, 094.76; Crown Victoria 
cl. cpe., $2,202 Crown Victoria glass- 
top, $2,271.53; “aan, $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §$2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, on, 
156.14; 4-dr. 3-seat Country Sedan, $2,- 
287.32; 4-dr. 3-seat Country Squire, §$2,- 


Inspection Bill 


* es e 

Killed in Ohio 

COLUMBUS, O. — The Ohio Sen- 
ate has defeated by a three-vote 
margin a House bill to require an- 
nual inspection of motor vehicles. 

It was the third unsuccessful at- 
tempt to pass such a law. The bill 
would have required each of the 
3,600,000 vehicles in Ohio to be in- 
spected not more than twice a year 
at a cost of $1.50 per checkup. 


391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3, 234. 30. (Fordomatic optional at $178. 20 | 
on conventional models, $215 on Thunder- 
bird.) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 —4-dr_ :ed. $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2, 760; 2-dr. hardtop, $2,880. Super 
Hornet V8 — 4. dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3, 015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramatic on V-8s at $199.) 

IMPERIAL—Custom—+-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard. ) 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment. ) 


LINOOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri Special Custom 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 
conv., $4,071.50. (Turbo-Drive standard. ) 

MERCURY — Custom — 4-dr. sed., §$2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe, 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe, $2,464.50; 
stat. wag., $2,843.50. Montclair—4-dr. sed., 
$2,685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional $189.45.) 

METROPOLITAN — Hardtop, $1,145; 
conv., $1,469 (both prices at coastal ports 
of entry.) 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed, 
$2,385; 2-dr. harctop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965: 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardto», $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,296.62; hardtop 


$2,362.09; 2-dr. 


sed., 


| cpe., $2,474; 4-dr. hardtop, $2,546. Super 
| 88—4-ar. sed., $2,502.71; 2-dr. sed., $2,- 
436.25; hardtop epe., $2,714.39; 4-dr. ‘hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2, 832. 82; hardtop cpe., Soe 
4-dr. hardtop, $3,140; conv.; $3,275.84 
(Hydra-Matic optional at $178.35.) 


PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Olipper Super — 4-dr. sed., $2,- 
685.53; “2-dr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 

$3,075.53. Packard — 4-dr. sed., $4,- 

.32; 2-dr. hardtop, $4,080.32; conv., 
$5,932.32. (Oltramatic standard on Pack- | 
ard series, $199 extra on other models.) 


PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2- seat stat. wag., $2, 076. 50; 
4-dr. 2-seat stat. wag., $2,158. 25. Plaza V-8 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat 
stat. wag., $2,261.75. Savoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., 
—4-dr. sed., $1,983; 2-dr. 3ed., 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-ar 
sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
—4-dr. sed., $2,052; 2-dr. sed., 
hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., $2,425. 
tional at $178.30.) 

PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., 
Chieftain 870—4-dr. sed., $2,267.51; 
sed., $2,209.32; Catalina, $2,334.99; 
stat. wag., 
4-dr. sed., $2,362; conv., 
Custom—4-dr. sed, $2,455; Catalina, $2,- 
499; Safari 2-dr. stat. wag., $2,962. (Hy- 
dra-Matic optional at $178.35.) 

RAMBLER—Deluxe—4-dr. sed.. $1,695; 
2-dr. sed.. $1,585. Super—4-dr. sed., $1,- 
798: 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Custom—4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2, 098. (Hy- 
dra-Matic optional at $178.85.) 

STUDEBAKER—Ohampion Custom — 4- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,835.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop epe., $2, 128.76; stat. _wag., 


2-dr. 





$1,836.50. Savoy V-3) 
$1,940. | 


$2,039; | 
(PowerFlite op- | 


$2,518. | 


4-dr. | 
$2,603. Star Chief Deluxe — | 
$2,691. Star Chief | 


— 


$2,311.59. Commander OCustom—4-dr. °2d., 
$1,918.72; 2-dr. sed., $1,873. Comme :der 
Deluxe—4-dr. sed., $2,013.63; 2-dr. ed. 
$1,969.03; 5-pass. cpe., $1,989; stat. ° ag.. 
$2,274.12. Commander Regal — 4-dr. ed, 
$2,127.25; 5-pass. cpe., $2,094; ha itop 
cpe., $2,282.24; stat. wag., $2.4°.07, 

‘nt Deluxe — 4-dr. sed., $2,319.50, 
President State — 4-dr. sed., $2,380.59; 5. 
pass. cpe., $2,269.50; hardtop cpe., §2,. 
455.50; Speedster hardtop cpe. with over. 
drive, $3.371.04; Speedster hardtop cpe 
with Automatic Drive, $3,479.29. (Auto. 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presj. 
dent.) 


WILLYS—Custom-—2-dr. sed., $1,662.11 
4-dr. sed., $1,725. Bermuda—Hardtop. $1.,. 
795. Station Wagon — 2-wheel-drive. $1,. 
997.32. (Hydra-Matic optional at $17 55.) 


| DeSoto Workers 
Choose New 


Summer Colors 











DETROIT.—Coincident with thef 


first day of summer, DeSoto last 
| week announced its 
in the company’s history—and the 
first chosen by employe vote, ac- 
|cording to J. B. Wagstaff, 
vice-president. 

The new two-tones of light taffy 
for tops and color sweep and cop- 
per rose for car bodies, with blend- 


designed for sale through special 
dealer orders on four-door sedan 
and Sportsman Fireflite models, 
without extra charge. 

The luxurious interiors are rose 
matelasse seat cloth, coral vinyl 
headlining and surf white genuine 
leather bolsters in the Sportsman 
and coral metallic weave fabric 
with black rayon in the four- door. 





New Commercial Car Registrations, 


40 States for May, 1955-1954. 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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~““The information contained in this report has been compiled from official state documents. Every reasonable precaution has bee? 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published 
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New Passenger Car Registrations, 38 States for May, 1955-1954 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





Week Week dan, 1 dan. 1 

Ended Same Ended dune, To To 
duly 9, Week, duly 2, 1955, July 10, July 9, 

1955 1964* 1955* Total 1954* 1955 
AMERICAN MOTORS — 2,245 1,687 3,390 16,387 52,612 107,951 
SEINE Sxncncvsservcenenessevse 545 818 940 4,067 15,542 34,696 
TUE axivvsytecssieustetenseceoes 1,700 869 2,450 12,320 37,070 73,255 
CHRYSLER CORP. .... 20,400 9,883 25,568 120,624 395,620 817,252 
RIE | sescisesseviverinttsi ace 3,000 946 3,981 18,367 58,632 115,217 
SEE . wxievsviesoisvetdcnrevine 1,900 968 2,147 10,521 39,147 82,166 
cic cbehiaten 4,000 97 4,840 25,926 69,209 183,233 
Piymouth ................... 11,500 7,872 14,600 65,810 228,632 436,636 
FORD MOTOR .............. 38,300 26,315 43,039 192,162 964,378 1,197,205 
Ford) cocccccecccccccccecceeceee.. 30,100 21,737 33,167 149,105 9=782,471 931,331 
NEN. bciccsvasensdivedceGiveews. <iieeeanians a 2,148 22,852 21,676 
BE as sesicatezssszesnsvere 8,200 4,110 9,872 40,909 159,055 244,198 
GENERAL MOTORS .. 76,997 45,703 82,940 304,644 1,594,530 2,180,164 
a Sa .. 16,449 8,407 16,480 63,373 298,703 444,688 
NED. Neicbvecinssiovissseees 2,560 2,005 3,250 11,562 65,082 85,406 
Chevrolet ............. 35,600 22,978 37,574 130,669 794,942 981,786 
Oldsmobile .................... 13,188 7,653 13,847 54,459 234,466 344,264 
ED sicscsicsintassccive 9,200 4,660 11,789 44,581 201,337 324,020 
KAISER MOTORS ......_........ 13 594 14,410 6,661 
; 594 5,783 1,002 
13 oie.  eaeanell 8,627 5,659 
2,042 3,503 15,009 64,896 118,887 
ss 1,479 7,617 19,554 44,706 
2,042 2,024 7,392 45,342 74,181 
Total Cars, U. S. ........140,892 85,643 158,440 649,420 3,086,446 4,428,120 





*Revised 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


Week Week dan. 1 Jan. 1 
En Same Ended dune, To To 
July 9, Week, duly 2, 1955, duly 10, July 9, 
1955 1954* 1955* Total 1954* 1955 
CHEVROLET ............. 8,100 4,858 10,291 38,738 189,103 207,260 
DIAMOND T ................ 125 54 97 468 1,872 2,758 
DIVCO ............... 80 ti 74 352 2,049 1,924 
DODGE .......... sesesseee OyOO 1,410 2,294 12,914 50,265 56,467 
NY dclcdsucksstiustonnsinaseeuh 5,700 4,307 6,744 29,851 170,678 201,352 
CO 157 2,324 11,369 47,609 52,479 
INTERNATIONAL ..... 2,244 1,034 3,020 14,623 57,806 73,756 
SE “eiscticrancsbeStbrecscecsscni 385 5 374 1,653 3,740 7,237 
EE eee 100 45 120 521 5,520 2,792 
STUDEBAKER ........ 290 352 351 1,440 1,267 11,105 
IN oa ascend vecuuenivasons ee ateasnen 345 1,481 5,751 7,366 
TRIED os snesessceserioseesse 1,420 ME, seestenase 5,504 33,157 41,639 
MISCELLANEOUS 105 71 100 465 4,164 2,725 
Total Trucks, U. S. .... 23,029 14,244 26,134 119,379 578,981 668,860 
Total Cars, Trucks, 
cee pervint oi sacia 163,921 99,887 184,574 768,799 3,665,427 5,096,980 
Total Cars, Trucks, 
RI he. Awashicerssente 11,180 6,384 10,362 55,970 252,793 293,190 
Grand Total, 


Cars and Trucks, 


U. S. and Canada ..175,101 106,271 194,936 824,769 3,918,220 5,390,170 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, ete. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 


For Aid of Dealers... 


Fleet Setup at Plymouth 


DETROIT. — Plymouth is under- 
taking a divisional fleet sales pro- 
gram aimed at making its dealers 
as strong in fleet sales generally 
as they have been in taxicab sales. 

G. E. Brugman, fleet-sales direc- 
tor, said the factory’s immediate 
objective is to show dealers unde- 
veloped profit opportunities in this 
field. 

Creation of a fleet sales depart- 
ment at Plymouth is one phase of 
Chrysler Corp.’s divisionalization 
Program. Until recently, the Fargo 


Ramco Representatives 


Meet with Mills-Morris 


MEMPHIS.—Three Ramsey Corp. 
representatives from St. Louis have 
met with more than 70 store man- 
agers and salesmen of Mills- 

orris Co. to discuss the summer 
and fall sales program for Ram- 
co piston rings. Mills-Morris has 
been appointed a distributor by 

sey. 

Ramco representatives were Jack 
Roberts, sales manager; Mel Mari- 
en, engineering vice-president, and 
John T. Redwine, southwestern 
zone sales manager. 





division operated exclusively 
this field within the corporation. 

Under the new setup, Fargo con- 
tinues to make contacts with some 
5,000 major fleets, while the Plym- 
outh department will build up a 
program aimed at all other fleets. 

Brugman, formerly sales promo- 
tion director at Fargo, says fleet 
business has several special ad- 
vantages to the dealer in rounding 
out his operation. 

“It calls for special sales effort,” 
he said, “but it often leads to re- 
peat business. Although normally 
less profitable per unit than ordi- 
nary retail sales, it is more profit- 
able per deal. Fleet business fluctu- 
ates less from year to year, but 
leads to a profitable parts and 
service business. Finally, it en- 
hances the dealer’s prestige in his 
community.” 

Brugman said the trend in fleet 
business is away from the lowest- 
cost, drably painted cars in favor 
of more attractive models with 
automatic transmissions and two- 
tone colors. He foresaw a strong 
future demand for air conditioning 
units in fleet cars. 


in 


Holiday Week Totals 140,892 ... 


July Car Output Pace 
Ahead of Last Month 


(Continued from Page 1) 


its present pace through the re- 
maining 18 working days of July, 
it would assemble an estimated 
650,000 during the month. 

* + * 


r THE same pace continued 
throughout the quarter, the in- 
dustry would build in excess of 
2,000,000 cars in the third quarter. 
With most of Chrysler Corp. sched- 
uled to go down for changeover in 
August and most of the smaller 
makers cutting back from week to 
week, the industry is planning an 
estimated 1,700,000 cars in the third 
quarter. 

Highlight of last week’s output 
activities was the erection of the 
five millionth car-truck unit on 
Thursday, July 7. The same mile- 
stone was not attained until the 
third week of August in the rec- 
ord production year of 1950. 

General Motors assembled an es- 
timated 76,997 cars last week, as 
compared with the previous week’s 
82,940 units, while Ford Motor Co. 
also dropped back from 43,039 cars 
the previous week to 38,300 cars 
last week. 


* aa * 

[_SEwise, Chrysler Corp. cut 

its schedules from 25,568 the 
previous week to 20,400 last week; 
American Motors scheduled 2,245 
cars last week, as compared with 
3,390 the previous week, and Stu- 
debaker-Packard Corp. estimated 
2,950 last week from the 3,503 pro- 
duced the previous week. Kaiser 
Motors did not schedule car assem- 
blies last week. 

The monthly picture showed Gen- 
eral Motors dropping to its lowest 
output of the year in June with 
only 304,644 completions. Curbed 
throughout most of the month by 
wildcat strikes and other labor 


Anderson Motor Sells 


Anderson Motor Co. (Oldsmo- 
bile), Gettysburg, S. D., has been 
sold to Louie E. Bartels and Bill 
Drew. It formerly was operated by 
Otto Anderson. The new firm will 
be known as B & D Motor Sales 
and Service. 


troubles at scattered plants, Chev- 
rolet produced only 130,669 cars 
during the month. 


All other divisions also were 
hurt by the strikes; Cadillac pro- 
ducing only 11,562 units; Oldsmo- 
bile, 54,459; Pontiac, 44,581, and 
Buick, 63,373. All were well below 
their alltime highs. 


Ford made a strong comeback 
during the last two weeks of June 
and finished the month with 192,162 
assemblies, less than 10,000 units 
under its alltime monthly high of 
201,907 cars built in March. Of that 
number, 149,105 were built by Ford 
division; 40,909 by Mercury and 
2,148 by Lincoln. 

+ + * 

HRYSLER CORP. cut schedules 
slightly at each of its divisions 
but still finished the month with 
120,644 assemblies. Plymouth was 
high with 65,810; Dodge second 
with 25,926; DeSoto with 10,521, and 

Chrysler division with 18,367. 


American Motors and Studebak- 
er-Packard continued to produce 
on about the same level in June. 
AMC finished the month with 16,- 
387 car assemblies, and S-P com- 
pleted 15,009. Kaiser built 594 cars 
in June to complete its order for 
1,000 cars for export. 

Truck production in June to- 
taled 119,379, slightly under the 
129,803 commercial vehicles built 
in May. 

Canadian output during June to- 
taled 55,970 units for the second 
highest output month of 1955. 

* - 


Chevrolet Claims Mark 


For 6-Month Output 


DETROIT.—Chevrolet is claiming 
a six-month output record for the 
automobile industry. The company 
assembled 1,135,914 cars and trucks 
in the first half of 1955, according 
to T. H. Keating, general manager. 

This total, consisting of 938,938 
cars and 196,976 trucks, tops the 
previous high mark, set by Chevro- 
let in the second half of 1950, by 
more than 100,000 units, he said. 





Off to the Races— 


Don Stuart, Packard sales manager, 
presents the keys to two ‘55 Clipper Con- 
stellation models to Bill Holland, winner 
of the 1949 Indianapolis 500 Race, and 
Mrs. Holland. Holland plans to use one of 
the cars for stock-car racing. 


Dodge Appoints 
3 to New Posts 
On Sales Staff 


DETROIT.—-Three executive ap- 
pointments to the sales adminis- 
trative staff of 
Dodge are an- 
nounced by E. F. 
Shaw, assistant 
sales Manager — 
organization. 

G. Emerson 
Yeasting was 
named sales or- 
ganization coordi- 
nator; Willis L. 
Brenton, sales 
budget adminis- : 
trator, and Joe G. E. Yeasting 
H. Bonner, sales personnel admin- 
istrator. 


Yeasting for the past nine years 
has worked in an executive capac- 
ity with another auto manufacturer. 
His duties included business man- 
agement, sales budget supervision 
and product analysis. 

A Chrysler Corp. employe since 
1934, Brenton was assigned to 
truck engineering when he joined 
the armed forces in 1942. After the 
war, he returned to Chrysler and 
shortly was promoted to Dodge’s 
sales force. 





Factories Accused of ‘Packing’ Texas 


(Continued from Page 2) 


dealers are falling down on the 
job? Not at all, the veteran dealers 


y. 

Does this mean that there is room 
—as some manufacturers appear to 
believe—in San Antonio for more 
dealerships to “wake up the estab- 
lished dealers?” They also deny 
this. 

They claim there are other fac- 
tors that must be considered if an 
accurate picture of the San An- 
tonio situation is to be attained. 

They cite Buick, Oldsmobile and 
Pontiac, each of which has two 
outlets in San Antonio and Fort 
Worth and three in Houston and 
Dallas. Mercury and Studebaker 
have one each in San Antonio, 
two each in Houston and 
and one each in Fort Worth. 

Are they, then, under-represented 
in San Antonio, with its 507,000 
population? 

At this point, the dealers turn to 
the comparative payrolls of the 
four cities. The annual payroll in 
San Antonio is $642 million, in 
Houston it is $1,400 million, in Dal- 
las it is $1,115 million and in Fort 
Worth it is $592 million. 

Thus, Houston has 2.2 times San 
Antonio’s payroll and Dallas has 
1.8 times its payroll. They say that 
in spite of the population figures, 
people in Houston and Dallas 
should be able to purchase twice 
as many cars as do people in San 
Antonio and Fort Worth. And they 


o. 

But, the San Antonio dealers 
maintain, bank clearings are the 
most accurate test as to whether 
new dealerships are needed. 

They report that bank clearings 
in San Antonio last year amounted 
to $4,714 million, those in Houston, 
$15,500 million; those in Dallas, 
$19,353 million, and those in Fort 
Worth, $7,733 million. 

This means that clearings in 


Houston were 3.28 times those in 
San Antonio, clearings in Dallas 
were 4.12 times as great and those 
in Fort Worth were 1.6 times as 
great. On this basis, Fort Worth 
dealers, in spite of facing a payroll 
lower than those in San Antonio, 
should have sold more vehicles. 


A break-down reveals that 


Top Executives 
Attending Hudson 


Dealer Councils 


DETROIT. — Hudson is holding 
dealer council meetings in New 
York, Chicago and Los Angeles this 
month, N. K. VanDerzee, Hudson 
sales vice-president, announced. 


The meetings were to be held 
in New York, July 6; Chicago, July 
14, and Los Angeles, July 18. 

Dealers will discuss with com- 
pany officials their operations for 
the immediate future, as well as 
some of their long-range plans, 
VanDerzee said. 


Company officials attending the 
meetings include George Romney, 
president, American Motors; Van- 
Derzee; E. W. Bernitt, vice-presi- 
dent of automotive manufacturing; 
M. F. Moore, vice-president, auto- 
motive research and engineering; 
G. R. Browder, director of adver- 
tising and merchandising; V. E. 
Boyd, assistant to the president, 
automotive sales; W. S. Milton, as- 
sistant sales manager; W. L. Cour- 
age, director of sales administra- 
tion, and G. S. Potter, service man- 
ager. 

Hudson dealers will be repre- 
sented by a 27-man council in New 
York; a 32-man council in Chicago, 
and an 18-man council in Los 
Angeles. 


Houston dealers sold 2.8 times as 
many cars as did San Antonio 
dealers, that Dallas dealers sold 
34 times as many and Fort 
Worth dealers sold 1.5 times as 
many. 

The San Antonio dealers say it’s 
plain that motor vehicle sales fol- 
low the curve of bank clearings, 
not payrolls or population. 


Obviously, they declare, popula- 
tion is not the dominant factor, 
particularly if the per capita pay- 
roll is low. San Antonio’s is but 
$1,267, compared with $1,940 for 
Houston,. $1,980 for Dallas and 
$1,726 for Fort Worth. 


The dealers say they can’t sell 
as many cars as dealers in 
wealthier cities which have more 
bank deposits and clearings. 

If dealerships are established in 
proportion to bank clearings, they 
say the fallacy of opening new 
San Antonio outlets is even more 
apparent. In San Antonio, for in- 
stance, there is one Buick dealer- 
ship for each $2,357 million in bank 
clearings, compared to a Buick out- 
let for each $5,167 million in clear- 
ings in Houston, for each $6,450 
million in clearings in Dallas and 
for each $3,867 million in Fort 
Worth. 

The San Antonio dealers say it 
is the buying power of a city which 
should determine the number of 
dealerships it can support. 

They assert that buying power 
should be measured in terms of 
annual payroll, per capita in- 
come, bank deposits and, above 
all, in bank clearings. 

Little is to be gained, they say, 
by setting up competition to regu- 
lar dealers on the basis of popula- 
tion increase because, if the wealth 
is not there, both old and new 
dealers will probably fail in the 
struggle for business that simply 
does not exist. 
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AKRON.—W. S. Richardson, B. 
F’, Goodrich Co. president, last week 
said that the nation’s highway 
safety program 
will be endang- 
ered unless sev- 
eral provisions 
now contained in 
House Bill No. 
7072 dealing with 
Federal highway 
legislation are 
eliminated. 

He said those 
provisions would 
levy excessive 
taxes on truck W. S. Richardson 
tires which would run as high ” 
65 percent on some sizes. 

As an example, Richardson said 
that the present tax of $5.31 on 
the 10.00-20 truck tire would be 
increased to $57 under the bill. 





$57 Tire Tax Attacked 


Goodrich President Declares Levies Threaten 
Nation’s Highway Safety 


He also charged that “efforts are 
being made to force such legisla- 
tion through the House without 
affording hearings to those most 
vitally affected.” 

“Such punitive taxes,” he de- 
clared, “would force truck operators 
to attempt to extract the last pos- 
sible mile from every tire, thus 
creating unsafe conditions which 


‘| Taccetta Plays Host 


To Rocky Marciano 

PORTSMOUTH, N. H. — When 
heavyweight champion Rocky Mar- 
ciano visited this city for a tour 
of playgrounds, his host was Vin- 
cent Taccetta, local auto dealer. 

Marciano was escorted into the 
city by a cavalcade of cars pro- 
vided by the Portsmouth Automo- 
| bile Dealers” Assn. 








would only result in additional 
carnage on our highways.” 

According to the National High- 
way Users Conference, the pro- 
posed tax rates, as compared to 
the present scale, are: 


Present Proposed 
Commodity Rate Rate 
Gasoline ... 2cpergal. 3c per gal. 
Diesel fuel 2cpergal. 6c per gal. 
Tires* ....... 5e perlb. 50c per Ib. 
Inner tubes 9c perlb. 50c per Ib. 
Camelback . 20c per Ib. 


* Size 9:20 and up (minimum weight 90 
lbs.) on vehicles registered for use on 
highways. 

The conference also reported that 
the excise tax on truck and trailer 
parts, previously considered, has 
been dropped and that the size and 
weight “freeze,” reported to have 
been eliminated, is included in the 
present bill—to be effective Jan. 1, 
1956, for a two-year period, if 
passed. 

“The proposed legislation will 
have just the reverse effect,” he 
said, adding: “It would especially 
affect the availability and costs of 
perishable foods in the mass mar- 
kets.” 








LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIO 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David oo > Spleimon 


AUTO AUCTION 


TIM ANSPACH 
“Midway,” Stop 20 

Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 











MANHEIM AUTO 
AUCTION 


MANHEIM, PA. 


On Route No. 72—4 Miles Off 
Pa. Turnpike 


10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 
Sale every Friday 10:00 A.M. sharp 
Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.A.A.A. 


Phone Manheim 5-2401 








EAST NORTH CENTRAL 





WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S$. 16 and 24 


On the outskirts of 
Detroit, Mich. 


THURSDAY 
AT 12:30 P.M. 
KE. 1-9694 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sele Every Monday, 12:30 P.M. 
“WE NEVER MISS" 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Poute 20A Prone 9009 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Haif aa west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Deaiers Only 
Auctioneer: Coil. W. E. “Bill” Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P. M. 


OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 








EAST NORTH CENTRAL 


Fidelity Insured Checks 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located % mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 































Phone Dunkirk 3-0150 










EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 








MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All "51s and later are 


guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 


Member of NUCDA and 
NAAA, Inc. 


— Owners — 
Francis R. Cassell 


Carroll Kopfer 
George A. Lamb, Mgr. 
Phone Denver, SUnset 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 


Crossroads 

+ + « where they meet . buyers 
and sellers . . . new and used-car 
dealers. They meet at the dealer auc- 
tions of the nation . .. and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 
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Hudson Dealers Stage Driveaway— 
Thirty Hudson dealers from the Chicago zone accept delivery of 30 air-conditioned 


Hornet, Wasp and Rambler models at the 
Wis. 
started the group back to Chicago. 


company's driveaway center in Kenosha, 


Following a tour through the assembly plant and a luncheon, a police escort 


Obituaries : 


Stearns, Pioneer 


Car Builder 


| 

CLEVELAND.—Frank B. 
Stearns, 76, founder of the Stearns 
Motor Car Co. which manufactured 
the Stearns-Knight cars of the pre- 
1929 era, died here July 5. 

The Stearns-Knight was the first 
car to use a sleeve valve engine. 
Stearns Motor Car Co. was dis- 
solved by its stockholders in 1929. 

+ * * 


Wade H. Bond 
SCRANTON, Pa.—Wade H. Bond, 61- 
year-old former auto dealer, died June 29. 
He is survived by his wife, three brothers 
and five sisters. 
* * 


John J. Nofsinger 
ARCHBOLD, O.—John J. Nofsinger, a 
partner in the Pontiac dealership here, died 
after a heart attack. 
* * * 


George F. DeHart 

GRAND RAPIDS, Mich.—George F. 
DeHart, 57, auto salesman in Grand Rapids 
for 30 years, died in Ann Arbor’s Veterans 
Hospital after a long illness. Mr. DeHart 
most recently was employed by Ted Booth, 
Inc. (Packard). 

* * 


David C. Woodrum 
MIAMI.—David C. Woodrum, 65, former 
sales- manager of Joe Rose sales- manager of Joe Rose Chrysler Co.|to citles a Co. 


CLASSIFIED ADS 


Reaching an estimated 150,000 readers 
industry. RATES: 
POSITION WANTED ADS, 


automotive 
INSERTION. 
INSERTION 


rates. Add 


Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per | 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract 


column inch. CLOSING: 


rates supplied upon request. 


WANT AD DEPT., 


TWENTY-TWO CENTS (22c) PER 
lle PER WORD. PAYMENT IN ADVANCE OF 
REQUIRED. Ads may be signed with full name and address at regular 


One Dollar ($1) per insertion for use of a box number. 


AUTOMOTIVE NEWS, 2666 PENOBSCOT 


T 
L 
of Miami and a resident here for the past si 
36 years, died June 27 at his home. c 
* * h 

A. R. Lambert f 

P 


DAYTON, O.—A. R. Lambert, 66, local 
industrialist and member of an Indiana 
family which designed and developed the 
early Lambert automobile, died July 1 at 
his home here after an extended illness. 
Mr. Lambert was chairman of the board 
of Lambert, Inc. 


* e s 


William W. Wharton Sr. 


ORLANDO, Fla.—William W. Wharton 
sr., 61, former automobile dealer, died at 
his home here June 28. Mr. Wharton en- 
tered the automobile business in 1916. 


$5 Auto Tag Tax 
Studied in Mobile 


MOBJLE, Ala.—Officials are con- 
sidering a special $5 automobile 
tag tax for Mobile County with 
proceeds to be earmarked for hos- 
pital funds, according to Joseph N. 
Langan, city commissioner. 


He said a bili now penaing in the 
Legislature would establish a new 
Statewide tag tax graduating 
downward from $15 to $5. The 
money derived would be distributed 
to cities and counties. 
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HELP WANTED 


NEED EAST COAST MEN: New York; 
Washington, D. C., and Atlanta, Ga. 
Nationally advertised chemical specialty 
line. Experience contacting automobile 
dealers. Can earn $10,000 and better a | 
year. Commission up to 50%, drawing | 
account, other benefits. Need good car, | 
free to travel. Write Liquid Glaze, Inc., | 
Box 627, Lansing, Mich. 

MANAGER—GOOD SALARY plus bonus. | 

Must be young, aggressive and with 

ability to spark a complete organization. 

Previous experience necessary. Prefer ap- 

Pplicants under 40 years of age. One’ of 

**Big Three.’’ Large volume operation on 

Florida’s west coast. Applications held 

confidential, Please attach complete re- 

sume and photo. Box 5108, c/o Automo- 

tive News, Detroit 26. 


NEW CAR 
SALES 
MANAGER 


New car sales manager expe- 
rienced in volume sales opera- 
tion to hire, train and direct 
sales department for large ‘Big 
3'' dealer in west coast area 
of Florida. Best of compensa- 
tion plan including salary and 
percentage of profits. Please 
attach complete resume and 
photo. Applicants under 40 
preferred. Write Box 5113, 
c/o Automotive News, Detroit 
26. 



















































HELP WANTED 





he 

SERVICE MANAGER FOR large volume 7 

Ford dealer in St. Louis. Aggressive ar 
dealer needs ambitious service manager 


thoroughly experienced and capable of 
managing, supervising and developing 
complete large volume service depart- 
ment. Salary and bonus. Write Box 5106, 
c/o Automotive News. Detroit 26. 


TRUCK SALESMEN— We are paying “up 
to 50% of gross profit to truck salesmen, 
with drawing account and protected ter- 
ritory to those who can qualify. Houston 
is really a city of opportunity with over 
5.000 GMCs running the streets. General 
Truck Sales, 4104 Harrisburg Blvd. 
Houston 3, Texas. 


COMPTROLLER TO TAKE complete 
charge of the financial end of a large 
dealership, located in the southeast, 
handling one of ‘‘Big Two’’ products. 
This position offers unlimited opportuni- 
ties. Man selected must have General 
Motors or Ford experience in one thou- 
sand or more new car operation. Please 
attach complete resume and photo. Appli- 
cants under forty preferred. All replies 
confidential. Box 5107, c/o Automotive 
News, Detroit 26. 

SALESMEN WANTED. 
good, steady income. 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items. hany 
territories open. No objections to non 
conflicting side line. Our representatives 
know of this ad. Fabric Mfg. Co., Box 
123, Newark, N. J, 


a et 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READER: 
Automotive News will not divulge «he 
name of any classified advertiser us'ng 
a box number. For our readers who 
wish to protect their identity when «1- 
swering box number ads, we sugg:st 
you send your replies direct to Classii.ed 
Manager, Automotive News. Enclose & 
note listing the concerns which ; ou 
would not want your letter to rea b. 
Your reply will be destroyed if the « d- 
vertiser is one you have mention d; 
otherwise it will be forwarded :1- 
mediately to the advertiser. 






















Interested in @ 
Sell to new and 

































HELP WANTED 





SAL ES 
operate a large dealership in metropoli- 
tan area of Massachusetts, one of the 
“Bic Three,’’ profitably and successfully 
in today’s market. Must be an excep- 
tional individual who can develop new 
pus'ness, hire, train and direct our sales 

rsonnel, help close deals and have 
present proof of accomplishment, Excel- 
jent salary. and percentage will be paid 
to the one who can qualify for this posi- 
tion. Please do not apply unless you 
have a proven record of accomplishment 
and can stand rigid investigation of your 
past performance. Send full resume. Box 
5070, c/o Automotive News, Detroit 26. 
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manent position for a good technical man 
with opportunity for advancement in a 
large progressive organization. The man 
we are looking for must be a diagnos- 
ticlan and possess personality to meet 
and handle customer relations. Kindly 
address Box 5042, c/o Automotive News, 
Detroit 26, giving age, experience, pres- 


ent employer, address and telephone 
number. Snapshot or small photograph 
if available. 


a 


GENERAL SALES MANAGER 


This is a lifetime opportunity with a 500 car 
Lincoln-Mercury well financed dealership in 
single dealer city between Detroit and Chi- 
cago. Must have successful experience in 
hiring, training and directing salesmen and 
vick turnover profitable selling methods. 
cellent base pay_ plus ercentage of 
profits and will consider selling part inter- 
est from profits to right man over period of 
time, Write concise but complete information 
stating qualifications and experience. Include 
small photo. All information confidential, 
Box 5118, c/o Automotive News, Detroit 26. 





SERVICE MANAGER FOR long estab- 
lished General Motors dealership in 
metropolitan area of Massachusetts, We 
need a man, 30 to 45, who understands 
and is able to handle all phases of serv- 
ice operation in well equipped, modern 
service department. Liberal salary and 
percentage. Full particulars first letter. 
Box 5071, c/o Automotive News, Detroit 
26. 


OFFICE MANAGER- ACCOUNTANT in 
Massachusetts. A real opportunity for 
an ambitious young man, 30 to 40, with 
experience in General Motors dealers ac- 
counting. All replies held in_ strictest 
confidence. Box 5072, c/o Automotive 
News, Detroit 26. 


GENERAL MOTORS PARTS manager— 
metropolitan Boston area. Right deal for 
the right man. State qualifications and ex- 
perience. All replies strictly confidential. 
Box 5073, c/o Automotive News, Detroit 


POSITION WANTED 


CCOUNTANT-BUSINESS manager with 
volume retail management background. 
Now available to sales minded dealer 
who finds himself grounded by functional 
details and seeks a dependable adminis- 
trative assistant with intelligence, initia- 
tive and prospective to shoulder the func- 
tional detail and maintain continuity of 
Productivity and efficiency in depart- 
mental functions and provide dealer with 
factual operating information for finger- 
tip management. Available for interview. 
Will relocate—prefer area New York to 
District of Columbia. Box 5110, c/o Au- 
tomotive News, Detroit 26. 


INANCE EXECUTIVE. Mature, seasoned, 
heavy experience in sales, operations and 
insurance, all fields automobile discount, 
app! , Personal loans and home mod- 
ernization, Long proven record with a 
national, a bank and a discount and 
loan company. Seek challenging sales job 
with progressive company. Will relocate 
and travel. Box 5111, c/o Automotive 
News, Detroit 26. 


CCOUNTANT - OFFICE MANAGER 
complete GMC experience. 25 years old, 
family man. Seeking permanency with 
dealership 1,000 units or less. Ambitious 
and aggressive with Pleasing personality. 
Have excellent character and ability 
Teferences, Desire Pacific northwest or 
California location. Available August 5th. 
oY 5109, c/o Automotive News, Detroit 


HHEVROLET ASSISTANT parts manager, 
experienced all phases, desires manage- 
rial position with future. Box 5081, c/o 
Automotive News, Detroit 26. 
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POSITION WANTED 


in absence of owner, Experienced ac- 
countant, assistant manager. Good new 
car sales record with Dodge dealer. 28 
years old with 5 years’ experience. Will 
consider any offer. Box 5077, c/o Auto- 
motive News, Detroit 26. 


HARD HITTING, PREWAR experienced 
sales manager. 23 years with Packard. 
Can buy any interest. Production guaran- 
teed. Prefer Georgia or Florida. P, O. 
Box 73, Station E, Atlanta, Ga. 


DEALERSHIPS AVAILABLE 


DEALERSHIP LOCATED IN THE geo- 
graphic center of Southern California 
handling Studebaker in a metropolitan 
city of 70,000 plus 9 other towns named 
in the contract. This territory is so valu- 
able that only one other agency has 
changed hands here in the last 13 years. 
Net, after substantial owner’s salary is 
over $230,000 since 1940. $12,000 in the 
black this year. Will sacrifice parts bins, 
office and shop equipment at $14,500 for 
quick sale. Am taking new and used 
cars, parts and receivables to another 
larger location. Very attractive leases 
including adjoining, well lighted, paved 
used car lot. Factory approval a must. 
This is a good money making business 
in a prospering fast growing community. 
= 5084, c/o Automotive News, Detroit 
6. 


DEALERSHIP HANDLING exclusive im- 
ports such as Volkswagen, Porsche, Mer- 
cedes-Benz, Jaguar and MG. Excellent 
service facilities, fully equipped shop 
and office. New building. Located on 
main thoroughfare in expanding area 
up state New York, 150 new cars per 
year, $25,000 cash will handle including 
property. Box 5085, c/o Automotive 
News, Detroit 26. 


DEALER FRANCHISE AVAILABLE in 
midwest. Highly profitable dealer fran- 
chise now open with national chemical 
company. Requires top salesman with 
agricultural knowledge and experience 
selling to farmers, Only applicants with 
a past earning history of $10,000 to 
$15,000 per year—interested in doubling 
their earnings—need reply. If qualified, 
send full details of your education, agri- 
cultural experience and past earnings to 
a 5083, c/o Automotive News, Detroit 
26. 


DEALER HANDLING Pontiac in one of 
the largest cities in Ohio, established for 
20 years. This is a big deal with an 
eight hundred car potential, Buy parts 
and equipment only. Large, modern 
building and spacious used car lot and 
parking area. Will lease for a long term. 
Ambitious, automobile man can make a 
lot of money with this deal. Seliing only 
because of ill health. Box 5050, c/o Au- 
tomotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Low-Boy machinery and Pole trailers— 
semi dumps revolutionary swinging 
Gooseneck trailer. One man operation. 
The hottest low-boy trailer in its field. 
For further information contact Sabre 
Equipment Division, 8000 W. 47th St., 
Lyons, Ill. 


DEALERSHIP FOR SALE handling Pon- 
tiac in one of California’s most prosper- 
ous cities. Population 65,000. 300 new 
car annual potential. Building and equip- 
ment at appraised value. Parts at inven- 
tory. Used cars at low book. Present 
owner retiring. Box 5055, c/o Automotive 
News, Detroit 26. 


FOR SALE—DEALERSHIP handling Hud- 
son and Rambler. City 50,000—10 miles 
from Los Angeles. Parts and equipment 
also body shop and spray booth. Estab- 
lished 10 yearg. Health reasons. Approxi- 
mately $15, . Box 5101, c/o Automo- 
tive News, Defvoit 26. 


TOP SELLER OF THE “Big 2’’—dualed 
with America’s hottest car. Sold 140 
new cars in 1954. One of the zone’s top 
deals. Located within two hours’ drive 
of Salt Lake on year around coast to 
coast highway. Low overhead. Sure 
profit. $25,000 will handle parts, equip- 
ment, buildings. Box 5099, c/o Automo- 
tive News, Detroit 26. 


WELL ESTABLISHED DEALERSHIP 


handling one of ‘‘Big Three’’ in central 
Florida, Trade area over one-half mil- 
lion. Facilities available under lease. No 
blue sky. Owner selling due to poor 
health, Reply Box 5116, c/o Automotive 
News, Detroit 26. 


AGENT FOR DEALERSHIP—largest of 


an independent line. 400 car quota. De- 
sirable location, Detroit. Favorable lease. 
Exceptionally large service income. We in- 
vite your inquiries. Box 5117, c/o Auto- 
motive News, Detroit 26. 


OLD ESTABLISHED DEALERSHIP han- 


dling Chevrolet and Pontiac in south 
Mississippi. 150 car Chevrolet contract. 
New building. Farming, dairying, fac- 
tory payrolls. Box 5086, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING FORD in small 


town in northern New England. Buy or 
lease real estate. $20,000 to $25,000 will 
handle deal. Box 5120, c/o Automotive 
News, Detroit 26. 


HELP WANTED 






Here's What We offer: 


® Attractive salary 








° 
, 
® Advanced sales training 
+ 


Here 


Sales Representatives 
Grow With A Leader In The Big 3 


Expense account and transportation 
Generous insurance, hospitalization 


Rapid advancement for those who demonstrate ability 


Are The Qualifications: 


® About 28 to 40 years of age 
* Factory, field or dealer management experience 
® Capacity to assume responsibility 


Write today, enclosing snapshot if possible 
Box 5119, c/o Automotive News, Detroit 26. 





e 
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DEALERSHIPS AVAILABLE 


MANAGER TO TAKE charge and|I HAVE PROVEN RECORD to take over| AUTO AGENCY HANDLING Chrysler- 


Plymouth, 1954 sales over $310,000, com- 
plete showroom, fully equipped service 
shop, modern building 65x78, used car 
lot, lease, priced right. Auto Agency, 
handling Studebaker, present sales $25,- 
000 month, N. E, Ohio, excellent area 
purchasing power, attractive showroom, 
modern building, used car lot, averaging 
65 new, 130 used cars, priced right. 
Trucks-Trailers, handling International- 
Gramm, sales $320,000 year, showroom, 
parts department, complete service equip- 
ment, 7-room suite, Ohio city, health 
compels sale, make offer. Apple Co., 
Brokers, Cleveland, Ohio. 


DEALERSHIP HANDLING Pontiac and 
GMC trucks, Located in the richest per 
capita wealth county seat town in 
Okla. Over $8,000 net profit first 5 
months this year. $13,000 inventory on 
parts, fixtures and shop equipment, No 
blue sky or used cars to buy. $225 a 
month lease on new building built in 
1948. Here is a deal you can get into 
for less than $20,000 operating capital 
and all. Must meet Pontiac require- 
ments. Box 5112, c/o Automotive News, 
Detroit 26. 


EXCELLENT ‘“‘BIG THREE’’ dealership, 
well equipped and manned, for purchaser 
who can qualify financially and cther- 
wise with factory. Strictly retail opera- 
tion in prosperous city of 150,000 in 
southwest. Excellent lease and no real 
estate to buy. This is a set-up in which 
you secure immediate possession 
and begin without a pause. Many years 
successful background. Because of this 
being a large dealership, your inquiry 
should reveal your ability to handle. 
This is owner’s ad—no agent. Box 5063, 
c/o Automotive News, Detroit 26. 


OUTHERN CALIFORNIA dealership 
handling Lincoln-Mercury. Long estab- 
lished in rich farming community. 100 
to 150 new cars per year. Beautiful 
modern facilities. Low overhead, No used 
cars or receivables. Will sell for invoice. 
Immediate possession, Must sell immedi- 
ately due to other commitments. Should 
pay for itself in less than 2 years. Box 
5114, c/o Automotive News, Detroit 26. 


HANDLING PLYMOUTH and Dodge in 
Florida. Almost new buildings. $9,500 
will buy all parts, equipment, signs, 
furniture and fixtures. This is a won- 
derful location and a steal. Must see to 
appreciate. Will sell or lease property. 
Act fast. Box 5115, c/o Automotive 
News, Detroit 26. 


COLORADO AGENCY HANDLING Chrys- 
ler product. Buy equipment and parts 
only. Lease building. Must be sold im- 
mediately. Owner has other interest. 
a 5096, c/o Automotive News, Detroit 


HANDLING DeSOTO-PLYMOUTH in 
southern town within 75 mile radius of 
four universities. Cattle and farming 
area, five factory payrolls. Highway lo- 
cation, completely equipped shop. $12,500 
Plus building if desired. Terms can be 
arranged. Box 5097, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet and 
GMC—Southwestern Wisconsin, Tobacco 
and dairy center. Box 5100, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP WANTED 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory os#pproval 
already assured. 4992, c/o Auto- 
motive News, Detroit 26. 





WILL PURCHASE 
BUICK-OLDSMOBILE-CHEVROLET 
or MERCURY DEAL 


Prefer 300-400 deal single dealer point in 
central states, Will lease or buy real estate. 
Ample cash available. Factory approval as- 
sured. Replies held confidential, 


Box 5103, c/o Automotive News, Detroit 26 





BUSINESS OPPORTUNITIES 


Distributorships Open 


FOR THE QUALITY CADILLAC LINE OF 
FUNERAL COACHES AND AMBULANCES 
Territory | 

North Carolina-Virginia 
Territory 2 
Missouri-Kansas-Oklahoma 
Territory 3 
Arkansas-Louisiana 


Territory 4 


Texas 
BY OLD ESTABLISHED MANUFACTURER 


Profitable proposition to reliable dis- 
tributor who is interested in earning over 
$10,000 per year, Our factory representa- 
tive will help organize. 


G.M.A.C. FINANCE AVAILABLE 


Box 5091, c/o Automotive News, 
Detroit 26, Michigan 


DEALER SERVICES 


INVENTORY SERVICE 
Parts and Accessories 
ae CERTIFIED REPORTS 


cd 
Obsolescence Disclosed 
Shortage of Overage Established 
aluated 





is and Procedures 
Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or Write for Service Details 
Automotive Inventory Service Co. 
10040 Freeland Detroit27, Mich. WE 3-6445 





$20,000 WORTH OF DeSoto-Plymouth-Hud- 








We have for sale a 
1953 and 1954 fleet leased cars. Many 
makes and body styles. We can deliver 
most locations. Phone or write for infor- 
mation. 


229 $. Hanson St. 











CADILLAC, CHRYSLER, DeSOTO eight 





WE BUY STATE, COUNTY, city and fleet 











Excellent Bodies - 


PARTS FOR SALE 


son parts and shop equipment includes 
parts bins, steel shelving, counter and 
background display. Want to trade all 
for used cars. No junkers. Moore Bros., 
Inc., 618 Market St., Steubenville, Ohio. 


BUICK PARTS 


All Other GM Parts Also 


UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


ACCESSORIES FOR SALE 


RADIOS — AUTO — RADIOS 


1953-4 Dodge Auto Radios 
8-Tube Custom—Excelient Valve 


Write or Call 


(We also buy and sell all types of 
Auto Radios) 

MOZEL - AUTO - RADIO - CENTER 

4041 Fenkell — Detroit 38, Mich. 


UN 1-0350 UN 1-6931 


CARS FOR SALE 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 

Goed Motors - 
Upholstery New 

BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymoeths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43. Pa. 
SARATOGA 17-2300 


Heaters 


SOMETHING NEW 
USED CARS DELIVERED 


large number of 


Robinson Auto Rental Div. 


Phitedeiphia, Pa. 
1. & Spatig, Used Car Manager 
Sherwood 8-1500 


CARS WANTED 


Passengers wanted. Cash or liberal allow- 
ance, Sharp late models. McClintock- 
a Phone IV _ 17-5046, Lansing, 


owned cars. What do you have to offer? 
Keller’s Automotive Service, R. D. No. 1, 
New Cumberland, Pa., Phone Harrisburg. 
CEdar 3-4565. 


For Quick Results 
Use Automotive News 
WANT ADS 





New Subscri 


Send Automotive News to Address Below 


U. S., Canada and 
One Year $8 [] or 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Car Dealer (1) Truck Dealer [) Manufacturer [) 
Jobber 1) Insurance [) Financial C) Supplier C) 


——— 





CARS WANTED 


NEW CARS WANTED 
Will Pay Top Prices ! 


1955 Chevrolet—Up to $100.00 over cost 
1955 Oldsmobile—Up to $150.00 over cost 
1955 Cadillac—Up to $700.00 over cost 


We own and operate four auto transports 
and can pick up any new cars that you 
can sell us— 
Write, wire or phone — 
©. L. HENSON at — 


HENSON MOTOR COMPANY 


1002 N. Water Street Phone Tulip 4-388! 
Corpus Christi, Texas 





NEW LINES WANTED 


WELL KNOWN MANUFACTURERS’ Rep- 
resentative with three salesmen covering 
the southeastern states, desires one good 
line. We call on all jobbers, dealers and 
fleets. Box 5089, c/o Automotive News, 
Detroit 26. 





BUSES WANTED 


WILL BUY USED school buses-——36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 4993, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


BEAR HEAVY DUTY, No. 900-830 (pit- 
type) frame straightener, with heavy 
duty turning radius gauges for front end 
wheel alignment, toe-in tester and wheel 
remover. Complete with all frame and 
front end attachments. Used several 
years—just 
$1,500. Write Stern Auto Body Shop, 
P. O. Box 109, Waupun, Wisc. 


FOR SALE: 2 AUTO TURNTABLES. 
Heavy duty type. Never been used. Best 
offer takes. Sabre Metal Products, Inc., 
8000 W 47th St. Lyons, Ill. 


ANTIQUE CARS FOR SALE 


1926 MODEL ‘‘T’’ COUPE. John Haeckel, 
309 Day Street, Fairmont, Minn, 


MISCELLANEOUS 




















Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


MOTO-MATIC 
TOW ¢ GUIDE 
and 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Wlustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders in The Industry” 
Since 1939 





ption Order 


U. S. Possessions 
Two Years $14 [] 
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HELPS SELL MORE USED PLYMOUTHS FASTER 
WITH LESS EXPENSE THAN ANY OTHER MAKE! 


It would take a special jumbo odometer like this to register Plymouth ranks No. 1 in the toughest, biggest Through the years, Plymou 
the kind of mileage Plymouth owners and cab drivers report round-the-clock proving ground of automo- has “out-engineered” eve 
from all over the country. tive endurance, for there are more Plymouths other make in its class. Proo 
It’s Plymouth’s unmatched ability to deliver more trouble- used as taxicabs than all other makes com- “the facts favor Plymouth” 
free mileage that makes it such a desirable trade-in. Sell bined! (Further, Plymouth leads its field in Show these features to yo 
that unused mileage simply, with these two facts: victories in national stock car races! ) customers: 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 
Plymouth CarA Car B Plymouth Car A Car B 


RESISTOR-TYPE SPARK PLUGS 2-CYLINDER FRONT BRAKES 
EXHAUST VALVE SEAT INSERTS INDEPENDENT PARKING BRAKE 
CHAIN-TYPE CAMSHAFT DRIVE ELECTRIC WINDSHIELD WIPERS 
OILITE FUEL FILTER ORIFLOW SHOCK ABSORBERS 
FLOATING OIL INTAKE WIDEST, MOST RIGID FRAME 
ROTOR-TYPE OIL PUMP COWL VENTILATOR 


OIL BATH AIR CLEANER BAKED-ENAMEL FINISH 


” *Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 
SAPETY-RIM WHEELS year. Most of these Plymouth engineering advantages apply in other model years as well. 


H 
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(  Peneatt. 


BEST BUY NEW...BEST BUY USED! PLYMOUTH & 





4 
® 








